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Six. Get one case BONUS 


FOR DEALERS ONLY KA¥Y-TITE 


(Not for Consumers or Jobbers) CONTROLS WATER SEEPAGE 
IN POROUS MASONRY 




















This unusual offer is open to our many 
oe faithful dealers in appreciation of their 


ey loyalty to Kay-Tite during our 22 years 


of business. 





FOR 
BRICK °* STUCCO, 
CINDER BLOCK 
teliicl Mattie), | 8 4 
UNGLAZED TILE 





However, if you are not handling Kay-Tite 
we invite you to take advantage of this 
offer too. You'll make good profit on Kay- 
Tite every day—with this offer of 1 for 
6 you'll make an additional bonus. 


HERE’S HOW IT WORKS: 


Order six cases (totalling 36 10-lb. cans) 
of Kay-Tite, white or grey, from your job- 
ber. Have him verify your purchase of 6 
cases of Kay-Tite to us and we will ship 
rou direct one case (6 10-lb. cans) of 
“ee for FORE Kay-Tite made up of the following colors: 
Cream, Buff, Spanish Buff, Yellow, Rose 


and Brick. 


6 cases (36 cans grey or 
white) Selling Price . . $104.40 
One case colors FREE .. 17.40 


Total Selling Price . $121.80 
Costs you from Jobber . 62.64 


Your Profit . $59.36 
Offer good until December 31, 1952, only 
Prices are slightly higher in the Far West 
ORDER 6 get 1 case free TODAY 
AT YOUR JOBBERS 


KAY-TITE courant 
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Sell it For 
COMMERCIAL BUILDINGS 





STATE contact KAY-TITE egoomed 
WASHINGTON 


ell It For 
APARTMENT BUILDINGS 


Bing Crosby... 


is accelerating JOHNSTON Sales for You! 


Johnston — first manufacturer to build durable, pressed steel lawn mowers 
—now has America’s favorite family man accelerating Johnston power 
lawn mower sales for you...backed by these five-star features that will 
help you stay first in the field with Johnston... 


y DYNAMIC, NEW ADVERTISING PROGRAM... “Bing” will 
<7 help you sell in the Saturday Evening Post, Better Homes 





i 


& Gardens, etc. ...in new first-in-the-field dealer merchan- 
dising aids...in special regional and national promotions. 


NEW, ALL-PURPOSE ROTARY MOWERS — can mow, trim, 
cut weeds — popular-priced leaders in the field...taps 
this booming market. 18-inch...all steel... suction-lift 
...4-cycle engine and 18-inch Electric... 4% hp. motor. 


4 EXPANDED PRODUCTION FACILITIES... new plant at Brook- 
haven, Mississippi... built exclusively for the manufac- 
ture of power lawn mowers. 


~ 


EXCLUSIVE laminated pinion and pressed steel ring gear 
... another first in the field for Johnston...insures con- 
tinued, trouble-free operation. 


< And... Quality at a Price that SELLS! 


Johnston mowers... $69.50 to FOR THE NAME OF THE 
$125.00* ...are priced to sell JOHNSTON WHOLESALER 
your popular market ...and are IN YOUR TERRITORY 
backed by 40 years leadership 
in the production of quality 
lawn mowers. 

*List price f.o.b. factory 


write, wire or call: Johnston 
Lawn Mower Corporation, 
Brookhaven, Mississippi. 








‘ 





TWO REEL-TYPE MOWERS: 21-inch 
Lawn Patrol (at right), 1.6 hp. 
4-cycle engine and dual clutch con- 
trol; 18-inch Cruiser (not shown) 

. 1.1 hp. 4-cycle engine. Johnston 
quality throughout. 


JOHNSTON 


FIRST IN THE FIELD FOR FORTY YEA Ss 


Copyr.ght 1952, Johnston Lawn Mower Corporation, Brookhaven, Mississippi. 
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10” 4-IN-HAND RASP-FILE — with two types of flat and 


Individual home and professional craftsmanship has i 
two types of half-round cutting faces.* 


become truly “big business.” Collectively, its followers 
: . ‘ “1: 10” FLAT FILE; 6” SQUARE FILE; 6” ROUND FILE; 
are estimated to be spending more than 200 million 8” MILL FILE.* 


; dollars annually in hand tools, power tools and acces- 514” NICHOLSON X.F. SWISS PATTERN NEEDLE FILES 


sories. Naturally, the biggest buying “spree” occurs —12 assorted shapes in two-color plastic case with 


during the holiday season. | bottom stand. SUBSCRII 


: ‘ ; NICHOLSON ROTARY FILES AND BURS (for power its possessi 
Today there is so much practical novelty and variety tools) in encased Rotaset assortments, with 4” shanks. per year. 


P P ° ° ; Single Cop 
in files that a pre-Christmas sales drive is sure to send * Available in either Nicholson or Black Diamond brand. pei 
ARDWA 


your cash register jingling. Most any kind of counter —=—_ To round out this basic “holiday” stock of types and se a 
or window display of assorted files has selling magic. sizes to fit your trading area, CONSULT AND ORDER FROM Louis; ‘a 


Above is a typical starting group of such items, to wit: YOUR WHOLESALER. ware Repo 
man," ie 


tiie zine,"’ New 
Sto, NICHOLSON FILE CO. * 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND > York, and 

2 (In Canada, Port Hope, Ont.) "Ragenne™ HARDWA 
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product 


All these... 
and More, Too! 


@ The AMERICAN CHAIN Line also 
includes many types of chain not 
shown here—PLUS specialties such 
as dog and kennel chains, cow ties, 
tie outs, and halter chains. 

Order from the AMERICAN CHAIN 
wholesaler who handles a complete 
chain line. You’ll find it more eco- 
nomical to buy high quality chain 
from one dependable source—and 
more satisfactory to your customers 
who recognize the familiar name— 
AMERICAN CHAIN. 


Sell AMERICAN! 


American 
AMERICAN CHAIN DIVISION Ch 
AMERICAN CHAIN & CABLE qin 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 


Merry Christmas, But 
Keep Your Eyes Open 


Now that the busy Christmas season is upon 
us, dealers will each day be handling a greatly 
increased volume of currency and checks. It’s 
a good time to repeat a warning to beware of 
counterfeit bills and forged checks. 

The hustle and bustle of the holiday season 
provides an ideal cover-up for attempts to pass 
bad money or forged checks. 

You and all your salespeople who operate the 
cash register should be especially alert over the 
coming weeks to avoid unnecessary losses from 
these causes. 

Over the past year, HARDWARE AGE has pub- 
lished a series of articles on how to detect bad 
currency and forged checks. You’ll profit by 
having carefully read these articles. 

Almost every loss from forged checks could 
have been avoided if the retailer had observed 
this fundamental rule: “All strangers are not 


forgers, but all forgers are strangers.” 


So for safety’s sake, do not cash checks for 
strangers, unless they can establish positive 
identification. Identification does not guarantee 
that the check is good. It merely assures that it 
is not a forgery. The only way to be safe is to 
refrain from cashing checks for strangers. One 
bad check will wipe out the profits on a dozen 
sales. 

So remember, to make sure its a profitable 
Christmas, keep your eyes open for bad money 
and forged checks. 


Have You Used The 
Quick Check Card? 


Judging by the response thus far, a great 
many of our readers have found the Quick Check 
Card on page 181 very helpful in getting infor- 
mation on the many new items and new mer- 
chandising aids described in each issue of HARD- 
WARE AGE. 

If you aren’t already making use of this new 
HARDWARE AGE service, then by all means turn to 
page 83 and learn how Quick Check Card can 
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save you valuable time in keeping up to date on 
the details of the newest merchandise. Be sure 
to print clearly your name and address on the 


card. 


Low Inventory— 
Good or Bad?? 


We are all victims of habit at one time or an- 
other. We often follow a certain pattern year in 
and year out without ever asking ourselves why 
we do it. In business, this sometimes leads to un- 
economical practices. 

Sometimes it appears as though our attitude 
toward the annual inventory taking is based 
more on habit than on sound business practice. 

Come the end of December, when dealers turn 
to the inventory question, the practice is to 
take as many steps as feasible to give as low 
an inventory as possible. Pre-inventory clearance 
sales are put on: Buying is brought to a stand- 
still. Why? 

Have you ever asked yourself exactly what 
you gained by this practice? 

Many authorities point out that this practice 
is largely a long ingrained habit. One account- 
ing authority recently put it this way: “The 
lower the inventory, the lower the profit.” 

Sometimes the effort is made to give a bigger 
turnover; but this increase in turnover is an 
illusion; it exists only on paper. It doesn’t put 
any additional money in your pockets. 

Dealers are not alone in this practice. Many 
wholesalers and manufacturers are equally 
guilty. 

A reader recently commented to us on this 
inventory question. This man is an astute, 
practical merchandiser of staple hardware 
items, and is well known for his straight, sen- 
sible thinking. 

His comments cover this inventory situation 
so clearly that we are taking the liberty of 
quoting him directiy: 

“At the end of every year, pre-inventory sales 
are the order of the day. Perfectly good mer- 
chandise is often sacrificed just to make a 
showing on the books. 

“The consequence of this is that in a dis- 
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tressing percentage of years, a consumer with 
money in his pocket on Jan. 2nd often can’t find 
the staple merchandise he needs. 

“Weeks often elapse before the pipe lines are 
properly filled again. Distribution costs are 
often increased by demands for rush shipments. 
And consumer sales are lost. 

“What does all this accomplish, except the 
weeding out of a little dead stock that should 
have been weeded out before? 

“Some men say they do it to save on taxes, 
but in most states property taxes are based on 
an inventory adjusted to some much later date, 
such as May 1. 

“Others may say that sometimes it makes a 
better looking statement. But anyone who is 
accustomed to reviewing statements can usually 
spot the abnormal condition. 

“More likely, the custom, among retailers in 
particular, grew out of a desire to show a maxi- 
mum turnover. 

“However, the man that uses this excuse is 
just kidding himself for he knows that his 
average inventory is going to be a great deal 
higher than his Jan. 1 position. 

“The more one studies the reasons given for 
cutting inventory at the end of the year, the 
more one feels that it is just an old American 
custom, without much justification, except 
habit. The savings that appear to be made are 
more than offset by the loss of sales due to 
failure to maintain an adequate stock. 

“Your overhead goes on just the same. Why 
not actually do business 52 weeks of the year?” 

Think it over yourself when you start plan- 
ning your inventory taking. 


What's Your 
Opinion on This? 


The mail that passes over our desk each day 
gives us a very interesting picture of the think- 
ing of the retail trade on many subjects, in- 
cluding what to do about the supermarkets. 

The outstanding characteristics of the reader 
comments on supermarkets, is that every dealer 
has very strong opinions and that no two deal- 
ers ever seem to have the same opinion. 

This is certainly understandable for it is a 
complex problem and none of the experts have 
yet to come up with a solution that'will fully 
meet all the varied interests of the retail hard- 
ware trade. 

One recent letter tells us of the experience of 
a dealer in attempting to interest other dealers 
and wholesalers in a common solution to the 
headache. This dealer thought that one way 
to combat the inroads being made by a new 
supermarket in his area would be the develop- 
ment of a co-ordinated newspaper advertising 
and promotion program by a group of local in- 
dependent stores, as has been successfully done 
in other areas. 

He hired a meeting room and invited 88 re- 





tailers and 12 wholesalers to come and discuss 
the problem. 

How many came? Exactly 10 dealers and 
three wholesalers. 

Another dealer writes that he shopped a new 
food store and found them selling a well known 
aluminum coffee pot. Just the coffee pot and 
no other item in the company’s large line of 
aluminum cooking ware. 

So this dealer discontinued selling this par- 
ticular line and put new emphasis on a com- 
petitive line. 

This procedure is far from being the full 
answer to the problem, but it does serve effec- 
tively to focus the spotlight on the decision the 
manufacturer will have to make: To continue 
to sell just one popular item in the supermar- 
ket, or insist that they carry the full line... 
which they undoubtedly won’t do; or concen- 
trate his distribution in hardware stores where 
his full line will be handled. 

As this dealer says, it’s a free country and 
the manufacturer can sell where he chooses; 
but so can the dealer sell what he chooses. 

We are all going to hear a great deal more 
about this supermarket deal before it’s settled. 

We'd like to have your opinions. Drop us a 
note telling us your thoughts on the best way 
to meet this competition. 


Wanted: Racks 


The volume of mournful news put before us 
each day is more than enough to justify our 
grasping at each stray moment of humor that 
chances to pass our way. 

Such a moment lightened our day recently 
when we opened at letter from a reader who 
told us that he had been reading a great deal 
lately about rack jobbers. He wondered if we 
could give him the names of some jobbers that 
were handling racks. He wanted some. 
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LOCKWOOLB 


[ENGINEERED FOR 


[ENDURANCE 


FRICTION-FREE POWER from 
exclusive Lockwood ball-bearing 


suspension 
. 


LEAK-PROOF GLAND AND 
SPLASH CHAMBER ensures year- 
round maintenance-free performance 


OVERSIZE ONE-PIECE SHAFT 
AND PINION eliminates all failures 
from twisting, bending or shearing 

s 
SUPER POWERED SPRING guar- 


antees normal closing speed under 
extreme draft conditions 





THE FINEST DOOR CLOSER EVER MADE 











GUARANTEE — Lockwood ball-bearing door 
closers are unconditionally guaranteed for 2 
years, except when misapplied or abused. 







DeLuxe Screen and Storm Door Closer—Totally enclosed, 
extra-powered spring. Additional bumper spring pre- 
vents damage when back swing is excessive. 


Sell Enduring Satisfaction... Sell Quality 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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NEWS and VIEWS 








By Washington Bureau of 
HARDWARE AGE 


Business Outlook—What's Ahead 
Under The New Administration? 


Retailers and businessmen now have every reason 
to believe they’ll have less trouble, less harassment, 
and real assistance from Washington during the next 
four years. 

Fewer controls, and a more realistic administration 
of those which are to remain in effect, are to charac- 
terize the Federal controls pattern of the immediate 
future. 

Don’t count on any mass revocation of controls at 
any early date. Such a move is simply not in the 
cards. The same situation applies to tax reduction. 

President-elect Eisenhower and his top aides have 
pledged themselves to an early and honorable termi- 
nation of the Korean war. Until this drain on U. S. 
production is removed, there can be no real Washing- 
ton planning for a complete removal of business regu- 
lations. 

What Ike specifically has in mind in the way of re- 
moving the many stumbling blocks to business and 
industry is yet to be disclosed. Not until he appears 
before Congress as president with a detailed program 
of legislative action will the new pattern begin to 
shape up. 

But the post-election thinking of some of his top 
advisors, plus the outline of some basic legislative 
action that is beginning to take shape at the Capitol, 
may be properly translated at this point as producing 
these results under the new administration: 


MOBILIZATION—lIke is to take a good, 
hard look at the mobilization program in the 
light of an anticipated peace in Korea. Is full- 
scale mobilization of business really neces- 
sary? What controls may safely be dropped 
without letting down our guard? 





= 


PRICE CONTROLS—Success in bringing 
active hositilities to an end would probably 
mean an end to price controls on April 30. 
Nearly all key commodities and products have 
long since been decontrolled. And there is 
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strong belief among members of both parties 
that the $47,000,000 a year costs to run OPS 
could be saved. 


WAGE CONTROLS—The same situation 
applies here. Since it is generally conceded 
that prices and wages are inevitably tied to- 

S gether in economic planning, wage and salary 
controls probably will be permitted to expire 
along with price controls. 


TAXES—Possibility of any early reduction 
in corporation or individual income taxes is 
tied directly to the possibilities for peace, and 
a slower rate of defense spending. There is 
a strong possibility that the excess profits tax 

* will be permitted to expire on June 30. And 
there’s a fair-to-good possibility that the pres- 
ent high rates on corporation and individual 
income, now scheduled to expire at the end of 
1953, may be rescheduled to expire on June 30. 


MATERIALS CONTROLS — So long as 
communism continues to be a universal threat, 
a limited degree of business mobilization will 
® remain necessary. This means that today’s 
basic controls over such scarce commodities 

as nickel are to continue indefinitely. 


Extremely narrow working majorities in the Sen- 
ate and the House are going to preclude any rubber- 
stamp endorsements of Eisenhower’s proposals. New 
Republican leadership is to count heavily on support 
from Southern Democrats in the voting on key issues. 

The honeymoon with Congress may not last long. 
Little attention has been paid by the public to the fact 
that the landslide vote for Ike actually wrought few 
changes in Congress. The shake-up in the Senate 
and House seats is one of the smallest in years. 

But real teamwork at the Capitol, solidified by 
Eisenhower’s persuasive zeal, should go far toward 
making effective use of an otherwise uncertain legis- 
lative line. 

(Continued on page 108) 
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... in PRECIOUS METALS 
it may be PLATINUM 


DS a a allan * 


But in HARDWARE 
its MCKINNEY 








DESIGNERS AND MANUFACTURERS 
OF QUALITY HARDWARE SINCE 1865 








McKINNEY 


MANUFACTURING COMPANY 






1715 Liverpool St., Pittsburgh 33, Pa. 
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LATEST 





@ For more information 
on these products and 
services use free post 
card on page 83. 





Portable Power Hacksaw 


Here is a heavy-duty, self-con- 
tained portable electric hacksaw, 
Model 414 Sawzall, that is light in 
weight, perfectly balanced and 
easily maneuvered with one hand. 
It has a *4-in. stroke and operates 
at 2,250 strokes per minute. It cuts 
through any substance and is pow- 
ered by a 110-volt universal type 





motor, equipped with lifetime lubri- 
cated ball and roller bearings. It 
has lockable type trigger switch in 
the handle. Complete with set of 
assorted saw blades and _ all-steel 
carrying case, it retails for $78.50. 
Milwaukee Electric Tool Corp. 


For more data circle No. 1 on postcard, p. 83 


Fold-Away Garden Carts 


These new garden carts have 
fold-away construction, heavy duck 
No. 8 baskets and can be hung on 
the wall when not in use. Baskets 
have handle holds for easy handling 
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and 8-in. rubber tires are mounted 
on cast aluminum wheels. Rigid 
stands keep carts in proper position 
when in use. Available in various 
capacities, model shown here has 
five-bushel capacity and stores in a 
space 14x23x401%4 in. when folded. 
Parker Sweeper Co. 

For more data circle No. 2 on postcard, p. 83 


Stove Top-Table Mats 


Called Colonial Fireside, this new 
design in stove top and table mats 
presents an authentic, full color re- 
production of an original early 
American scene. Added to the Pro- 
Tex line, it combines beauty with 
utility in a metal and asbestos 





INFORMATION ON NEW PRODUCTS AND SERVI¢ 





stove and table top protective mat 
or pad. They come in five sizes, 
retailing from about 29¢ to $1.59. 
All sizes feature sheet steel top, 
air-cell insulation and soft, protec- 
tive asbestos back. Ballonoff Metal 
Products Co. 


For more data circle No. 3 on postcard, p. 83 


Compressed Air Sprayer 


Here is a 2 gal. compressed air 
sprayer with a dome top welded 
tank, 5 ft. oil-proof hose, 16 in. 
curved brass extension, all brass 
adjustable nozzle, brass pump, 
built-in funnel and neoprene oil- 





proof gaskets. Called Ritesize, it 
is lightweight, compact, easy to fill 
and operate. D. B. Smith & Co. 


For more data circle No. 4 on postcard, p. 88 


18-In. Rotary Mower 


This new 18-in. rotary mower 
has over-all sturdiness and balance 
together with several new design 
features. Cutter bar is pitched to 
provide suction lift. It is driven 
through special friction plates 
which absorb impact and prevent 
shock damage to engine and cutting 
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Want more information on these 
products? Then use free post 
card on page 83 


in hardware merchandise . . 





unit. The two cutter blades are 
hardened double-edged sections sol- 
idly fastened to prevent turning; 
they are reversible and easily re- 
placed. Tubular design handle has 
rubber grips and is free floating or 
may be locked in place. Jacobsen 
Mfg. Co. 


For more data circle No. 5 on postcard, p. 83 


Electric Water System 


This compact electric water sys- 
tem, called the Ejecto, Jr., is eco- 
nomically priced and can be used 
for shallow or deep wells up to 40 
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FOR THE HARDWARE DEALER 


ft. It comes complete with either 
11 or 21 gal. tank; the pump and 
11 gal. tank are connected as a unit 
by a sturdy steel bracket which en- 
ables it to be bolted onto the instal- 
lation base as a unit. Especially 
designed for installation under 
kitchen sinks and other places 
where space is at a premium, its 
body, foot valve, impeller and wear- 
ing ring are all brass. The pump 
shaft is stainless steel. It can 
easily be converted from shallow 
to deep well use. F. EF. Myers & 
Bro. Co. 


For more data circle No. 6 on postcard, p. 83 


Grass Shears 


Known as No. 277, these grass 
shears adjust tension of the blades 
to the toughness of the material 





being cut by means of a lever ac- 
tion mechanism housed inside the 
handle. This protects the mechan- 
ism from grass cuttings, dirt and 
other foreign matter. On the open- 
ing motion blade tension is auto- 
matically released for easy, fast 
operation. Blades are hollow 
ground, which gives self-sharpen- 
ing effect in use. Handles have 
locking device so that, with catch 





TO HELP YOU 


SELL 


AND OTHER DEALER 


Gift Paint Brushes 


Three fine bristle brushes espe- 
cially selected for home owners are 
included in this gift package set. 

















Attractively packaged in blue and 
yellow and wrapped in red and 
green cellophane Christmas ribbon, 
set No. 975 contains a 4 in. black 
bristle wall brush, a 2 in. long 
bristle brush for enamel and var- 
nish and a 1% in. brush for trim 
or sash. Set No. 298 contains a 4 
in. wall brush, a 2 in. enamel and 
varnish brush and a 1 in. trim 
brush. The former retails for 
$7.95, the latter for $2.98. A. G. 


Jacobus’ Sons, Inc. 
For more data circle No. 7 on postcard, p. 83 


Lock Packaging 

Designed to boost over-the-coun- | 
ter sales of residential locksets, 
this Integralock point-of-purchase 








(Continued on page 80) 


(Continued on page 100) 
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Source: U. 8. Dept. of Commerce 











Strong Tone Seen In 
Pre-Holiday Selling; 
Christmas Checks Due 


A steady demand for household 
goods of all kinds continues to keep 
retail trade strong. 

Noteworthy is that the fact that 
dealers are reported to have sold 
more TV sets during September 
than they did during the three pre- 
vious months combined. 

In the week ended Nov. 5, total 
dollar volume of retail trade was 
estimated by Dun & Bradstreet at 
from 1 to 5 pet higher than in the 
corresponding period of last year. 

The latest estimate on retail 
hardware store sales, for the 
month of September, indicates that 
sales were fractionally higher than 
in the preceding month, but were 
about 3 pct lower than in Septem- 
ber, 1951. 

Christmas Club funds will, as al- 
ways, make the holiday season 
brighter for the nation’s retailers. 
This year there will be 7.7 pct more 
depositors cashing these checks, 
after Dec. 1. 

Christmas Clubbers saved 7.5 pct 
more than they did in 1951—which 
represents the most they’ve saved 
in the past 42 years. 

These savers indicated in a re- 
cent survey that they intend to 
spend 38 pct of their Christmas 
Club dollars on Christmas gifts. 

The balance of the money, they 
intend to use in the following ways: 
Permanent savings, 29 pct; year- 
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> September Sales Up Slightly 


> Wholesale Trade Improves 


> Dealers Look for Sales Rise 


end bills, 10 pet; insurance pre- 
miums, 8 pct; taxes, 8 pct; mort- 
gage payments, 2 pct; education, 2 
pet, and miscellaneous, 3 pct. 


Retail Hardware 
Sales Up Slightly 


Retail hardware stores sales, 
after seasonal adjustment, were $2 
million dollars higher than in the 
previous month — $219 million as 
compared with $217 million. 

However, September retail sales 
were estimated by the Dept. of 
Commerce to have been 7 million 
dollars lower than in September, 
1951. 

Cumulative sales for the first 
nine months of the year were esti- 
mated at 3.6 pct less than in the 
same period of 1951. 

Sales estimates for 1952 and 
1951 are: 

seasonally adjusted 
(add 000,000) 








% of 
1952 1951 change 
January ... $222 $253 —12.2 
February .. 226 249 — 9.2 
March ..... 226 238 — 5.0 
MED 6 ocioe 222 230 — 3.5 
Fae 217 220 — 1.4 
DD ose 226 217 4.1 
eee 214 213 0.0 
August .... 217 217 0.0 
September .. 219 226 — 3.1 
9 mo. total. .$1,989 $2,063 — 3.6 
October .... 224 
November .. 225 
December .. 226 
$2,738 


Nesco Prepares Line 
Of Small Appliances 


Nesco, Inc., housewares manufac- 
turer, is preparing a new line of 
small electrical appliances to be 
produced in the company’s Jackson- 
ville, Ill. plant and to be intro- 
duced during 1953, announced 
Arthur Keating, chairman of the 
board and president, in a letter to 
stockholders. 

The company had sales of $9,546,- 
189 in the third quarter, compared 
with $7,276,680 in the same 1951 
quarter. 


No Business Decline 
Seen for 6-9 Months 


After remaining at a high level 
for the next six to nine months, 
business will decline, Dr. Marcus 
Nadler, of New York University, 
predicted in addressing the annual 
convention of the American Petrol- 
eum Institute in Chicago. 

However, he added, that “based 
on an analysis of known factors 
operating in the economy, one can 
feel confident that the downward 
readjustment, when it comes, is not 
likely to be very serious in character 
nor last very long.” 

“One can look forward to the 
future with confidence. This, how- 
ever, does not imply that business 
will continue on a straight line up- 
ward. A dynamic economy is bound 


(Continued on page 132) 
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You won’t make satisfied customers 
by keeping them waiting, while you 
fumble through stock drawers to find 
the fasteners they want. 

To meet competition today, a store 
must be attractive, with merchandise 
arranged so customers can order 
quickly and conveniently. Satisfy 
them with neatly-stocked shelves of 
RB&W “upside-down” packages! 

Then you can’t miss finding exactly 
the RB&W fastener customers want. 
There’s one product to a box, labeled 
in big black type, with the product 
pictured. Such good fastener service 
will help bring customers to you for 


Put a PROFITABLE END to this | 
“cracker barrel” selling of fasteners 





all their hardware needs. 

When you open an RB&W package 
to fill an order, the clever “upside- 
down” feature comes in mighty handy. 
You can’t spill a single RB&W bolt, nut, 
screw or rivet ... the label’s upside- 
down so the cover will be always un- 
derneath and the bottom won’t drop 
out. These boxes take constant open- 
ing and closing without bending or 
breaking. 

Stock and feature the complete 
quality line of RB&W bolts, nuts, 
screws and rivets... great hardware 
staples that are always in demand, 
never out of style, sure to build traffic. 





107 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


THE OMPLETE 


TY LINE 
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Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 

















Taylor 


COUNTER CARD 
AVAILABLE ON 
REQUEST 


puts the 


power of 


12,500,000 


ads on your 


counter! 
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Taylor Instruments from 


2.75 to 519.59 


Tayler 


INSTRUMENTS 
MEAN 
ACCURACY FIRST 





HAT’S RIGHT—a total of over 12,000,000 sales 

messages appear in powerful magazines like Saturday 
Evening Post, Fortune, Holiday, New Yorker, Woman’s Day, 
Family Circle, Sports Afield ... And the eye-catching dis- 
play card pictured above shows the seven fastest moving 
items in the Taylor line... items getting the lion’s share 
of this tremendous magazine promotion. 


Show this card, together with at least three or four of the 
instruments, and see how these unusual gifts can bring 
you extra profits. 

There’s a whole Taylor Christmas promotion kit await- 
ing your call in Rochester, including this attractive 
easel-backed card. Order yours today! Taylor Instru- 
ment Companies, Rochester, N.Y., and Toronto, Canada. 


; ‘Taylor Instruments 


————n SE GN 


ACCURACY FIRST 











IN HOME AND INDUSTRY 
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COPPER AND BRASS INCORPORATED 
MANUFACTURING COMPANY DIVISION, ROME, N. Y. 


CLINTON, ILLINOIS « RIVERSIDE, CALIFORNIA 
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2 NEW: Beautiful-Exciting 


SUSI nerwianct 





do even | 
Clamp Ch 
Americ« 
Fair Trade chopper is 
rator base 


Price 98c 
styled to t 


/ kitchens. 







© Exclusive patented safety ringed 
Kant-Kut-Korners gives smooth 


round edie thot cont wi or Quick, easy volume sales and fast turnover with these new ARISTO- 


Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 





nt display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 
© Asbestos padding prevents metal ance-MATS protect fine surfaces from heat burns, nicks, chips and 
from touching surface. stains when you: use electrical appliances on tables, buffets and 
cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 
¢ Chrome plated on heavy gouge plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
steel for greater durability. ' face. Packed 6, 1 dozen packages in a master carton, shipping 7 
Aristo-Mats are easy to sell because weight 42 lbs. < 


they are nationally advertised. 


SEE YOUR JOBBER or write for your nearest distributor. 


NOS. 5, 1 
Enterprise 
home and 






PHOENIX TABLE MAT CO.,  chicaco'ss, tunis. 


Manufacturers of the world’s finest quality all purpose stove and utility mats. 











’ 952 
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ENTERPRISE 40-Cemo CHOPPER 


Works anywhere on any flat surface 
Beautifully styled. Easy to use and clean 


ye <a a Can't mar table top. Sells on sight! 


(ea F Guarentee’ by © 
— Housekeeping 


wn rt oFIT! 

ced FOR 

do even sen, Qt ebot sts on bendy ‘Ne. : aa L ED F 0 R B E A U T Y! 
Clamp Chopper. S ADV 7 - \ S E D! 





America’s most efficient and most beautiful kitchen 
chopper is now available in a choice of four gay deco- V | L 
rator bases—WHITE, YELLOW, RED and CHROME— 4 7 A 
styled to the new trend of the most modern of modern 
kitchens. 


CASH IN BY STOCKING THE COMPLETE ENTERPRISE LINE! 


s— I ! 
rs ENTERPRISE ras)? 





NOS. 5, 10—Offer exclusive NOS. 422, 432—Furnished NOS. 12, 22, 32—Designed, ALL-PURPOSE PRESS—Stuffs 
Enterprise cutting principle in with gears for easier operation with Enterprise quality, for per- sausage, presses lard, fruits, 





home and commercial sizes. on tough cutting jobs. manent attachment and years vegetables, with maximum 
. of satisfied use. ressure and minimum effort. 
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for Chistmg ¢ di ving and everyday living, 
its UNIVERSAL 


America’s Most Complete 
Line of Vacuum Goods 
and Gift Items! 


bi 








a 
“d 


t, 
% 


Pi“ 


UNIVERSAL ICE CUBE BOWL ii . / 
Made of unbreakable stainless A 
steel—nothing to break—no filler 

to replace. Keeps 30 to 40 ice 
cubes for hours. Lustre-chrome 


finish is easy to clean. A lasting 
gift of utility. Just $19.95. 












Be sure to feature these handsome 
Universal Vacuum Gifts! They’re the 
Ones your customers will want at 
Christmas—or at any time, the year 
‘round. Compare their superior qual- 
ity and rich design—you'll see why 
now more than ever, more and more 
people are asking for Universal! 












UNIVERSAL 
“SCOTSMAN” 3in 1 OUTING SET 


Plenty of picnic pleasure ahead. 
Colorful Scotch Plaid zippered 
case contains quart Vacuum Bot- 
tle with four nested cups—quart 
Vacuum Food Jarfor fried chicken 

or salads. Metal box for sand- "ime 
wiches, cake or pie. Only $14.95. om 














UNIVERSAL INSULATED 
BEVERAGE SERVERS 


Heavily insulated to keep 
beverages hot or cold. Per- 
fect for making and serving 
tea or instant coffee. Sanitary, 
easily cleaned chrome-plated 
finish. In two and four cup 
sizes. $9.95 and $12.95. 





Nationally promoted for you in these and 
other leading consumer magazines. 












For further facts write 
today or contact your local ®. j e AL 
niversal Wholesaler 


- LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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C reate your Own 
My Home’ campaign 
with the most profitable 
decorator books 

in the business ! 













)\ 


— _4 ff 
TS TA ane | 
tae %,- eS RAT) 





“u “ ae wiz a 
MY HOME ae 


imprinted with 
your name and address 


J sells your Gold Seal products 


/ sells your store as Gold Seal 
headquarters! 


/ 2, big, 16-page full-color issues! 


In this business, home is where the market is. Home is 
where your products go, where your profit is made. And 
that’s the reason behind these latest two editions of the My 
HoME decorator book: to put more of your Gold Seal 
products into more of your customers’ homes...to put WwW h ere d lo] 3 
more profit in your pocket. 


your volume lie? 


What it does for you... Every word, every picture in My 


Home is filled with powerful sell for your Gold Seal floor EASIER LIVING ISSUE U-DO-IT ISSUE 

° . Sells professionally Sells Consumer-instalied 
and wall coverings. Every page is planned to make readers ane aa eens tei tates TE 
think of you as the expert to consult before they make a testis lekalé Linslaiom Linctewia Ye 


move... to think of your store as floor and wall covering Gold Seal VinyiFlor Gold Seal VinyiTile 
headquarters. Every inch of My Home is designed to move ee ree pA it ae on 

0 eal Congowall' 
your yardage! 


And what it does for your customers ... Each 16-page 
issue Of My Home is crammed with full-color pictures of 


professionally-decorated rooms . . .with idea-packed articles Hurry! They’re going fast! Best time to get all the dope on 
... With the very latest color schemes and combinations . . . My Home is right now...in time for your big fall and 
with sound decorating suggestions . .. with helpful, money- winter selling season ...and before all the copies in this 
Saving hints .. . with almost everything a homeowner wants fast-moving edition are sold out! 


to know about home improvement. 
“MY HOME” BOOKS NOW AVAILABLE without imprint, in 


CONGOLEUM-NAIRN INC. i quantities of 100 and up... with full imprints in quantities 


KEARNY, N. J. of 500 and up! See your Gold Seal representative now for 
Makers of Gold Seal Guaranteed Floor and Wall Coverings free sample copies of both issues... plus complete information! 
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Cabinet \ 
Model 


Combination 
, Model 


Can and Jar Opener 


the 


Standard 
Model 











fed | 
—<O 
~~ b 
a Bachelor-girls, brides, mothers, : 
ss : streamlin: 
grandmothers—EVERY WOMAN is 
a can-opener PROSPECT—and Most h 
women want SWING-A-WAY—the that 
y , can opener that gives them most in V 
LOOKS, PERFORMANCE and PRICE. is best 


If you are not getting your share of 
the annual 12 million can opener 


IN CANADA: 
market, let us show you how— fou ABENCHE, {TD. 


PORT CREDIT, ONT. 


is | 


Phone, Write or Wire: 


SWING-A-WAY MFG. CO., 4100 BECK, ST. LOUIS 16, MO. 
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the brush 
that started 
things rolling ... 


ie 


S 


the | “, best ever plastic scrub 


This is Empire’s #308. 
: , Order from your jobber. 
Empire had a hunch: Mrs. America must be Suggested retail price 494. 
fed up with the traditional, drab, dirt collecting 
scrub. So we experimented and developed the 
revolutionary new Best Ever scrub that would look 
better and wear better. We gave it a comfortable, 


a tens 


streamlined handle cut from the finest, lacquered 
honeymaple .. . bristles of sparkling white Emprene plastic 
that would clean easily, wouldn’t rot, mat or mildew ever. 
What happened when the Best Ever scrub hit the counters 
is best described by the sensational re-orders. It out-sold 
even Empire’s most hopeful estimates. It’s been 
imitated — but the brush that started things rolling 
ee is still the number one scrub in America. It belongs on your 


ICIES, LTD. 
DIT, ONT. counter. There’s no substitute for Empire’s Best Ever scrub. | 


~~ 


MO. this is an EMPIRE brush « Empire Brushes, Port Chester, N. Y. * In Montreal, Canada, EMPCO Brushes of Canada, Ltd. 


27, 1952 HARDWARE AGE, NOVEMBER 27, 1952 23 











this illuminated sign will do 
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@* 
Pennvernon 
WINDOW GLASS 






. Oe: 
| Pennuernon 


| WINDOW GLASS 








| Pennuernon 
| Winpow Grass 


OC} 












HETHER it is placed in your win- 
dow, on your counter, or hung 
on your wall, this eye-catching red 
and purple illuminated sign will prove 
to be a bang-up sales producer. It is 
framed top and bottom with glowing 
red plastic bands and is a mere 11” x 
12” in size. 
We suggest you put this sales aid 
to work right away. It’s a point-of- 
purchase reminder to customers pass- 


Penn CINLON - window glass at its best! 
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PITTSBURGH 


IP PAINTS - GLASS +: CHEMICALS + BRUSHES - PLASTICS 
G 


an on 


GLASS 





ing or entering your store that you 
are “headquarters” for Pennvernon, 
which is recognized as “window glass 
at its best.” You can get details from 
your local Pittsburgh Plate Glass 
Company branch or jobber. At the 


same time, be sure to ask him about 
the full line of sales helps that are 
available to assist you in stepping up 
your sales and profits on Pennvernon 
window glass. 






COMPANY 
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These extra home uses for "SCOTCH" 
Masking Tape make extra sales for me! 

















SEALING—“Scotch” Brand Masking MASKING —Its just-right amount of LABELING — Easy-to-write-on strips of 
Tape makes dust-proof, moth-proof stretch and adhesion makes “Scotch”  ‘‘Scotch’’ Brand Masking Tape provide 
seals on packages or bags of stored Brand Masking Tape hold securely, yet neat, clean labels that stick to the job 
summer clothes. remove cleanly. —don’t drop off. 








Stock 7/4 OW f Order “Scotch” Masking Tape today. Available in 
34 in. x 30 ft. rolls (Catalog #181), 34 in. 
x 90 ft. rolls (Catalog #185). Packed 12 
to a display. 


















PROTECTING — A few strips 
of “Scotch” Brand Masking 
Tape under ash trays, vases 
and lamps help protect table 
tops from scratches. 








ca THER wom 
es 


4 ¥ 
©. « ee sis war 4 


The term “SCOTCH” and the wala < design are registered trademarks for the meee ion 2 2 ressure-sensitive adhesive tapes made in U.S.A, 
by MINNESOTA MINING & G. CO., St. Paul 6, Minn., also makers of ‘ und Recordin Tape, “‘Underseal” Rubberized 
Coating, ‘‘Scotchlite” afloxeire te any “Safety-Walk"” Non- -slip a & ou Abrasives, 3M" Adhesives. General Export: 122 E, 
42nd St., New York 17, N.Y. In Canada: London, Ont., Can, 
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“Keeping up with the Joneses took on a new 
meaning for me when they asked me to 
plan their new house. They knew what 
they wanted and they wanted the most 
modern of everything. But when it came 
to the heating system I was way ahead of 
them. When I explained Radiant Panel 
Heating they went for it in a big way!” 


“After dreaming about building a new 
house for years I knew exactly what I 
wanted in a heating system. Comfort, 
warm floors, uniform temperature, free- 
dom from drafts, more vital air, no hot 
or cold spots. Radiant Panel Heating 
was the answer.” 








Builder 





RADIANT PANEL HEATING// ) {/ 


® 


ne | 


dau 





for the New House! 


“I wanted what my husband did, too, but 
more than that I wanted freedom to 
decorate. Because our Radiant Panel heat- 
ing units are concealed beneath the floor, 
or in the ceiling, every inch of every 
room is now mine to use. My rooms 
seem larger! I can place my furniture 
as I please!” 


“Radiant Panel Heating is easy to install 
in a new house, and my heating men 
know steel pipe. They’re used to handling 
it. They know it’s been proved in more 
than 60 years of hot water and steam 
heating applications; that it’s formable 
and weldable for fabricating coils and 
grids. That’s why, for radiant heating, 
snow melting, and other applications, 
steel is the most widely used pipe io 
the world!” 


A free 48 page color booklet “Radiant Panel Heating with Steel Pipe” is available. Write for your copy. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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Shake hands with a Man who built 
his Own-Name Brush Business. .. 


What’s he got that you haven’t got? Plenty! Every brush he 
sells features his name, his trademark, his label. Every 
customer he makes is his customer because his complete line 
of brushes are made to his specifications, available only from 
him. Every sale made, every repeat order, builds his name, 
means a bigger profit to his dealers and himself. 

Sound interesting? It is! Today thousands of jobbers and 
manufacturers like yourself are building their Own-Name 
Brush Business. Why? Because it’s easy and more profitable. 


Here's how it works: 


You order from a complete line of brushes 
(pure bristle, nylon, bristle-nylon etc.) 
made to your own specifications. 


Brushes are stamped with your own name or trade 
mark, listed in your own catalog (which we supply). 





Store displays and selling aids are yours 
without charge. 


Construction and materials unconditionally 


guaranteed. 
too, but 
edom to Wh M nh 
nel heat- 4 0 is a attan ? 
he floor, a For nearly 50 years Manhattan has been one of the world’s 
of every -« aden largest, highest-rated private-brand brush manufacturers. 
; oo i lil We manufacture a complete line’of paint and varnish 
cane pe al wer brushes for the paint, brush, hardware, lumber, automotive, 
chain and variety fields. Brush business leaders can testify 
o install to the quality of our product, the integrity of our dealings 
ng men L and the nature of our success. We have estabjished thou- 
andling sands of jobbers and manufacturers in their own flourishing 
in more brush business. We can do the same for you. 
d steam ce 
ormable a a 
ils and FITS FOR” PAINT WE tame MANHATTAN BRUSH CO., Inc., Dept. H-11 
heating, > 42 West 18th Street, New York 11, New York 
cations, Gentlemen: Please send without obligation complete 


pipe io information on your Own-Name Brush Business Plan 
Manhattan Brush Co lnc for jobbers and manufacturers, including samples of 
T . product, catalog, ete. 


»PY- Member, American Brush Manufacturers 
Association 


CH 42 West 18th Street, New York 11 


Address 
EEE 
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"Competition means nothing to us now that «+ 


EVERYTHING HINGES ON HAGER 





C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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. ae PHEOLL’S GLEAN-CUT, 
AGGRESSIVE DISTRIBUTOR 
PROGRAM Yes! Whether or not you are now han- 


dling a line of screws, nuts and bolts, you can make 
important gains in both sales volume and profits through 
Pheoll’s sensational new distributor program ! 


This straightforward sales policy ... never before offered 





A/ 


. by a full-line screw manufacturer ... recognizes the dis- 

— tributor’s useful function. It takes the manufacturer out 
of competition with you, and clears the track for volume 

= sales of packaged fasteners. Here is a positive statement 
of how the Pheoll Plan operates for your benefit: 


— 





SaAEpU peeves That the sale of screws, nuts and 
ts in packages should be made primarily through dis- 
tributors. 
That screw manufacturers should not 
om wi Stributors in selling fasteners for mainte- 
nance and supplies direct to consumers. Therefore, | 
‘o immediately refer both inquiries 
an ackaged fasteners to qualified Pheoll dis- | 
tributors. 


The Pheoll line also offers many other real advantages 
to “make life easier” for distributors. That’s why smart | 
| 








merchandisers everywhere are hurrying to get on the 
Pheoll band wagon. Let us show you how you can qualify 





Distributor Probleme 


> a 


ot 
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BROADEST LINE—Most complete line available any- 
where—by types of products, sizes, head styles, 
finishes. Simplifies ordering and reduces errors. 
LARGEST STOCK—Largest finished inventory in the 
screw industry. Speeds order completion—mini- 
mizes back-orders. 

PRE-SOLD MARKETS— js ae built in 45 years 
of superior quality manufacturing makes Pheoll 
products easier to sell. 

SALES-CLOSING HELPS—Catalog and price lists tell 
you everything you need 'to know ina jiffy. In- 
formation easy to 

CONSISTENT ADVERTISING—Reaches all of your 
customers and prospects month after month in 
23 leading national magazines. 

TROUBLE-FREE CARTONS —Premium quality ma- 
terial—sturdy design to resist rough handling. 
Labels easily read at a distance.” 

PLEASANT RELATLONSHIPS—Courteous, co-opera- 
tive service backed by enthusiastic, distributor- 
minded management. 


PHEOLL MANUFACTURES: 
® SCREWS—Machine, wood, drive, cap, socket, etc. 
® BOLTS—Stove, machine, carriage, lag, etc. 
e Som and Phillips recessed head fasteners. 
® Thread-cutting and tapping screws. 
© Nuts, washers, threaded rods, special fasteners, etc. 
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PHEOLL MANUFACTURING COMPANY 
(5700 Roosevelt Road, Chicago 50, Illinois 
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YOUR NAME 


} 
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> : y A ‘ / 


to participate in the profitable business now being de- 
veloped in your own locality. Just mail the coupon below 
for complete details... or wire us for faster action! 


PHEOLL 







N 


Show me how | can participate in your fastener program for 
distributors ! 











STATE 





Z Ba ar: 4. 
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Model 109 





> 7 DRILL 


with 7 Grip Positions 


TTT TT 


ERE’S a new standard duty 1” drill your customer can really “bear down on”. 
Its powerful, universal motor resists stalling. Its 2-position auxiliary handle permits extra 
leverage on the real tough jobs. Its exclusive rear handle adjusts horizontally or vertically 
so he can lean into the work ... apply more pressure—at any angle—with a natural, less 
tiring grip. If he wants, he can even remove the rear handle'and concentrate his whole 
strength behind the drill body. Or, in tight spots and close quarters, he can dispense with 
both auxiliary and rear handles for extra compactness, extra convenience. 








30 


This new Porter-Cable 12” drill was designed 
for high efficiency drilling in intermittent appli- 
cations. Heavy, precision-ground Jacobs gear-type 
chuck grasps the bit firmly—aligns it accurately 
—prevents shank slippage and gouging. Double 
compound reduction gears achieve the right speed 
and torque for most efficient drilling. Bearings 
are combination ball radial and thrust, plus oil- 
less bronze on front spindle. 


Lower handle is cast integral with the housing 
for greater structural strength. 
Removable cap on commutator 


for easier cleaning. UL approved. $ $50 


Retails at 


Another new Porter-Cable drill 
available—%” size. Retails at $9 8.50 


Drills are among the first tools bought by craftsmen and home 
owners. Are steady year ’round sellers. Get your share of this 
profitable tool trade now. Write for complete information. 


PORTER-CABLE "27" 


1191 N. Salina St., Syracuse 8, N. Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
In Canada write: Strongridge Ltd., London, Ont. 
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Big Business 
in Small Packages 


OOKING for higher dollar sales 

and profits per square foot of shelf 

or counter space? Then you'll want to 

stock and display these new, compact 
Standard packaged sets. 


These sets appeal to the big and 
growing market of home workshop 
owners, electricians, farmers, plumbers, 
sheet metal workers, auto and other 
mechanics. For Standard Drill Sets are 
nationally advertised—and the handy, 
convenient packages illustrated will 
prove themselves fast off-the-counter 
sales producers! 

Your Standard Distributor will be 
happy to fill your order—to help you 
prove there’s “big business in small 
packages”! | 


STANDARD [0OL (0. 


New York - Detroit - Chicago + Dallas - San Francisco 


STANDARD 
DRILL SETS 


STURDY DRILL SET No. $13 


High Speed Steel Drills for drilling metal. 
Top quality indesign,construction, material. 
Short, sturdy length makes them less 
susceptible to breakage. For use in drill 
press or electric hand drill. Note the 
strong, attractive box arranged for con- 
venience in stocking, display and use. 
13 drills to the set in sizes from Vie" to 4" 
by 64ths. 











STURDY DRILL SET 
No. S11 


Same as No. $13—except set 
consistsof ll HighSpeed 
Steel Drills, sizes Ye” to %” 
by 32nds. 









& STURDY DRILL SET No. $8 


Same as No. S13 except set consists of 
8 High Speed Steel Drills, sizes Ys" to 
Y2" by 16ths. 


NATIONAL ADVERTISING 
AND STORE SELLING HELPS 


Standard Drill Sets are nationally advertised in Popular Mechanics 
Magazine—and we furnish free banners, newspaper mats and 
cuts, envelope stuffers. Write for yours! 





3950 CHESTER AVENUE 
CLEVELAND 14, OHIO 





THE STANDARD LINE: Zwist Drills « Reamers « Taps + Dies « Milling Cutters + End Mills « Hobs + Counterbores + Special Tools 
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Mis A HERE’S THE DEAL 
i] —_— Special Saw Assortment if 


in Gift Package 
This Christmas deal on Simonds Si-Clone Saws is a big package of if 5 
holiday profits for dealers ... the top-selling saw line for home work- PRA, 28 si-cLONE saws 6 
shops . riced low and backed by Simonds famous quality guarantee. Sine Nix: 0s Cacti 7 
aA. b hese saws are LULLED One PlanerSaw (With @ 
Actractively Christmas gift-packaged as you see ‘4 ove, t 

























% Ye" round center hole) 
ready to slide right under the Christmas tree. And’ th is backed up No. | Retail Selling Price $6.10 Med te 
ne to - Orr YOUR NET COST 4.27 > 

by 2 special promotion in magazine adyerti <a 4S jt ale $ It’s th 
and with bright window streamers ang se hore “aad ‘ Nittin 
use. Get the whole story on TFgAe mene Saw deal $1-CLONE Ae wrapper 
h * ory Bratch One No. 60 Combination employir 

... check wit your j ot PACKAGE One Planer Saw (With as in the 

; " Ye" round center hole) 
eo ~ 

Office today! - LCR Retail Selling Price $10.60 Every 
YOUR NET COST $7.42 other st 

adopt a 

(Gift Wrap is removable, leaving saws in Nittinge 

standard Si-Clone Package) exclusive 

Order gg teers ee Your As mu 

egular Jo er ; 

(or the nearest Simonds Factory Branch) m the be 

The idea 

the gift 
ra , Ada SR pe nd cee crisp tis 
Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. made fro 





Southern Service Shop in Meridian, Miss. (formerly J. H. Miner Saw Mfg. Co.). 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa..and Arvida, Que., Canada 


32 HARDWARE AGE, NOVEMBER 27, 1952 HARDWA 








=AL 
‘tment 


ge 


NE SAWS 
m bination 
w (With 
r hole) 

rice $6.10 
T $4.27 


iE SAWS 
m bination 
y (With 
er hole) 
ice $10.60 
| $7.42 


ig saws in 
ze) 
Your 


y Branch) 








27, 1952 





In the hectic shopping days before Christ- 
mas everyone naturally thinks only of gifts, 
and hardware stores that offer gift wrapping 
services have a big advantage in holiday sell- 
ing. 

But few hardware stores continue this type 
of promotion beyond the Christmas buying 
season, when gift buying naturally is at its peak. 

Yet there is no closed season for gifts and those stores that 
have developed a 12-month gift selling program have been ex- 
tremely successful in turning gift wrapping into a merchandising 
device that draws extra traffic—builds more sales—daily. 

It’s the build-up that wins acceptance of a store as a gift center. 

The way Nittinger’s in Santa Monica, Calif., does it is to make 
gift wrapping a continuing, specialty service available for every 
type of gift-giving occasion. The test of its popularity is that 
during an average day, Mrs. Genevieve Murray, the store’s gift 
wrapper, will handle 100 gift packages. Incidentally, in her spare 
time she repairs electrical housewares. 





al e Robert Nittinger, who with his father, Earl 
Nittinger, established their hardware store at 
tF. J) 1335 Third St. in Santa Monica, in 1930, 
C £ > wy operates a complete household hardware store, 
: yp and in his housewares section sells china, pot- 


tery, glassware, and cutlery, which along with 
the more commonplace items, are merchan- 
dised to stress their gift possibilities. 

It’s the gift wrapping that gives them gift distinction. 

Nittinger’s accomplishes this by employing a full-time gift 
wrapper; setting up a complete gift-wrapping department, and 
employing as much care and taste in the selection of materials 
as in the selection of the store’s lines. ° 

Every attempt is made to avoid use of wrapping papers that 
other stores in the same trading area offer. If other merchants 
adopt a Nittinger paper, the store eliminates it. This enables 
Nittinger’s to build part of its gift wrapping reputation on the 
exclusiveness of its wrappings. 

As much attention is paid as to how the merchandise appears 
in the box as to the external appearance of the finished package. 
The idea is that when the recipient of the gift opens the package, 
the gift should be revealed sparkling clean, neatly enfolded in 
crisp tissue paper, and if the article is fragile, clean excelsior 
made from fiat tissue is used for padding. 

(Please turn page) 
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Special service 
builds profits 











100 
(iil(- 
Wrapped 
Nales 
Daily 


Gift-wrapping is as 
important in promo- 
tion of giftwares, as 
the merchandise 
itself, this dealer 

has discovered. He 
has built this 

service into an every- 
day profit maker 











The use of first-grade materials 
achieves a package which is always 
a compliment to the merchandise it 
contains. 

Operating a gift wrapping de- 
partment on this scale is not cheap, 
Mr. Nittinger reports. Approxi- 
mate cost, including labor, comes 
to just under 8 pct of gross sales. 

However, Mr. Nittinger feels he 
is able to justify the expense be- 
cause of the additional trade the 
gift wrapping service draws. As a 
matter of fact, people bring in 
merchandise, such as linens, soft 


goods, and other merchandise not 
handled in the store and pay for a 
Nittinger gift wrap—so desirable 
an asset has this service become. 

Any purchase at Nittinger’s may 
be gift wrapped without charge. 
But items costing $1.00 or less 
are not boxed. Instead, these are 
wrapped in white corrugated paper 
and then covered with a gift paper. 

For those who wish something 
really special in the way of a pack- 
age, the Nittinger store offers a 
custom job at a small fee. 

This involves the use of the 





A Window through which 


more expensive special enameled 
papers; wide, satin-finish ribbon, 
and little ornaments such as wed- 
ding bells, umbrellas, flowers, 
Christmas ornaments, and most 
anything that may be suitable for 
special gift occasions. 

The cost to the customer for this 
type of wrapping is computed on 
the basis of paper yardage used, 
plus the price of the ornaments. 

Thus the Nittinger store gets 
profit not only out of selling more 
gifts, but also out of gift wrap- 


ping. 





customers get their gift 
wrapped parcels is used 
to promote the service by 
displaying samples of at- 
tractive packages. 


The gift wrapping depart- 
ment, staffed by a full-time 
wrapper is set up to provide 
the best working conditions 
for turning out packages. 
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enameled 


h_ ribbon, 
as wed- The contents of the package get the same 
flowers, treatment as its outside. Merchandise is 

and most inspected for defects, price labels are re- > 


itable for moved, and items cleaned. 
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When boxed the store affixes a distinctive 
<q s gummed labe! to identify it as a Nit- 
tinger gift. 





7 & 


Customer, left, claim- 
ing package from Mrs. 
Genevieve Murray, 
gift wrapper. Num- 
bered claim checks 
identify each package 
to avoid mix-ups. Since 
a customer gets a 
claim check upon pur- 
chase, she is free to 
shop the store while 
the package is being 
wrapped. 


=@e OS 2 ano 
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(iit Wrappin¢ 








Miss Marie Hoppes, (right) manager of the gift department 





with a specially wrapped gift package. The other women 
hold packages wrapped at no charge. 


All gift packages from Waterloo 
Hardware Co. in Waterloo, Iowa, 
are turned over to the customer or 
to the recipient in attractive gift 
wrappings. This policy builds much 
good will for the store and results 
in considerable word-of-mouth ad- 
vertising. 

The firm’s own distinctive gift- 
wrap is provided at no cost to the 
customer. Some customers want an 
extra fancy package and willingly 
pay from 25 to 50¢ extra for it. 

Miss Marie Hoppes, manager of 
the store’s large and profitable gift 
section says that she believes a 
store can create much good will 
through this idea. She states that 
some customers, especially the farm 
trade, resent paying an extra gift- 
wrap charge. 

Cost of this gift-wrap service is 


36 


not very heavy. A spool of ribbon 
costs about $2.50 and may be used 
for many gifts. A roll of wedding 
anniversary paper costing $11.00 
will be used for a large number of 
gift wrappings. A wide variety of 
special occasion gift-wrap paper is 
on hand at all times. 


Customers Like Service 


“We wrap many gifts each month 
for customers and make no charge 
for most wrappings,” explains Miss 
Hoppes. “Our total wrapping ma- 
terials costs are not very high, and 
I know that many people buy. their 
gifts here because they like our 
service.” 

Because a large department store 
in Waterloo offers both wrapping 
and delivery service the hardware 


How gift wrapping 
helps meet competition 


an effective sales aid. 


A mid-west dealer 


meets department store 


competition by using 


a distinctive gift-wrap 
at no cost. Customers 


who want a more 
elaborate job pay an 
extra fee to store 


firm’s operations must take this into 
consideration. Many gifts are del- 
livered by C. U. Chickering, owner 
of the store, in his own car to ac- 
commodate last minute purchasers. 

One half of one side of the hard- 
ware store is devoted to displays of 
gift goods. Several islands in front- 
of-the-store locations are always 
given over entirely to these lines. 

When electric housewares displays 
were given a separate wall space 
sales made a decided up-swing. 
Staggered glass shelves feature 
these items, with large mixers, hot- 
plates and cooking items on the 
lower, wooden shelf. The lower 
shelf has been covered with an 
aluminized paper to add a distinc- 
tive touch. 

This display has helped to play- 
up the desirability of electric house- 
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Step-up displays in front of islands show a 
4 variety of pottery items and a good as- 
sortment of spice sets without taking up 

very much floor space. 


Staggered glass shelving is used in wall section to show 
housewares. Bulkier electric housewares are on wooder, shelf 
at bottom. 











wares as gift items. It is not un- 
usual for two or more customers to 
pool their gift money to buy one 
) item for a wedding or party gift. 
Electric housewares items are of- 
fered in a range from $5 to $55, 
4 with most sales in these lines being 
above the $10 mark. 

Some customers buying electric 
} housewares gifts will also buy mer- 
chandise for their own homes, in- 
cluding some fairly high priced 
quality goods they had not previ- 
ously intended to purchase. 





Jewelry Sideline Pays for Building 


To build traffic and make addi- 
tional profits many stores handle 
lines not commonly found in retail 
hardware showrooms. 





his into 
are del- A 6-ft jewelry and watch depart- 
» owner ment is used for these purposes by 
r to ac- R. M. Stone, operating‘Eutaw Hard- 
chasers. ware in Eutaw, Ala. This section 
e hard- has been the means of Mr. Stone’s 
slays of paying for his building in the past 
1 front- five years. 
always Stock in the department is limited 
ines. to fast moving watches, rings and 
lisplays bracelets. No repair service is of- 
] space fered on these lines. 
-swing. Business is brisk in the jewelry 
feature department during the graduation 
rs, hot- season and at other gift giving 
on the times, but there is particularly good 
lower volume in the fall of each year. 
ith an Although jewelry departments 
distine- are operated in only a limited num- 
ber of hardware stores those con- 
o play- ntatie ducting them find they build profit- 
 house- R. M. Stone looks at some of his jewelry stock. . able traffic. 
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This suburban shopping center 


Paint Is Volume-Builder 
For Store in New Community 





store cultivates good-will of paint buyers. 


Paint line is used to acquaint new residents of 
suburban community with store. Promotions 
help boost volume in the line 


Customer makes his 
own choice from 1|8- 
shelf sandpaper dis- 
play unit. Each com- 
partment has the price, 
size and grade of 
sandpaper marked 
plainly on the side. 


Selling paint to suburbanites in 
the fast-growing Overland Park 
area of Kansas City, Kan., is chiefly 
a matter of service, according to 
N. R. Westlake, owner of the West- 
lake Hardware store. 

This neighborhood store has vir- 
tually grown up with the new com- 
munity and careful and methodical 
cultivation of the good will of paint 
department customers has done 
more than anything else to build 
business for the entire store. 

“Overland Park,” explains Mr. 
Westlake, “is an area dotted with 
two and three-bedroom homes of 
ex-G.I.’s who are buying their 
homes on monthly salaries ranging 
from $300 to $500. 
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‘If they need improvements on 
their homes they cannot afford to 
employ others to make them but 
must do a great variety of jobs 
themselves. 

“Our paint department is the No. 
1 spot for these young families be- 
cause they are constantly putting 
up fences, adding garden patios, in- 
stalling a basement shower, refin- 
ishing woodwork, or repainting 
rooms, all of which adds up to a 
strong demand for paint. 


Paint Volume Doubled 


“We have doubled our paint vol- 
ume in the past year by adopting a 
helpful attitude on their problems,” 
the dealer continued. “This we did 
by staging an occasional promotion 
designed to introduce our paint 
stock to newcomers; by matching 
the paint and accessory inventory 
to the needs of the community, and 
by putting merchandise out where 
the customers may serve them- 
selves.” 

Of extreme importance in build- 
ing paint volume in a suburban 
store, this dealer says, is the loca- 
tion of the paint display in relation 
to store traffic. This store’s $2,000 
paint stock is displayed on a 20 ft 
stretch of shelving near the en- 
trance. 

White enamel, the top volume 


number in the store’s paint depart- 
ment, is displayed in large quan- 
tities on an island display, close to 
the paint shelves. This easy-to- 
reach, self-service island fixture 
speeds service on paint and allied 
merchandise. 

From 10 to 20 shoppers come to 
our store daily for the express pur- 
pose of buying sandpaper, Mr. 
Westlake reports. Each is a poten- 
tial buyer of other painting items. 

The sandpaper display unit is 24 
in. wide and 30 in. high and has 18 
























Time out for a coke 
end a paint sales 
talk by N. R. West- 


lake, store owner. 


gry, 


a 





shelves. Each compartment has the 
price, size and grade of sandpaper 
marked on the side. 

Illustrative of the way a small 
town relationship is injected into 
the business, the owner recently in- 
stalled a Coca Cola dispensing ma- 
chine in the paint area. This unit 
has proved an attraction for work- 
ers who like to drop in and refresh 
themselves on the way home, and 
for young housewives, accompanied 
by small children, who find it more 
convenient to drop into the store 


Paints and sundries have a top traffic spot on 20 ft wallcase near entrance. 


HARDWARE AGE, DECEMBER 11, 1952 


39 














An impulse sale is made when young housewife 
shops center-of-store display. 


for a coke than to go to a drugstore. 

When a customer is sipping a 
coke, and Mr. Westlake isn’t busy, 
he makes it a practice to arm him- 
self with a color chart and a can of 
paint. Then he starts to tell how 
easy it is to redecorate a kitchen, 
bedroom or recreation room. 

“T never high-pressure them,” he 


says, “but just engage them in a 
little friendly chat, show them the 
chart, tell them about the paint, 
and, if possible, get a line on any 
redecorating plans they may have. 

“I seldom make an immediate 
sale with this approach, but I take 
their names and addresses and if I 
find they plan some redecorating I 


then follow up, by telephone, about 
the time they said they might be 
doing the work, and attempt to get 
a paint order.” 

This dealer relies on weekly ad- 
vertising in the community paper 
to call attention to the paint de- 
partment. Paint buyers, he has dis- 
covered, are especially brand-con- 
scious, so the line he stocks is fea- 
tured prominently in the 7 col., 1 
in. insertions which stretch across 
the top of a page. 

The big gun in the store’s pro- 
motional program, however, is a 
thrice-annual penny paint promo- 
tion which is intended to introduce 
the paint department to newcomers 
to the area. Featured in a series of 
newspaper ads, customers must 
bring in a coupon to obtain a pint 
of paint for $1 and get another pint 
for a penny. 

“Like every growing suburban 
area,” Mr. Westlake says, “this sec- 
tion has a steady influx of new 
homeowners. Getting these people 
familiar with our store is a primary 
objective. 

“We have found the penny paint 
sale an effective opening wedge 
with the new people. From 100 to 
250 persons visit the store to take 
advantage of this offer every time 
we make it,” Mr. Westlake said. 


Home Show Helps Publicize Hardware Store 


To mark 25 years of operation 
under its present name Powell 
Hardware of Plymouth, Ind., inter- 
rupted its extensive remodeling pro- 
gram long enough to participate in 
that community’s recent Home 
Show. In cooperation with an ap- 
pliance manufacturer and a paint 
company, whose lines the firm han- 
dles, it was co-sponsor of booths 
for each line at the show. 

Held under sponsorship of the 
Plymouth Pilot-News the show at- 
tracted more than 4,000 visitors. 

One of the features of the show 
was presentation of Junior, the 
walking, talking, dancing and sing- 
ing refrigerator, for three of the 
four nights of the show. The ani- 
mated refrigerator was shown by 
General Electric Co. in cooperation 
with Powell’s. 

Much traffic was attracted to the 
store as an aftermath of its ex- 
hibits. Many store visitors said they 
had been prompted to go to the 
store as a result. 

A continuous program of im- 
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provement at the Powell store in- 
cludes its present interior mod- 
ernization project now nearing 





completion. An appliance center was 
installed in the store’s basement in 
1947 to provide a better display. 


VIC STOCKMAN’s 


Vi , 
neh 
5 


Part of a crowd watching one of the performances of the animated 
refrigerator at the Plymouth, Ind., Home Show. The Powell Hardware 
was a co-sponsor of this demonstration. 
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Why Buy Futures? 


Hardware dealers should place orders 
for futures so that suppliers can help 


them meet consumer demands. 


These 


orders help retailers serve the consumer 
instead of driving trade to other outlets 





by Howard W. Murray 


Day's Hardware, 
Elyria, Ohio 


Successful hardware merchandis- 
ing in America didn’t just happen. 
It was brought about by the com- 
bined efforts of hardware retailers, 
wholesalers and manufacturers tak- 
ing care of the day-by-day needs of 
the public. 

This success came because each 
of these businesses was always pre- 
pared for future demands. 

As our nation grew the hard- 
ware business expanded because 
the people in this field satisfactorily 
took care of hardware consumer 
demands. The successful hardware- 
man had what the public wanted, 
when it was wanted. This was so 
because he ordered his needs with 
an eye to future demands. 

Let us recognize that the day 
when a customer had to go to a 
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hardware store for hardware and 
related lines is gone. The market 
served by the hardware industry 
will continue to grow, and be 
served, but only by those who have 
what the customer wants when he 
wants it. 

Our market is as fleeting as any 
other with its foundation being the 
satisfied retail customer, who can 
get what he wants when he wants 
a. 

Recognizing that the problem of 
future orders is but one of many 
facing retail store management, let 
us examine the case for futures. 

For many years hardware deal- 
ers placed advance orders for ma- 
jor seasonable lines for delivery 
ahead of selling season. The extent 
to which these orders were placed 





was subject to their own whims or 
the persuasiveness of their sup- 
pliers. 

During World War II seasons 
were forgotten, and anything sala- 
ble was bought whenever it was 
offered. The disruption to normal 
business practices and normal 
sources of supply became serious 
matters. 

Searce goods were available to 
the consumer in places in which 
such items had never before been 
offered. These goods were also 
available through normal hardware 
channels, but the inflated demand 
caused empty shelves much of the 
time. 

Under these circumstances the 
future order fell into disrepute. 
Uncertain deliveries and unknown 
prices often made such orders ap- 
pear to be a poor risk. 


Conditions Different Today 


Conditions of today are different 
and all hardware dealers are justi- 
fied in considering the advantages 
of buying ahead of season. 

Remembering that the retail cus- 
tomer is the person whom we all 
serve, the hardware dealer must 
place futures if he is to be assured 
of having goods in stock when the 
selling season arrives. The oppor- 
tunity to make the sale of a given 
item to a specific customer usually 
comes but once. 

Of equal importance is the fact 
that the manufacturers cannot pos- 
sibly make enough goods available 
fast enough, when retail buying 
starts, to satisfy demands. Many 
other reasons could be presented, 
but they are basically ramifications 
of these two principles. 

The hardware dealer takes no 
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risk in placing a future. He nor- 
mally piaces his order for futures 
with the same source of supply 
ahead of the season, as that with 
whom the order would be placed 
when retail selling time arrives. 

A more careful selection can 
be made by the dealer. His pre- 
vious season’s experience can be 
reviewed more _ accurately, and 
weighed in the light of the com- 
ing season’s requirements, when 
the heat of retail demand for that 
line is not on. 

The possibility of loss of price 
advantage is so remote it cannot be 
considered. No reputable source of 
supply would consider asking a fu- 
ture buying customer to pay a 
penalty for subscribing to a pro- 
cedure so important to the entire 
industry. 


A Good Rule 


Orders for a full season’s re- 
quirements are almost never solic- 
ited. A good rule of thumb is 50 
pet of a normal year’s sale. There 
are exceptions, as perhaps some 
toys, where a satisfactory sale of 
a given item is estimated, and the 
sample withdrawn when the stock 
is all sold. 

But we are talking about plain 
year-in and year-out hardware 
staples such as steel goods, lawn 
mowers, grass seed, wire cloth, 
hunting supplies including ammu- 
nition, fans (in many parts of the 
country, the dealer who bought 
fans on futures this year was 
really a wise merchant), paint and 
brushes, garden hose and fishing 
tackle. 

Datings on futures in the hard- 
ware business are satisfactory. 
hardware dealers are not asked by 
suppliers offering futures to dis- 
count them at an_ unreasonable 
time. 

Placing a future on a major line 
furnishes the dealer with a good 
free employee throughout the sea- 
son. The supplier who writes a fu- 
ture has a real personal interest in 
the welfare of that line. He will 
help avoid holes in your stock, 
which mean lost sales, as well as 
guard against heavy carry-over. He 
knows that excess carry-over means 
reduced turnover, and that loading 
is one of the shortest routes to 
business death for a salesman. 

And the manufacturer can fur- 
nish a better product. Futures 
started with an estimated 50 pct of 
expected sale, routed back to the 


(Continued on page 69) 
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These ideas have proved profitable to retailers in various fields. 
With a little ingenuity they can be adapted and put to work 
for you too. 






VOLUME BUILDERS: It’s 
surprising the number of ser- 
vices which can be sold on an 
annual or monthly basis. For ex- 
ample, an Ala- 
bama laundry 
has organized 
“Wife Saver 
Clubs.” For a 
family of 4, the 
weekly wash is 
done for $6 a 
month; for larg- 
er families the fee is $7. (The 
laundry operator credits the club 
idea with ringing up a 15 per 
cent sales increase last year.) 

Even the beauty salons have 
gotten into the act. A Minne- 
sota beauty shop capitalizes on 
the same theme by offering 
“Coiffure Insurance” —the 
woman gets as many shampoos, 
sets and combings as she wishes 
for $15 a month or $40 a season. 
Dozens of year-around custom- 
ers were obtained through this 
offer. 

(What can you sell on a 
monthly or yearly basis to help 
your sales?) 


TRAFFIC BUILDER: 

Retailers (especially those in 
rural areas) can use this inter- 
est-arousing feature to attract 
more customers. 

In a conspicuous place in your 
store, fasten a large slate. 

On it can be written informa- 
tion concerning farm sales or 
auctions, equipment wanted, 
items wanted, items offered for 
sale, or similar information of 
interest to farm folks. 





ee) 
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People come into the store to 
take advantage of this service 
and often remain to buy. 


IT ISN'T ALWAYS THE EXPENSIVE STORE DISPLAY 
that creates the most comment. A Seattle merchant did the trick 
with only a few cents investment, by placing five miniature turtles 
in his window. On the back of each he painted a letter of his name. 
One turtle carried the letter “B” on its shell; another “R”; a third 
the letter “O”; etc. All of them spelled out the name: 


(6) 





The retailer then rigged up a “dish-pan” pool and in it placed five 
rocks upon which the turtles could sun themselves. A $25 prize was 
offered anyone finding the turtles resting in a position to spell the 
retailer’s name. (The stunt continued for two months before an 


award was made.) 
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Use Ledges for Mass Displays 


That displays above eye level are 
not effective is the contention of 
many modern day merchandisers. 
This theory is disputed at Lowes’ 
Hardware in Ogden, Utah, where 
they have ledge displays at all 
times. 

Lowes increased its display area 
25 pet by setting up a highly co- 
ordinated plan for using wall fix- 
ture ledges for seasonal and other 
feature displays. 

The store has a total of 14 ledge 
display sections along its sidewalls. 
Each is a semi-circular unit cre- 
ated by setting 4-ft posts atop the 
wall fixtures at 7-ft intervals with 
backgrounds of corrugated card- 
board. Each of these display sec- 


Effective use of ledges atop wall fixtures 
increases display facilities 25 pct 


tions is finished in a bright color 
ranging from dusty rose to colonial 
blue. This display idea was adopt- 
ed two years ago when high wall 
shelving was eliminated. 

Under the Lowe plan no ledge 
display is kept intact for more than 
one month. Excepting for season- 
al promotions each department is 
allowed at least one ledge display. 
Items are selected by department 
heads, the displays being installed 
by the company’s display man. 

How effective are the displays? 

“These displays attract more 
traffic each day and have been the 
means of increasing pre-season 
buying on many items,” says C. H. 
Rallison, manager of the _ store. 


and brings better volume 


“These feature trims have been the 
means of doubling sales of mer- 
chandise displayed in them.” 

An interesting phase of the use 
of these ledge displays is that they 
are finished with paints from the 
store’s own stocks and thus serve 
as a color chart. Many customers 
noting a shade they particularly 
like inquire about it for their own 
use. This means that many im- 
pulse sales are made by the paint 
department. 

Some of the ledge displays are 
limited to the colorful background 
and a mass display of items such 
as galvanized ware. Others also 
include manufacturers’ display ma- 
terial. 





Four of Lowes’ line-up of 14 ledge displays are shown in the background. 
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Have you ever wondered what you would 
do if your store was ruined by fire? How 


would you go about rebuilding? 
changes would you make? 


W hat 
Here is the 


story of such an experience, telling in de- 

tail the steps taken to build a modern hard- 

ware store. You'll find the author’s com- 

ments on the planning behind department 

locations, color schemes and fixturing, 
especially interesting 


On Sunday afternoon, May 20, 
1951, the building occupied by E. 
Cosgrove, Inc., on Bullard St., in 
Silver City, New Mexico, was 
severely damaged by fire. The fire, 
which had a long headstart, was 
fortunately confined to Cosgrove’s 
building, but the structure and con- 
tents suffered severe damage. 

The old building, 25 ft. wide and 
running 150 ft. through the block 
to Texas St., had been occupied by 
Cosgrove’s for 57 years. It was a 
two-story brick building, the top 
floor being used for storage and oc- 
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cupied in part by the firm’s office. 
The'main floor was used for sales 
area. A small basement was a stor- 
age area and the point where the 
fire first started. 

While the building was only 
partially damaged by the fire, the 
contents were almost a complete 
loss, due partially to fire and most- 
ly to water and smoke damage. 
This loss was fully covered by in- 
surance. 

The management had long con- 
sidered a remodeling program, as 
the old building was in poor condi- 


by M. H. Porterfield, Jr. 
E. Cosgrove, Inc., 

Silver City, 

New Mexico 


tion, dark and poorly arranged for 
merchandise display. However, the 
location was excellent and _ had 
heavy traffic due to the through- 
the-block arrangement which en- 
abled pedestrians to take a short- 
cut through the store between the 
main business district and a side 
street where the bank, postoffice 
and various utility offices are lo- 
cated. 

These advantages of the location, 
together with customer habits in 
seeking the store at this location 
for a period of nearly 60 years 
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overcame the objection of traffic 
congestion, narrow streets and lack 
of parking space. It was thus de- 
cided to retain the old location and 
rebuild or remodel there. 

After the fire damage was to 
some extent cleared away it ap- 
peared that remodeling would be 
impractical, and the decision to re- 
build was made. The main opera- 
tion was moved to the company’s 
warehouse about three blocks away, 
and a small store in the neighbor- 
hood was rented to accommodate 
the major appliance department. 

In order to obtain more room for 
the new building, an additional 25 
ft. building adjoining the Bullard 
St. entrance to the north was pur- 
chased, and the two buildings were 
razed to a depth of 90 ft. from 
Bullard St. The rear 60-ft. depth 
fronting on Texas St. was not too 
severely damaged, and was to be re- 
modeled to accommodate the firm’s 
industrial supply department at a 
later date. 

This 50x90 ft. area on Bullard 
was to be the retail unit. Time was 
of utmost importance, and razing 
began at once, while the planning 
of the new building was underway. 
Conferences among all persons con- 
cerned were started, and with the 
help of our designer-contractor 
the plans began to take shape. 


The New Building 


The first consideration was the 
type of building to be constructed. 
Of course, fireproof construction 
was uppermost in our minds, and 
a reinforced concrete structure with 
filler walls of brick salvaged from 
the old buildings was designed. 
The second floor of the old building 
had never proved to be satisfactory 
for sales area or office space, so it 
was decided to build a one-story 
building with a full basement 
large enough to provide ample 
storage area. 

The floor area of this one-story 
building was not enough to give 
the room we desired, so a mezza- 
nine balcony was planned to pro- 
vide more floor area. This balcony 
was to be supported from the roof 
trusses above, so’ that the main 
floor area beneath would be unim- 
peded by posts or other supports, 
and clear from wall to wall. 

This mezzanine was to be low 
enough to allow full view of the 
merchandise displayed there from 
the floor below, while high enough 
to keep a feeling of height be- 
neath it. 

Thus a U-shaped mezzanine was 

















































. above—the new store front. 


... below—view looking to the rear of the store— 
note the mezzanine and fluorescent lighting. 


. . . bottom—show window effect of the all glass front at night. 
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. . « the major appliance department on the mezzanine 
at the rear of the store. 


included, extending along each side 
wall with a width of 10 ft., and 
across the rear of the store to a 
depth of 24 ft. The mezzanine floor 
is 10 ft. above the main floor area, 
while the ceiling is 18 ft. high, 
providing 8 ft. headroom on the 
balcony. An elevator was pro- 
vided to the balcony as well as to 
the storage basement, so that the 
rear mezzanine could be used as 
the major appliance department. 
The old second-stery offices had 
been inaccessible and inconvenient, 
so the new office was to be on the 
main floor under the balcony and 
across the rear wall. The offices 
are separated from the sales area 
by a birch storage wall partition, 





with obscure glass panels for light. 
The old building had been dark 


and narrow, with little appeal for 


women shoppers. It was unani- 
mously decided by all that we 
should go as far as possible in the 
other direction, and an open type 
front to provide maximum light 
and attractive feeling was planned. 

The front window was to display 
the entire store as a show window, 
and was planned to go from wall to 
wall and from floor to ceiling. This 
made a minimum of other decora- 
tive material on the front, and the 
designer-contractor planned a col- 
umn of Arizona flagstone on each 
side of the windows, extending 
through the glass and into the 





. » « looking toward the front of the store on opening day. 


store for 10 ft. on each side. 

The columns act as air return 
ducts for the air conditioning sys- 
tem, and, with flower planters at 
the base on each side, give a feeling 
of informality and warmth to the 
front. The overhead beam, span- 
ning the 50 ft. over the windows, 
was poured of monolithic concrete 
in a corrugated-metal form, and the 
corrugated surface was finished 
only with a coat of exterior paint. 

Desiring a high level of artificial 
light, for night use and on dark 
days, a lighting engineer for the 
local power utility was called in. 
He designed an excellent lighting 
system of flush Slimline fluorescent 
lights which provide a level of 
light considered adequate for mer- 
chandise display. 

These lights are so arranged 
that they can be gradually switched 
on during the day, maintaining a 
high light level as the interior is 
gradually deprived of natural light 
through the front. 


Arrangement and Fixtures 


Store arrangement and fixtures 
were naturally the most important 
problem, and one that was consid- 
ered from the first. As to arrange- 
ment, all agreed that the old place- 
ment of departments had _ been 
satisfactory and convenient, so this 
was carried out as closely as pos- 
sible, considering that the store 
was now twice as wide and much 
shallower than before. 

General arrangement is_ that 
which seems to be universally used 
by hardware stores. To the right 
of the entrance and along the wall 
are the sporting goods, tool and 
builders’ hardware departments in 
that order. The wall to the left of 
the entrance has first the giftware 
department, followed by house- 
wares and paints. A new depart- 
ment inaugurated with the open- 
ing of the new store is artists’ ma- 
terials, located near the paint and 
proving, thus far, to be a popular 
and traffic-building addition. 

The rear mezzanine holds the 
major appliance department, and 
the side balconies display wheel 
goods, power tools, laundry sup- 
plies and a variety of other items 
which are too bulky for display on 
the main floor. 

Floor islands downstairs carry 
items related to the department 
placing along the walls, while a 
row of islands in the center of the 
store display seasonal and impulse 


(Continued on page 67) 
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CREDIT— 





the neglected phase of store management 


Credit is a powerful double-edged selling tool. 
Used properly it can add greatly to your 
profits. Used incorrectly, it can pyramid your 


losses. Here is a practical, easy-to-understand 


explanation of what credit is, how to use it, 


how to avoid losses, etc. 


Of all the various phases of hard- 
ware retailing, credit and collection 
problems are perhaps given -the 
least attention and are the least 
understood by most store operators. 

Buying, selling, display and store 
layout are all considered to be of 
prime importance to the average 
hardware dealer, but the extension 
of credit and the collection of re- 
ceivables is either left to take care 
of itself, or is given only occasional 
attention. 

When bills start to pile up and 
money gets scarce, the merchant 
turns to his ledgers and makes fran- 
tic efforts to get in money which he 
should have had months ago. 

Then it is that he is very likely 
to realize he should have been a 
little more careful about letting his 
merchandise out on credit. 

But it is often too late. His neg- 
lect has put him in a tough spot. 

He must then do more work and 
make more effort by far than would 
have been necessary if this very 
important part of his business had 
been given its proper place in his 
store management. 

Perhaps the reason for this lies 
in the fact that he has never taken 
the trouble to analyze what credit 
is and how it operates. Perhaps he 
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doesn’t realize its importance in the 
operation of a business and in the 
economic system as a whole. 

With all the many duties a hard- 
ware dealer must perform, it can- 
not be expected that he will be a 
specialist in credit. But he should 
have some fundamental knowledge 
of it if he expects to be successful. 

The subject of credit is a broad 
and inclusive one and each business 
has its peculiar and individual prob- 
lems. One credit grantor cannot 
wholly adopt the methods and pro- 
cedures of another. 


Buyer Gives His Credit 


We have seen signs posted in 
stores—‘Please do not ask for 
credit” or ‘‘We do not give credit.” 
This is just backwards, for it is the 
buyer who gives his credit in ex- 
change for goods purchased. 

No one can give someone else 
credit. It is either possessed or it 
is not. It must be created—it must 
exist—before it can be used as a 
means of purchase. You cannot give 
credit any more than you can give 
honesty or character. 

After credit has been created, it 
can be lost or destroyed. It must be 
maintained by proper use. Credit is 





by W. B. White 
Credit Manager, 

Smith Bros. Hardware Co., 
Columbus, Ohio 


not wealth. No more capital exists 
after credit is used than before. 
Credit cannot and does not create 
something out of nothing. 

Credit is built upon mutual con- 
fidence and trust. Where this does 
not exist, business cannot be done. 
Proof of this is seen in the back- 
ward, undeveloped countries of the 
world with a low standard of living. 
where little or no use of credit is 
made. Credit has made possible the 
enormous development of America. 

Credit flows through all channels 
of business. Bank credit provides 
funds for the production of raw 
materials and to finance the manu- 
facture of goods. Wholesale credit 
makes possible the exchange of 
goods from the manufacturer to the 
retailer. Retail credit provides a 
means of supplying goods to the 
consumer. Thus a chain of credit is 
created in which each link must be 
made and kept strong. 

The retailer is the most impor- 
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Sales Training Idea—Your sales people, too, should understand 

how credit works if they are to do a good job in handling credit 

matters. Use this article as the basis for a discussion of credit 
at your next store sales meeting. 











tant link, for unless he grants credit 
wisely and collects promptly, he can- 
not pay the wholesaler. The whole- 
saler cannot pay the manufacturer 
and he in turn cannot pay the pro- 
ducer of raw materials. 

As a hardware dealer, you must 
formulate a specific credit policy. 
Once you have decided to sell on 
credit, you must determine how you 
are going to do it. 

There are several factors in- 
volved. One is the class of trade or 
the type of customer. Are they prin- 
cipally of the working class—are 
they farmers—transients—salaried 
and professional families? 


Competitive Conditions 


Another factor is competitive 
conditions. Again, the location of 
the store will have a bearing upon 
the extension of credit. The capital 
employed in a business is important 
in determining credit policy. More 
capital is required when credit is 
extended, for a portion of it will be 
invested in accounts receivable. To 
permit too great a proportion of 
capital to be thus employed may act 
as a handicap in the successful 
operation of a business. 

Local business and economic con- 
ditions have a direct bearing upon 
your credit policy. 

The next step is to set the terms 
of sale. This is determined largely 
by the class of trade you are sell- 
ing. However, it is dangerous to 
offer terms which extend over a 
longer period of time than that al- 
lowed by your sources of supply for 
payment of their bills. 

Once terms are determined, they 
should be adhered to. If installment 
terms are used, they should be so 
adjusted that capital will be tied up 
for as short a time as possible. 

Many hardware dealers make the 
mistake of granting credit haphaz- 
ardly, without any real basis for 
it. How, then, should it be done? 

What you want to know, first of 
all, is whether the credit applicant 
is honest. What is his reputation 
for keeping his contracts? What 
are his personal habits? Is he re- 
liable? 

Then you want to know if he is 
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competent. Does he have a steady 
job or source of income? Does he 
have a business or profession? Is 
his record such as to make him a 
desirable credit risk? 

Last of all—is he responsible? 
Has he accumulated anything? Has 
he made any headway in his job or 
business or profession? Is he in- 
clined to be careless or extrava- 
gant? 

The possession of qualifications 
such as honesty, ability and respon- 
sibility determine whether the cus- 
tomer will keep his contracts and 
pay his obligations within the speci- 
fied time. 

All business represents a certain 
amount and element of risk and we 
must expect to take those risks. But 
we should not take unnecessary or 
unwarranted risks. We should take 
them with our eyes open. When they 
are taken with good judgment, a 
profit will result. 

How can you know whether a 
risk is safe or not? First is the 
matter of honesty. We assume good 


faith as a part of every business 
transaction. Sometimes it is not, 
But downright dishonesty is very 
rare in the business world. If it 
were not, we could not transact 
the volume of business done in 
this country with so small a loss. 

However, no amount of honesty 
or desire to discharge obligations 
will pay bills, if it is not combined 
with ability and capital. 

An individual who is careless, 
extravagant or untrustworthy is 
not a good credit risk. One who 
lives beyond his means, who obii- 
gates himself beyond his ability to 
pay, is not worthy of credit. 


Responsibility Important 


The responsibility of the credit 
applicant is important. Surely there 
should be some basis to support 
credit and to give reasonable assur- 
ance that it will be redeemed by 
payment. Some thought and atten- 
tion should be given this matter 
by the hardware dealer who expects 
to grant credit to his customers. 

The point at which many are re- 
miss is in the investigation of the 
credit applicant. Most credit losses 
are the result of inadequate or im- 
proper investigation. Failure to get 
facts is likely to prove expensive. 


The time and money spent in 


(Continued on page 70) 





Kitchen Tools Board Increases Turnover 





Karl's Hardware, Madison, Wis., r 


of kitchen tools as a result of this 





C0 ARES BE 


eports a decided increase in the sale 
isplay arrangement. The board has 


a light canary background and is spotlighted. Scissors and knives are 
mounted on the doors of small storage cabinets. 
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Specialized Selling 
Moves More Appliances 


The opening of a separate ap- 
pliance department in an adjoin- 
ing store room to the Calumet 
Hardware Co., Calumet, Mich., 
has had a number of benefits, ac- 
cording to John N. Bach, co-owner 
and manager. 

In the first place the store is 
able to show a much larger selec- 
tion of merchandise; it has addi- 
tional window display’ space; 
more point-of-sale material can be 
used, and selling can be done with 
greater concentration. 


Increased Efficiency 


One step which Mr. Bach took 
when he expanded his appliance 
business was to make his brother, 
Clarence T. Bach, manager of the 
department, in order that his own 
time could be devoted to hard- 
ware sales and service. 

This arrangement has worked 
out well, for Clarence Bach now 
makes outside calls, both days and 
evenings, whenever prospects can 
be contacted. 

Follow-ups on prospect calls are 
now more thorough and when 
prospects can be brought to the 
showroom, the sales impression is 
greater because of better displays. 

The appliance section now has 
an automatic washer, drier and 
water heater hooked up for cus- 
tomers to inspect and watch in 
operation. Two ranges are also 
connected and are used for cook- 
ing schools which the department 
stages in the spring and fall. 

The sale of trade-in appliances 
is not a problem at this time. 

(Continued on page 75) 
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Faster turnover and more personalized service results 


from opening separate appliance show-room 


A washer and drier, a hot water heater and range are hooked 
up for use in demonstrations and for cooking school use. 


Washing machines are lined up so that customers 
can make careful comparisons. 
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Features Industrial Supplies, 
But Also Attracts Homeowners 


Visual front showroom of Hardware & Supply Co. in 
Chester, Pa., pulls all types of trade. Parking lot for 
about 150 cars in rear of store attracts numerous 
industrial buyers and shoppers seeking hardware 
for home maintenance and repair work 







Portion of 45 by 80-ft showroom, modernization of which was finished in 1951. Wide asiles permitr 

easy traffic circulation. Four banks of continuous fluorescent lamps and semi-concealed units 

along wall fixtures give bright light for entire store. Firm is headed by M. W. Gardner, with T. R. 
Palmer as store manager. 
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Modern aluminum and 
glass front of five-year 
old quarters of company. 
Driveway on right is one 
of two entrances to park- 
ing lot. Other entry is 
from another business 
street. 





Power tools get front-of- 
the-store location. In fore- 
ground are lines of in- 
terest to home owners. 
Behind the wall units on 
this side the firm has steel 
shelving for storing ex- 


pensive and perishable 
goods. Extensive storage 
facilities are also located 
in the rear of the display 
room, behind partitions. 





Wrap table opposite 
which is a display unit 
with high bin glass to dis- 
courage youngsters from 
handling merchandise. 
Fixtures are of limed oak 
and plywood. Walls are 
beige colored. 


(Please turn page) 
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Features Industrial Supplies 
But Also Attracts Homeowners 


(Continued) 















Section of hand tool dis- 
plays. As originally con- 
structed the wall displays 
were mostly of open face 
type. Most of them have 
a since been covered with 
glass panels. Although 
ledges atop wall units are 
used for display only bulky 
objects are shown—always 
in neat arrangement. 













A variety of wares are shown in this sec- 
tion. Paint shelves to extreme right open 
onto concealed stockroom. As paint dis- 
plays are to be replenished additional 
cans are placed in the rear of the shelves > 
and pushed forward. Note builders’ hard- 
ware sample units and chain manufactur- 
ers’ display units to extreme right. 
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Another view of tool sec- 
tion. Manufacturers’ display 
4 panels are used on front of 
table to extreme left. 
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52 HARDWARE AGE, NOVEMBER 27,1952 | HARDWA! 





6 good reasons why your 
best brush seller has 


du fo" NYLON bristles 


ee 












Only paint brushes with 100% Du Pont 
nylon bristles offer this combination of fea- 
tures that help make your selling job easier. 
Nylons are made in all types and sizes by 
leading brush manufacturers. So brush up 
sales in your store—start telling your cus- 
tomers about these features today. 


LONG, FINE TIPS. Each properly sanded fila. 
ment of Du Pont nylon has a long, thin, slightly 
curled tip that means excellent paint pick-up and 
flow. 


SMOOTH PAINTING. Nylon bristles won't cut 
through paint film. They flow the paint uniformly 
lay down a smooth, even coat. 


Point out the name IDEAL FOR NEARLY ALL FINISHES. Du Pont 
= nylon can be used for all types of finishes except 





shellac and those creosotes containing tar acids. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 


a 


BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristles won't break off to mar work. 


DU PONT NYLON BRISTLES 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 


"6. us par orf 


080% Aanmiversary 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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10 important answers to 
questions on... .. 


How to Increase Paint Sales 


Good paint volume means good 
profits, for selling paint is a profit- 
able activity for any hardware 
store. 

Are your paint sales as high as 
they should be? Do you want to 
increase your present volume? 

Our experience has shown that 
increased paint velume can be de- 
veloped by progressive dealers by 
following certain basic merchandis- 
ing steps that have proved success- 
ful in other cases. 

In this article we will list the 10 
questions most frequently asked by 
dealers interested in improving 
their paint volume, and we will give 
the answers, based on the experi- 
ence of other dealers who have been 
successful in building better paint 
volume. 


How to Build Sales 


Question: Business has been good 
over the last several months for 
most paint dealers. What can the 
dealer do to further increase sales 
volume? 

Answer: Intelligent merchandis- 
ing and skillful promotion can keep 
sales rising. “Intelligent merchan- 
dising,” as applied to the paint 
store, means increasing traffic. The 
law of percentages applies; the 
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Are your paint sales as high as they should be? 
Do you want to increase your present volume? 
Then study the helpful suggestions 


in this article 


by Robert O. Clark 


President, 


Colorizer Associates, Inc. 


more people visit a store, the larger 
the sales volume. Each satisfied 
customer attracts others. 

Question: How can traffic be in- 
creased? 

Answer: By such methods as (1) 
advertising; (2) window displays; 
(3) interior store displays; (4) 
selling service instead of paint; (5) 
use of color albums and paint chips; 


* (6) customer advice on home deco- 


ration problems; (7) a good mail- 
ing list. . 

Question: What kind of advertis- 
ing should the paint dealer do? 

Answer: Local newspapers, to ac- 
quaint public with store’s location, 
products and services. Prepared 
copy supplied in mat form by the 
paint manufacturer, for use by 
dealer in local paper to tie-in his 
store with the manufacturer’s na- 
tional advertising campaign. This 
serves to bring the reader who sees 
the ad in a national magazine to 
the dealer’s store to buy the prod- 
uct that attracted her attention. A 
dealer should also use local ads for 
special announcements from time to 
time, such as clinics on home deco- 
ration, etc. 

Question: What type of window 
displays are most effective? 

Answer: The more colorful, the 
better. Good windows are essential 


to building traffic. Make them so 
attractive the passing shopper will 
stop, look and think “That’s exactly 
what my home needs—an attractive, 
fresh look.” In dressing windows 
the clever dealer will make full use 
of all available displays, banners, 
window streamers and reprints of 
the manufacturer’s ads. 


Interior Displays 


Question: How important are in- 
terior displays in a paint store? 

Answer: The entire store must 
reflect good taste if customers are 
to be impressed by the staff’s knowl- 
edge of color harmony and if their 
recommendations are to be ac- 
cepted. All displays should be 
geared to promote the product, to 
emphasize color and show how easy 
it is to apply. Counter cards, ban- 
ners, posters, blow-ups of national 
ads, are all valuable for in-store 
display. People shun a shabby store. 


Question: What is meant by “‘sell- 
ing service” ? 

Answer: Showing the customer 
how he will benefit from his pur- 
chase; what it will do for the home, 
how it will improve the appearance 
of his home or other building where 
it is to be used. Sell him the use of 
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af DI-BOu 


THREADED STEEL RODS 


ANNOUNCES— 








New Assortment 


24” and 36” Lengths 
Seven Sizes, %“’ to %“’ 














New Display Stand 


Permanent . . . Colorful . . . Lacquered 
Wood Stand available without 
extra cost with Standard Assortment 











Here are two developments that will bring you new REDI- 
BOLT profits ... REDI-BOLT in 24” a8 well as 36” lengths... 
and a colorful new sales booster display stand that will stand 
up year after year! 


REDI-BOLT is a fully threaded, precision-cut, steel rod. 
It’s c-o-l-d d-r-a-w-n—20% stronger than ordinary bolts. 
It’s rust-resistant. And it’s the last word in usefulness. Can 
be used full length or cut to any length desired. Easy to heat 
and bend to any shape! It’s the simple solution to your 
ee . — 

special bolt” inventory problem. 





@ FAST TURNOVER ASK YOUR JOBBER OR 
PERNA TST WRITE ton 


REDI-BOLT, Inc., Dept. HA FOR 
5248 Hohman Ave. CATALOG 


Hammond, Ind. 
Please send me more information 


on REDI-BOLT. 
NAME us 
FIRM___ SRA ee 
ADDRESS sei ieee Ee 
. STATE__ cadena 





@ MINIMUM INVENTORY 
@ WIDELY ADVERTISED 
@ “REPEAT” SALES 
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THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


SPRING AND CHAIN 
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SPRING 
CUSHIONS 






“aq 


CHAIN 
STOPS CRASH 





BY, 


You can build customer good will, 
and profits, by showing and recom- 
mending Shelby Crash Stops for all 
storm and screen doors. 

Crash Stops protect doors from wind 
damage — save door, glass, and 
hinges. The extra strong chain limits 
door opening — tough compression 
spring absorbs the shock. 


Striking, colorful 6” x 9” counter 


display box helps you sell. Order. 


from your jobber. 





DOOR STOPS 





the product, not the paint itself. By 
selling service the dealer is selling 
paint. Service can begin even before 
a customer enters the store. A 
dealer in a congested area, where 
parking is a problem, can provide 
free parking for customers in a 
nearby lot and not only win good 
will but also attract customers who 
might otherwise shop elsewhere. 


Another way to sell service is to 
make the store a center for infor- 
mation on home decoration. Invite 
customers to come in and discuss 
their problems, whether they plan 
to paint a new home or only a table 
and chairs. Make available to them 
the home magazines that show 
photographs of interiors and tell 
how to make the home more beauti- 
ful. Display your color albums 
illustrating the wide variety of 
colors in all types of paint, a wider 
range than was ever before avail- 
able. Display racks of take-home 
paint chips which aid customers in 
matching colors of home furnish- 
ings to a precise shade of paint. 
Service of this type wins good will 
and helps the dealer build up 
volume. 

Question: How can a good mail- 
ing list be built up? 

Answer: Carefully kept sales rec- 
ords are the beginning. A customer 
satisfactorily served will recom- 
mend you to others. Tactfully ask 
for names and addresses of friends 
for your mailing list. Try to get 
names and addresses of all who call 
at the store. Secure names of new- 
comers to the neighborhood. Real 
estate dealers can help you with this 
and your local newspaper is an ex- 
cellent source. Mail a greeting to 
newcomers; inyite them to call. 
This simple gesture often produces 
immediate results. If your commu- 
nity has a “Welcome Wagon,” 
join it. 

Question: The public is very 
color-conscious and _ coior-minded 
today. How can the dealer take ad- 
vantage of this trend to build his 
sales volume? 

Answer: Since color is his busi- 
ness, a dealer is ideally situated to 
cater to this consumer demand for 
color. With an album containing 
many hundreds of different colors, 
a dealer can make it easy for the 
homeowner to select the exact paint 
color needed to harmonize with fur- 
niture, fabrics, floor coverings and 
accessories. In his advertising, he 
should stress the exceptional color 
range he is prepared to offer. 

Question: How can a dealer profit 


from the strong paint-it-yourself 
trend? 

Answer: The do-it-yourself trend 
has tremendously widened the mar- 
ket for the hustling paint dealer. 
He once had to depend largely on a 
limited number of professional 
painters to buy his product. If they 
shifted to a competitor, he felt his 
loss severely. Today, 65 pct of all 
paint is sold for self-application 
by the customer. That means the 
alert dealer has hundreds of new 
prospects, as against the scores he 
had before the paint-it-yourself 
trend developed. And each satisfied 
customer brings him new ones. 

A dealer can also increase his 
sales of brushes, rollers, ladders and 
other painting equipment, since a 
homeowner does not as a rule have 
a supply of such equipment, as does 
a painting contractor. Mention in 
your advertising how long-handled 
paint rollers enable one to paint a 
ceiling or high wall as easily as a 
floor and to do an entire room in 
an evening. It will bring you addi- 
tional volume. 


What of the Future? 


Question: With the increase in 
living costs and the increase in 
taxes, isn’t a dealer faced with sales 
decline, rather than a gain? 


Answer: No. The outlook is very 
bright. Data for July, the latest 
available, shows that expendable 
income was $173,500,000,000. This 
is a substantial $614 billion more 
than was available in July, 1951. 
No matter where a dealer is located, 
a share of this huge income will be 
expended in his territory. 

All factors favor the progressive 
dealer who carefully plans his pro- 
motional campaign. Among them 
are (1) more building; (2) an in- 
crease in expendable income; (3) 
people daily grow more color-con- 
scious; (4) the urge to decorate and 
improve homes; (5) spread of the 
paint-it-yourself trend; (6) im- 
proved painting equipment; (7) 
remodeling of older homes; (8) bet- 
ter merchandising aids supplied by 
the manufacturer. 

How many of those extra dollars 
classified as expendable income will 
be spent for paint with any dealer 
depends largely on how seriously 
that dealer wants to increase his 
sales volume. The business is there 
to be had. To get it, the dealer 
simply needs “punch” in his mer- 
chandising and “service” as his 
slogan. 
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RELY ON THE 
DEPENDABLE SUPPLIER 





Sounds trite to say—"’Rely on the dependable 
? supplier” ... but not these days. 
tie up Slipshod deliveries, shortages, hot air promises 
with the make a dependable supplier of metal mouldings or 
other products of dollar-and-cents importance to you. 








dependable Now is the time, as many of our new customers tell 
m us, to tie up with a dependable name. Ask any of 
ane our customers, new or old, about 
metal Youngstown’s reputation. You will find we have 
been dependable suppliers of metal mouldings for some 
mouldings 25 years. 


For a steady and stable source for metal mouldings, 
ask for name of our nearest distributor. 


UPERIO 
YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. Prospect St. - Youngstown 6, Ohio 
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Dick Kelly checks a 
water pump before 
making delivery. 





Round-the-Clock Service 
Builds Major Item Trade 


Sales emphasis on 24-hour service facilities 
and giving explicit instructions on making 
minor adjustments help expand volume 


A program that features its day- 
and-night service facilities pays 
dividends to Kelly Hardware Co. in 
Marquette, Mich. The firm’s service 
policy is a dominant factor in its 
successful merchandising of water 
systems, washing machines and 
other major items. 

Harry Kelly, founder, died last 
year, but his sons, Tom and Dick, 
aided by Mrs. Kelly, spark the 49- 
year-old organization. The firm’s 
trading area covers 4n entire county 
and it serves such diversified types 
of customers as farmers, miners 
and Great Lakes sailors. 

Tom and Dick Kelly believe that 
the backbone of major item selling 
is a good service department. - 

Store records show that over the 
years the store has sold approxi- Tom Kelly explains a refrigerator feature to a prospective buyer. 
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A gliding ride for doors that slide! 


aking Down on the farm, in the factories, around the 
lume home or in fact wherever there is a sliding door 
installation—you can count on National Trolley 
Hangers to handle the job with smooth precision. 


ilities 


The strong steel wheels of the hangers (here 
iesiget (ve) Melile(-MelolaleMasMis(ailemiet-melallels 
speeded on their way by the large roller bear- 
ings which ease the carrying load. 


No. 50 Trolley Door Honger has a heavy drop 
Sige] Mtl olor tite Me (oMl gob ale (-Melele(-teMsic-lile Limam il 
No. 52 Trolley Door Hanger has a flexible joint 
to compensate for any extra pressure exerted 
against the door. 


MANUFACTURING COMPANY :- Sterling, Illinois 
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Thorough servicing helps this store win new appliance customers. 


mately 1,200 water pumps, 4,200 
washing machines, 3,900 vacuum 
cleaners and other appliances and 
major equipment. When these items 
need attention, Kelly Hardware Co. 
makes certain that its customers 
get satisfactory service. 

Here’s how water pump service 
is maintained with a minimum of 
call-backs: When the store sells a 
water pump, Tom or Dick Kelly 
take pains to instruct the buyer in 
the proper care and service of the 
equipment. By doing this, experi- 
ence has shown, the number of ser- 
vice calls will be cut down. 

“We have doctors, teachers and 





others who can take down an ailing 
pump and repair it as necessary,” 
says Dick Kelly. “We are always 
ready to make a service call if 
needed, but many people can and 
like to service their own pumps.” 
Under the Kelly water pump in- 
struction plan, a pump owner can 
telephone the store from a location 
in the country, describe the trouble 
he is having, and then the Kellys 
can frequently give repair and ser- 
vice instructions over the telephone. 
In many instances, Mr. Kelly points 
out, the well-instructed pump owner 
can handle the repair himself. 
“Through such a system of sell- 
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Displays like this one augment radio and 
newspaper appliance advertising. 


ing and instruction we have cut 
down our pump calls considerabiy 
and saved money for customers,” 
explains Mr. Kelly. “There are some 
repairs which we have to handle, 
and we are glad to do so, but in 
these busy times we appreciate it 
when customers can handle minor 
and average service.” 


Service Aids Sales 


On washing machine repairs, the 
Kellys find that the ability to give 
service helps considerably in sell- 
ing. Tom, who does much of the 
appliance selling, often takes a 
washing machine prospect out to 
the service shop where Dick may be 
repairing a machine. Tom will point 
out the good service the company 
can give on washers, and this fre- 
quently convinces a customer that 
this is the-store where she should 
buy. 

The store is also a Hoover 
vacuum cleaner A station. The 
store repairs about 400 machines 
each year. This service brings many 
appliance customers and prospects 
for other appliances into the store. 

Although there is strong compe- 
tition on appliances right now, Tom 
Kelly reports his firm is selling 
aggressively and finding buyers for 
used appliances which customers 
trade in for new ones. 


Prospects Informed 


Every appliance prospect is told 
about the Kelly appliance service 
which covers the entire county and 
on which the customer can rely 24 
hours a day for all kinds of emer- 
gency work. 


Appliances and other merchan- 
dise are advertised regularly in the 
city’s daily paper and on a local 
radio station. 

The Kellys displayed some mer- 
chandising ingenuity in connection 
with their Spring Sale last year. 
They wanted to hold a four-day 
sale, April 25 to 28, but the local 
weather bureau could not give them 
any assurance about fair weather. 
So Dick Kelly, who has been a 
licensed radio amateur since 1922, 
contacted via short wave radio, 
some radio amateurs he knew along 
the Pacific Coast and in Alaska. 
From their reports he decided that 
no severe storms were headed for 
Michigan on the selected days so 
they proceeded with their plans, 
advertised the sale extensively, and 
the store did $8,000 worth of busi- 
ness during the event. 
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Hardware Cloth is manufactured and sold 
under the brand name CALWICO in the West. o-, 


e 


Woe utility range makes itself to eye-catching display be- 
Cliriton Hardware Cloth a year cause it’s supplied in attractive 
’round, steady-selling item. Comes _ steel-banded rolls of 100 feet. 

in all standard widths and meshes; For additional information write 
unrolls flat for easy handling. Lends or phone our nearest sales office. 


ALIFORNIA WIRE CLOTH CORPORATION — Oakland, Califog 
L DIVISION — Atlanta * Bostop 


WICcCKWIRE 


HARDWARE PRODUCTS 


(FJ PRODUCTS OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 
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Customers Demanded Toys 


Toys build traffic and create 
profits for the Booking Hardware 
store at 3081 54th St. in San Diego, 
Calif. When Sherman and Leona 
Booking bought their small store 
in a shopping center four years ago 
—in the middle of the Christmas 
season—there were no toys in 
stock. 

After the 


holiday season so 


many customers asked for toys 
that the owners started to build a 
52-week a year stock. 

At present Booking Hardware’s 
average stock, throughout the year, 
is about $2,500 in toys and related 
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Volume in this 52-week display is exceeded only 
in the hardware, paint and garden tool 
departments. California store now has an average 
toy inventory of $2,500 throughout the year 


lines. Sales for that department 
are now exceeded only by general 
hardware, paint and garden tool 
sections of the store. 

A 20-ft section of the wall, in 
the rear of the store, is now given 
to toys at all times. Mrs. Book- 
ing, who manages the business, de- 
votes two 5x8 ft gondolas and four 
small islands to games, toys and 
related goods. 

Sixty per cent of the toy inven- 
tory is divided into nearly equal 
portions of wheel goods, dolls, 
stuffed toys, mechanical toys and 
scale models. The balance of the 


display is given over to education- 
al toys, craft toys, games and toy 
furniture. 

The store serves a trading area 
with 5,000 residents, including 
many young families. Although 
fully two-thirds of its toy depart- 
ment volume is for the Christmas 
season, Lay-Away orders for 
Christmas are recorded as early as 
April of each year. 

Toys are considered one of the 
most important traffic builders in 
the store. A mother buying gifts 
for children attending a birthday 
party, or celebrating their own an- 


Roof-top _ bill- 
boards, facing 
both approaches 
to Booking Hard- 
ware, help pro- 
mote 52-week 
sales of toys and 
related lines. 
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a 
ROTARY 


POWER | 
MOWERS .. 


introduce 
revolutionary advances 


Loaded with advantages and features far beyond anything found in 

today’s ordinary rotary mowers, these two new Eclipse models are here 

just in time to cut you a big share of the new high demand for power mowers 

forecast for 1953. Designed with the specialized skill that has made 

Eclipse the ‘‘buy-word” in mowers for over 50 years... these 

new models offer undreamed of safety, economy, 

trouble-free performance and maneuverability . . . just what 

your prospective buyers have been looking for. 








® ADD UP these“PLUSES”...and you'll know 
why there’s more profit in featuring Eclipse 


A complete line of hand and power mowers 
identified by the best known name, in the busi- 
ness...exclusive and outstanding features... prof- 
itable accessories... nationwide acceptance... 
consistent powerful national advertising ...an 
unmatched reputation for quality. ..a warranty 
with every model... outstanding dealer rela- 
tions... availability of parts and service... hard 
hitting sales and promotion support in your 
local market and a lot more we would like to 


convertible to power propul- 
sion through addition of 
power-driven caster wheel. 


ee ee es 


BOTH NEW ECLIPSE ROTARY 
MOWERS PROVIDE OUTSTANDING FEATURES 


4 Extra safety of specially designed 7 Power driven caster wheel turns 
steel housing. Cutting knife does full 180° (can be added later 


tell h vat 
ae not project. if desired.) 
for the full story of Eclipse Lawn No windrows...no raking... ,; 
» WRITE rY P mulches grass ...spreads cuttings 8 Seapets weight for 


wers and the Eclipse Franchise evenly... pubvesinns lenves. 


Convenient cutting height 
adjustment from 1 to 3 inches. 
Exclusively designed cutting knife 10 Finger-tip clutch control on 
of hardened special carbon steel, power-propelled model. 
full 20” cut. 

Eclipse own shock absorbing 
coupling blade to engine. 
Famous Eclipse Natural Grip 12 Uniform cut on lawns, weeds 
adjustable tubular steel handle. and heavy grass. 


Finger-tip throttle control and 
THE ECLIPSE LAWN MOWER CO. governor. . 
Division of Buffalo-Eclipse Corporation 


3811 Railroad Street Prophetstown, Illinois 


a W 


iW Briggs & Stratton 4 cycle, 2 hp. 
vertical shaft type engine. 


oe 
Lelie enti e a o 


1 Model names ave 
istered trademarks 
of The Eclipse Lawn 


ower Co. 


ee 






Speedway 32 ee | 





—+i7 
,/ \ r 
Vogue 16” and 18” = Parkhound 21” Rolloway 25” Rocket 20” Tornado 800-36” Lark 18” Model L 16” and 18” 
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; niversary, will frequently buy mer- The store’s toy displays are 
S$ chandise in other departments on backed with advertising including 
impulse. Often those impulse mention of this department on win- 





sales will far exceed the value of dowsigns. The firm also uses list- 
the juvenile goods purchased. ings in the classified phone book 

The Bookings say that “chasing under toys. Toy catalogs are dis- 
customers to downtown stores for tributed in the firm’s shopping 
toys” is a good way to lose consid- season immediately before Christ- 


erable business in other lines. mas. 








35-Ft. Sign Identifies Store 


These Easy-To-Use 
HAMMERS 


BRICKLAYERS’ 











Visible for some distance is the 10 by 35 35-44. sign on the side wall of 


Selin's Hardware in Negaunee, Mich., which advertises that it has 
ae ae been "famous for greater values for over 50 years." Painted in red, 
' pie black and white the sign of this branch of an Iron River, Mich., firm 
ae ’ lists some of its main departments. 
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What Do You Mean by ‘Quality ?" 


Let the Man Who USES Bolts 
Give You an Answer! 
“Here’s What I Need in a Bolt: 


“It should have a true shaped head with tough corners 
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that my wrench can grab and hold firmly.. 
full bodied shanks, clean threads that will fit with close 
tolerance yet take the nut readily. 


. Strong, 


“It ought to have the tensile strength to prevent snap- 
ping when the pressure is on and to stand up 
under tough conditions. 


; “TI want to be able to count on it for a good tight 
| fastening that will hold for years. ” 


And That is Just What You Sell 


WHEN YOU SELL SHEFFIELD! 





You can count on Sheffield Bolts and Nuts 
for uniform high quality in every carton and 
every shipment. Three words tell you why— 
“Statistical Quality Control.” 


Briefly, they mean this: As Sheffield’s special 
analysis steel is manufactured into bolt and nut 
products, inspection data is recorded at every 
step. This data is then analyzed by exact statis- 
tical methods that show up any variation from 


SHEFFIELD 


STEEL 
CORPORATION 
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Sheffield Steel Is Finished In 
Many Forms For Farms 
Through the years, thousands upon thou- 
sands of farmers have looked to Sheffield 
as the at-home, furnace-to-finished-steel- 
products source of supply for bolts, rivets, 
nails, staples, tacks, smooth wire, bale ties, 


the high quality level established for Sheffield 
Bolt and Nut products. 


And speaking of cartons, be sure to note 
how Sheffield’s new handy package,.saves you 
time and effort in identifying and selling bolts 
and nuts. See how contents are illustrated and 
clearly marked on the end of each package. To 
open, you just cut and lift the hinged lid—no 
covers to pry off and ease on again! You'll be 
surprised how much quicker and easier it is. 











_ AMERICA’S MOST SUCCESSFUL 





x Noiseless! 
Dx Shock Absorbing! 
XP Outlasts Steel ! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock . .. and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO's SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 











The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGG: 


Ch Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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Shouldering Our Own 


Are advertising allowances wise? 


Here is a toy manufacturer’s opinion 


Christmas comes but once a year, 
but, regrettably, so do credit memos 
for advertising allowances. Hav- 
ing piled stock in a wholesale ware- 
house, taken inventories after 
hours at retail, having analyzed the 
myriad foibles and fascinations in 
manufacturing, I am _ convinced 
that our contemporaries in toys, in 
all facets, must have been classified 
1-A. And, as a result of common 
tutelage, we have all graduated 
with G.I. honors in “buck passing.” 

For several years, the tempo of 
passing advertising allowances back 
to the manufacturer has gained 
such proportions that many a goose 
that has tried to lay an honest egg 
is going to pass out of the picture. 
With all due respect to those com- 
panies who carry their own weight 
in advertising, I wonder if we have 
lost our sense of values when it 
comes to promotion. 

Recently I have heard it prophe- 
sied that the weight of carrying 
the burden of advertising for 
wholesalers and retailers will ulti- 
mately backfire and bankrupt fac- 
tories, and there will go our ability 
to manufacture toys for you whole- 
salers and you retailers. 


Let's Be Realistic 


Now let’s be realistic about ad- 
vertising allowances, or better, the 
responsibility of advertising. Take 
a toy manufacturer: To begin with, 
it requires guts, gall, sheer mad- 
ness, without venture capital, to go 
into manufacturing today, particu- 
larly toys. Uncle Sam is a great 
help, too! There definitely is not 
the kind of profit that any manu- 
facturer can make today that will 
pérmit him to manufacture and 
promote his own product and also 
merchandise for his customers. 

A progressive manufacturer 
should not only make a good prod- 
uct, he should also advertise to 
create national identity; to create 
a demand for customers to want to 
buy his product, and to develop dis- 
tribution. This is the manufac- 
turer’s responsibility if he wants 
national distribution. 

Now, just as a manufacturer 
through his own advertising is at- 


tempting to create this consumer 
demand for his products, so should 
a wholesaler shoulder his responsi- 
bility and promote, through his 
own catalog or what-have-you, the 
items such as are in demand that 
he buys freely and in good faith 
from the manufacturer. 

The retailer, in turn, should do 
his own honest, bona fide share of 
aggressive selection and promotion 
to reach the ultimate consumer and 
move him into his store. 

I have heard of a case where a 
retailer didn’t authorize a news- 
paper ad because the manufacturer 
did not appropriate funds for him 
to do so, yet the item was one in 
great public demand, supporting a 
healthy mark-up as mark-ups go 
these days. 


The Matter of Cooperation 


Wholesalers have been known to 
question manufacturers on what 
kind of “cooperation” the manu- 
facturer will give them in the face 
of thousands and thousands of dol- 
lars spent by the manufacturer, 
not only to engineer and produce a 
hot item, plus thousands of dollars 
for his own advertising and more 
for mat service, catalog pages, ban- 
ners, displays, not to mention co- 
operation on the financial side. Even 
so, orders are placed as late as 
August and September, still they 
want an allowance for their own 
catalogs! 

Now it’s time to realize that we 
are all interdependent upon one an- 
other, that we all must stand upon 
our own feet and find faith to 
aggressively promote within the 
limitations of our financial ability. 

The grass is not greener on our 
side of the fence, not with high 
labor costs, high raw material 
costs, high warehousing costs, and 
with even our own advertising 
rates on the rise. We just can’t af- 
ford to go further. 

We know your problems, 00, 
and are sympathetic, but let’s work 
as a team instead of at cross pur- 
poses. The result will be better en- 
gineered and designed toys, better 
distribution, and the return to sane 
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wn Merchandising Experiences 


by Frederick W. Doepke 


Vice-President, 
William Doepke Mfg. Co., 
Rossmoyne, Ohio 
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and sensible values of merchandis- 
ing responsibility. 

Our company firmly believes that 
just as a toy manufacturer adver- 
tises nationally to create a national 
demand for parents to want to buy 
his products, so should the retailer 
let the customer know where he can 
buy these items locally. 

The manufacturer’s advertising 
then helps not one but all, and 
business begins to grow, first in 


the consumer’s mind, funneling to 
the retailer and the wholesaler, 
and finally, back to the manufac- 
turer, at no charge to anyone— 
and complete abolition to requests 
for ad allowances! 

Editor’s Note: The views ex- 
pressed in this article are not 
necessarily those of HARDWARE AGE. 
We are publishing this article as 
a constructive discussion of a sub- 
ject of widespread current interest. 





We Rebuilt After a Fire 
(Continued from page 46) 


merchandise. The wrapping coun- 
ter and cashier’s stand, only one of 
which was planned, is centrally lo- 
cated at the center rear of the 
main floor, just at the foot of the 
stairway leading to the mezzanine. 

An effort was made to make the 
giftware and housewares depart- 
ments as attractive as possible, as 
these had been the weakest depart- 
ments in the old building due to 
unattractive surroundings. Floor 
islands are devoted to attractive 
display, a special gadget island was 
planned and the display of pottery, 
glassware and similar items along 
the wall was set up on glass shelves 
against a deep green background. 
With ample light the effect is most 
inviting, and we have so far no- 
tied a great improvement in this 
department’s volume. 

Color was most important, we 
felt, and much time was devoted to 
the interior decoration. A rose 
color to harmonize with the flag- 
stone columns was chosen for the 
main ceiling and the ceilings un- 
der the balcony. A complementary 
deep yellow-green was chosen for 
the walls, and’ many comments 
from visitors and customers have 
convinced us that the color scheme 
has been a most important part of 
the final effect of the new structure. 

Last, and by all standards the 
most important factor, was the 
fxturing. Many manufacturers of 
fixtures were consulted, and we 
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were concerned to discover that in 
nearly every case we would make a 
very large investment and receive 
in return an arrangement which 
would be almost totally lacking in 
flexibility. It was easy to purchase 
a wall case, for example, to hold 
paint, or housewares, or tools or 
guns, but the services of a cabinet- 
maker and partial destruction of 
our investment would have been 
necessary to convert most fixtures 
to some other use. 

We finally located the answer to 
our problem in a fixture made by 
Reflector Hardware Corp. This fix- 
ture provides complete and speedy 
flexibility, offering the possibility 
of conversion from one type of dis- 
play to another in a few minutes’ 
time, with our own employees, and 
with no tools other than a hammer 
and screwdriver. 

Indeed, it would be possible to 
move whole departments around at 
small cost and with no damage to 
our investment. We have been most 
pleased with the appearance, con- 
venience and attractive display pos- 
sible, and this feature of our new 
store is one of which we are most 
proud. 

The fixtures consist of shelves of 
either glass or wood, prepared lo- 
cally and mounted, by means of 
brackets, to standards permanently 
mounted on the walls. Floor islands 
are of similar vertical standards, 
spaced to correspond in dimension 
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Coaster Brakes 


are back again! 

















The bright and shining 
appearance of today’s 
f Bendix* Coaster Brakes 
win instant customer 
“attention and approval. 
> With Bendix you sell not 
only the best looking coaster brake 
on the market, but by all odds the 
finest performer of them all. 
Remember Bendix Coaster Brakes 
are the product of the greatest expe- 
rience in braking. For Bendix brakes 
are known wherever wheels turn or 
planes fly. 
Thus when you specify Bendix you 
get double value—better looking— 


better performing coaster brakes. 
*REG. U. 5. PAT. OFF. 


10 outstanding features 


Coasts Longer * Stops Quicker 
Reliable Performance 

Longer Life 

Lightweight * Easier Pedaling 
Simplicity of Design 

Fewer Parts 

Easy to Put Together and Take Apart 
Self-Aligning Brake Shoes 

Sealed Against Dirt and Water 


+ + + + + + + + H 


Requires Less Pedal Pressure 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
72 Fifth Ave., New York 11, New York 
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pe BEAN 









makes play of spraying 


the first 
consumer-priced 
power sprayer 















You can make money selling this new power sprayer. It is 
the important new piece of garden power equipment you've 
been waiting for. It has been designed to bring to the aver- 
age home owner, at a price he can afford, all the time and 
labor saving advantages of modern power spraying. It 
makes old-fashioned manual methods of spraying as out-of- 
date as the ice box. The Spraymate is being built by John 
Bean (they have been designing and building sprayers for 
almost 70 years) with the consumer in mind. It is the righ: 
size to meet consumer needs (5 gallon capacity, high pres- 
sure unit). It is rubber-tired, easy to handle, easy to operate 
and will do a long list of spraying jobs around the home and 
grounds. It opens a big new market for you. 


cpanel 





. ° GARDEN TRACTOR * POWER LAWNMOWER « SPRAYMATE 
more and more the trend is to power equipment — 


now add this consumer - priced power sprayer to your line 


ee et et ee ee ee et ee oe 


THE SPARTAN 

Big Brother of the Spraymate 
A ready-made morket exists for a 
power sprayer versatile enough to do 
a variety of spraying jobs. The John 
Bean Spartan with a 15 gallon capacity 
and 250 pounds pressure is ideal for nearly 
any job, and is still light enough 

for easy movability. 


bi fol BEAN 


LANSING 4, MICHIGAN @ SAN JOSE, CALIFORNIA 





Mail in this coupon today for the com’ 
plete story of opportunities for new profits 
with the Spraymate and the Spartan. 
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DIVISION OF FOOD 
MACHINERY AND 
CHEMICAL CORPORATION 
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to the wall standards. Thus shelves 
can not only be moved from place 
to place on the walls, but from the 
walls to the tables and back again, 
with the only necessary tool a soft- 
faced hammer. 

Special purpose brackets and tool 
hooks add to the convenience and 
adaptability of the arrangement. 
We have noticed one major advan- 
tage—the fixture itself is extremely 
inconspicuous, and the eye is led 
directly to the merchandise which 
is presented, rather than to a dis- 
play of cabinetwork and trim. 

Construction, delayed by the 
necessity of bracing up neighbor- 
ing buildings on each side during 
the excavation of the basement, 
took over a year, and we were final- 
ly able to prepare for our opening 
early in June of this year. 


The Grand Opening 


The grand opening was held on 
Wednesday, June 25th. This date 
was chosen because it corresponded 
to payday at local mining opera- 
tions and a Chamber-of-Commerce- 
sponsored promotion scheduled for 
these paydays. Because of the year 
spent with extremely inadequate 
retail space and a drop in retail 
traffic as a consequence, we wanted 
to obtain maximum attendance at 
the opening to acquaint as many 
people as possible with our new 
quarters. 

Visitors who registered were en- 
titled to participate in drawings 
for a’ variety of merchandise, no 
purchase being required for partic- 
ipation. All who registered were 
also entitled to participate, at no 
cost, in drawings for $5 worth of 
Savings Stamps issued by a con- 
cern whose stamps are given to 
purchasers as part of a promotional 
plan. 

The local radio station, KSIL, 
was most cooperative and was of 
great help in publicizing the open- 
ing. An impromptu studio was set 
up on the mezzanine, and in addi- 
tion to several special programs 
during the day which were broad- 
cast directly from the store, all sta- 
tion breaks between their regular 
CBS programs were made from the 
balcony studio from the opening 
hour through closing that night. 

Although we are only in our 
fourth week of operation at. this 
time, the increased volume is grat- 
ifying. We have noticed a definite 
increase in traffic and sales in the 
housewares department, as well as 
an increase in women customers 


HARDWARE AGE, NOVEMBER 27, 1952 


generally in all departments. A 
definite increase in new customers 
is noticeable, and a larger propor- 
tion of cash sales to credit sales 
bears this out. 

The opening was successful in 
getting out a crowd, as many who 
visited or came though did not reg- 
ister, while a total of 3,050 persons 
actually registered. The registra- 
tion cards have provided a valuable 
file of new customers and prospects 
for the major appliance depart- 
ments. 


Why Buy Futures? 


(Continued from page 42) 


maker of the goods, allow him to 
schedule competent help when need- 
ed. He is also able to gage his man- 
ufacturing facilities properly, and 
take sufficient time to select the 
kind of raw materials that can be 
made into merchandise people want 
to buy. 

Future buying is a good year- 
round business habit. It has no 
pitfalls for the unwary which are 
not ever present for the same un- 
wary buyer operating on a current 
buying schedule. 

There is no substitute for fu- 
tures, as there is no substitute for 
a lawn mower. If we want to capi- 
talize to the fullest extent on the 
business we are in, we must just 
as surely have future business 
placed, as we must have a lawn 
mower if we wish to mow the lawn. 


Editor’s Note: Prior to becom- 
ing the owner of Day’s Hardware, 
the author was associated for 
many years with a large hardware 
wholesale firm. This article was 
written while he was an executive 
of the wholesale company. 





HARDWARE HUMOR 
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"| distinctly told him, "Now Henry | 
don't screw the lids on the beans 
too tight'." 

















Want a 
“sampling” 
program that 
pays you 
a profit? 





Then now's the time 
to feature 


VIGORO* TABLETS 


Complete plant food in handy 
form for house plants! 


The attractive display carton 
takes only a little counter space. 
But when placed near your cash 
register it becomes a fast-mov- 
ing item that catches plenty of 
extra sales. 

What’s more, the gardening 
friends that Vigoro Tablets make 
this winter, become prime big- 
sale prospects for the lawn feed- 
ing season to come. 


So order a supply of Vigoro 
tablets today. You'll make a neat 
profit now — and an even better 
one next spring and summer. 


1 Dozen Tablet Package 







*VIGORO is the 
trade-mark for 
Swift & Company's 
complete, balanced 
plant food 


4 Dozen Tablet Package 
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24,000 ITEMS 


to choose from— 


EVERY ONE 
High Quality 
Easy to Handle 
Fast Selling! 
Buy from one source 
and SAVE 
Time and Money! 


Buying nails, tacks, rivets, staples and allied 
items can be a headache for the dealer who 
buys from a dozen or more sources. Many 
orders to make out, many bills to account for, 
many payments to make. By buying one line 
~ ATLAS, known the world over for quality — 
ore order, one invoice, one check to one whole- 
saler does the trick. Let the nearest ATLAS 
wholesaler show you the complete ATLAS line 
— and prove how profitably you can concen- 
trate on one source of supply. 


SINCE 1810 


TACK CORPORATION 


FAIRHAVEN, MASS. « HENDERSON, KY. 


MAKERS OF THE LARGEST VARIETY OF 
TACKS AND NAILS IN THE WORLD 
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Rack Doubles Linoleum Sales 








Installation of this rack helped L'Anse Hardware in L'Anse, Mich., 
to double its sales of linoleum. Located along a rear wall and under 
canopied fluorescent lighting the section is a real eye-catcher. 
Although the store does not employ linoleum mechanics its instruction 
| in installation has helped many customers handle difficult jobs. Some 
| summer resort residents will buy as many as 8 to |0 different patterns 
and lengths of floor covering material at a time from the store. 


checking the credit of a customer 
will pay for itself many times over. 
Too many times credit grantors 
assume they know, when they don’t. 
Credit is too often accepted on 
guess-work. 

There are many sources of infor- 
mation at your disposal—use them. 
In larger towns and cities there are 
credit bureaus. In smaller commu- 
nities, it should not be difficult to 
obtain information from other mer- 
chants about a credit applicant. 

There are always the tax records 
at the court house, available to the 
public. Local banks can be of assis- 
tance. 

The authority to open accounts 
should be fixed by the store owner 
or management. The responsibility 
should be placed upon some specific 
individual and not left to chance. 
The dealer who does credit busi- 
ness should provide the personnel 
necessary to do the routine work of 
taking credit applications, investi- 
gating credit, and having the re- 
sponsibility of accounting, billing 
and collecting. What is everybody’s 
work soon becomes nobody’s work. 

Too many times there is a failure 
| to discuss credit terms and policies 





Credit-Neglected Phase of Store Management 


(Continued from page 48) 


and to have a definite understand- 
ing with the applicant about pay- 
ment. This gives the customer the 
opportunity of claiming that he did 
not know when bills were due. 

Applicants who are good credit 
risks will not resent a proper in- 
quiry as to their credit or a frank 
statement of your terms and pol- 
icies. 

If it is necessary to decline credit, 
it should be done with tact and 
diplomacy. Usually the applicant 
whose credit is bad is fully con- 
scious of it and will not resent hav- 
ing his application turned down. 

It is far better to reject the un- 
satisfactory risk than to have a 
slow account on the books, or a pos- 
sible loss. You will not increase 
your profits by careless or impru- 
dent credit granting. 

Above all, it is essential that you 
know to whom you are selling and 
to fix the liability for payment. T: 
permit promiscuous charging of 
merchandise to this or that account, 
without proper authority, is likely 
to lead to misunderstandings and 
disputes and uncollectable accounts 
on your ledger. 

Sometimes a guarantee of an ac- 
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4 IMPORTANT REASONS WHY 


SERIES “410” NATIONAL LOCKset 


NATIONAL 
OK se 


is available 
promptly from There's extra appeal in the line of NATIONAL LOCKset key locks, 


your regular turnbutton locks, privacy locks and knob latches. This has been 
supplier conclusively proven by the enthusiastic acceptance of building 
MieLi-AoL Meme lalo Mm slelaehocela-Mmil-teealelslt Mmm oltli (ol-la Mel cailli-ta,Melilc Maes 
sumers. Why don't you investigate NATIONAL LOCKset today? 


Distinctive Hardware... From bse 
\\ Oe Orem Ne lon. am C2080 -5:0\\b 4 


Rockford, Illinois ° Merchant Sales Division 
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count can be arranged. This should 
be in writing and given by a re- 
sponsible party. 

Adequate records are of the ut- 
most importance and should be kept 
up to date. 

Credit information should be 
kept on file for ready reference. 
The simplest form of credit record 
is a folder or envelope in which all 
information pertaining to the ac- 
count may be kept. This may be 
added to from time to time by news 
clippings or other data as it be- 
comes available. 

The time spent on files of this 
nature is of benefit in case the 
owner or manager is absent and 
someone else is in charge of credit 
approval. 


Note All Changes 


Any substantial change in a 
customer’s financial responsibility, 
either favorable or otherwise, 
should be noted and made a part 
of the credit file. If credit is with- 
drawn, this fact should be noted on 
the folder or file. 

Most of this credit record-keep- 
ing should be done by the person 
who keeps the books. These records, 
together with the ledger, which 
reflect the manner of payment, 
should constitute an adequate con- 
trol on credit extension. 

Sometimes it becomes necessary 
to stop or withdraw credit. Stop- 
page of credit occurs most often in 
connection with delinquency in pay- 
ment. After settlement, credit may 
be resumed, while at other times, 
slow payment or unfavorable infor- 
mation may indicate a permanent 
withdrawal and cash dealings on 
future purchases. 

The customer should be notified 
by written notice and in such a 
manner that his good will can be 
preserved. To continue to build up 
an account that is delinquent is 
dangerous and creates difficulty for 
the customer in meeting his obli- 
gations. It also ties up capital 
needed for the operation of your 
business. 

Promises and excuses for delin- 
quency should be carefully consid- 
ered and checked if possible. A 
promise of payment should be fol- 
lowed up and the customer re- 
minded of it, if the promise is not 
kept. 

The tendency is for the customer 
to trade elsewhere when an account 
is past due and unpaid. However, in 
most cases, if your goods and ser- 
vices have been satisfactory, the 
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customer will be retained. Other 


stores will be unable to continue | 


credit extension also. 

Withdrawal of credit should be 
dealt with promptly and without 
apology, although the same tact is 
necessary as in declining credit. 

The temptation to “try out” the 
doubtful credit risk, in the hope 
that he will pay you promptly, 
should be avoided. It very seldom 
results satisfactorily. If he does not 
pay others, there is no reason to 
believe he will pay you. 

Be especially wary of the cus- 
tomer who has some urgent reason 
for buying on credit, particularly 
in a substantial amount. Or of one 
who readily makes promises which 
he knows he will not be able to 
fulfill. 

We have already referred to the 
accounts receivable ledger, which 
of course is your control, both on 
amount of credit extended, and 
money outstanding to be collected. 
It should be kept posted up to date, 
so that sales slips will not be lost 
or mislaid. 

It is useful, also, to keep records 
as to what is done in the collection 
of a delinquent account. State- 
ments, telephone calls, copies of 
letters or notice, a record of prom- 
ises of payment, all these should 
be noted. 

These records are also a valuable 
part of the credit file after collec- 
tion is completed. It may be a guide 
at some future time if difficulty is 
encountered. 

Your records should be accurate. 
A mistake in an account often gives 
the debtor an excuse for postpon- 
ing settlement. You must remove 
every obstacle, as far as possible, 
to the prompt payment of charge 
accounts. ; 


Persistence Necessary 


Persistence is necessary in the 
collection of receivables. Once your 
customers find out you are inclined 
to be lax about terms and payments, 
they may take advantage of it. 

Remember that the collectability 
of an account decreases with age. 
Laxity in collections iaduces poor 
pay habits and helps to break down 
respect for credit obligations. 

The collector has a difficult job. 
He must not complain or antagonize 
or be rude or offensive. On the other 
hand, don’t apologize to the debtor 
for your efforts to collect the money 
due you. Don’t provide him with 
excuses to postpone payment. He 
will have no trouble in thinking 
them up for himself. 








The next few weeks are pay-off time for 
power tool profits ...the biggest season of 
the year for moving B&D Utility Tools 
as gifts. ..and building profitable future 
“razor blade’’ business in accessories! 
It’s also the season of the year when 
you'll run into many more inexperi- 
enced buyers who don’t know a Jacobs 
chuck from an apple upside-down cake, 
So you'll need to use the best sales 
savvy in you for the BIG PAY-OFF! 
That’s why I’m passing along the sales 
tips on the opposite page and here. 


DISPLAYS GET DOLLARS... 
There’s nothing like good 















store display to stop shop- 
pers, start sales! Make sure 
all your B&D Utility Dis- 
plays are set for the final 
drive to the wire. Then, 
when a customer stops to 
examine one, you have the 
perfect opening for lots of 
good, strong personal sell! 
B&D SERVICE FACILITIES . . . Ever 
think of how the public Z| 
depends upon reputable 
manufacturers backing up 
their products with good, ~ 
reasonable service? They <+f 
don’texpect yourproductto “*!— 
be a perpetual motion machine; but they 
want to know that you'll fix it when it 
gets out of whack. Use B&D’s outstand- 
ing service as another sales-clincher. 
It’s a nationwide network of company- 
owned, company-operated Branches, 
within 24 hours of any customer! 
B&D UTILITY ACCESSORIES .. . Every 
customer won't be in the market for a 
new tool; either because of 
their needs or because of 
their pocketbooks. So you 
shift into your pitch on the 
line-up of B&D Utility ac- 
cessories. There are lots of 
them. They’re priced to 
fit every pocketbook. And 
they play the same sweet 
music on your cash register! 
B&D UTILITY GIFT CERTIFI- 
CATES ... These are natu- 
rals if you're out of a par- /7 ama 
ticular tool a customer /f*. = 
wants . . . or when she 
can't make up her mind. 
If you don't have all the dope on these, 
write me pronto at the address below. 
Have a good Holiday season, keep 
happy and keep selling. And if you 
have some retail sales trouble, bring 
everything except your family problems 
to: BOB DAVIS, Dealer Service Dept. 
H653, The Black & Decker Mfg. Co., 
Towson 4, Maryland. 
Ble ate PORTABLE 
ELECTRIC 
— TOOLS 
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‘Do you think this 
Elack ¢ Decker Too! 
would make agood 
gtt for my 

husband ?” 





SALES TIP: Point out to the lady that the day of the proud 


thumb masher is rapidly passing . . . that a great, new 
“do-it-yourself’”’ trend has developed for which B&D Utility 
Tools are specifically designed . . . that more and more men 
are discovering power tools help even beginners do profes- 
sional jobs . . . that working with a power tool cuts the 
drudgery of home jobs, is fine relaxation and helps the old 
pocketbook, too! 


"ve seen cheaper 
tools. Why should 
/ pay moretora 


black & Decker loo!? 





SALES TIP: Here’s the spot for your quality sales pitch .. . 
the fact that B&D Utility Tools are built by the world’s 
largest maker, the company that’s been first with electric 
tool improvements since 1910. . . that they’re real tools, not 
mere toys... that they give full value in top performance 
safely; easy handling; long, useful life . . . that they’re 
backed by B&D’s nationwide service organization . . . that 
you pay a man a special compliment when you give him 
the brand the experts choose! 








Sales Tips from 
Dasara for Profitable 


t Selling! 


Here are the questions your customers 
are most likely to ask... and the 
answers that pay off in Christmas sales! 


My lather$ nota 
home craltsman. 
Would heget much 


use out of this 
too! ?~” 





SALES TIP: Here’s your cue to give this prospect a real sales 
spiel on the outstanding versatility of B&D Utility Tools. 
Point out how they’ve been sold by the hundreds of thou- 
sands to men who want them to take the hard work out of 
such home jobs as drilling holes for installing drapery rods, 
kitchen gadgets and shelves . . . sharpening cutlery and 
garden tools . . . polishing cars, furniture and woodwork .. . 
sanding down furniture for repainting, etc. 


“Can ladd to 
this Black & Decker 
Tool gitt on other 


gyitt occasions?” 





SALES TIP: To many, gift shopping for a man is a real head- 
ache. There just aren’t enough different gifts to go around. 
That’s why the B&D Utility Line’s wide variety of accessories 
for added uses goes over big when customers are thinking of 
future gift occasions. Tell them how they can add a Disc 
Sanding Table, a Roto-Hone Attachment, Buffing & Polish- 
ing and Abrasive Kits, Stands and the rest. Push this fea- 
ture hard .. . and you’ll make a sale today and build repeat 
business for the future! 





REMINDER: Have you worked up your entry for the 
$500 Black & Decker Utility Dealer Christmas Dis- 
play Contest? It requires no extra work on your 
part; ties right in with your regular job of setting 
up attractive Holiday displays. For details, write 
today to: BOB DAVIS, Dealer Service Dept. H653, 
The Black & Decker Mfg. Co., Towson 4, Md. 


Blacks Decker 


ELECTRIC 
TOOLS 
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Nice Lines 
Turn Heads 


SHOP KING 


Built by WILTON 












Its Value Clinches The Sale! 


Trim, smart lines by a top industrial 
designer give SHOP KING a strik- 
ing beauty that lures the shopper 
for a close-up look. That look sells. 
SHOP KING’s removable pipe jaws 
and quality vise features plainly 
give the customer more for his money. 


Shoppers Like 
these 
Features 


1. Heavier body 
for greater 
strength 


2. Removable 
pipe jaws cannot drop out accidentally 


3. Larger, brightly polished anvil 

4. Body design covers and protects spindle 

5. Removable and Replaceable hardened 
steel jaws 

6. Positive locking swivel base rotates 200° 

7. Hardened steel cut-off tool 

8. Precision cut Acme spindle 


Shoppers Like Shop King Prices 
MOST COMPLETE SIZE RANGE 











Catalog Width Shipping List Price 
jo. of jaws weight 
633 _ 14 Ibs. $ 8.90 
633'/2 3/7," 18 Ibs. 9.80 
634 4" 30 Ibs. 13.00 
635L 5" 34 Ibs. 16.50 
635 5” 44 Ibs. 26.00 
Prices slightly higher in Far West and South 
Ask your distributor for details 


WILTON 


TOOL MFG. CO. 


925 Wrightwood Ave. — Chicago 14, Illinois 
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Collection procedure should be 
started early and followed up regu- 
larly. First efforts to collect may be 
impersonal. Statements, printed no- 
tices, stickers, etc. But older ac- 
counts must be treated with a per- 
sonal approach, such as letters, tele- 
phone or personal interviews. 

tegularity in following up col- 
lections will do more to encourage 
prompt payment than any other 
factor. The customer must be made 
to understand that the service you 
render him through a charge ac- 
count is something which requires 
his co-operation, if it is to be con- 
tinued. 

Your accounts receivable should 
be regularly inspected. One purpose 
is to keep a proper control on credit 


| and to determine whether payment 





has been made. 

If collections drop off, then steps 
should be taken immediately to find 
the cause and to get the money in. 
The longer you wait, the harder it 
will be. 

The aging of accounts as to cur- 
rent items, 30, 60, and 90-day delin- 
quent balances should be done peri- 
odically. Otherwise past due ac- 
counts may accumulate. More col- 
lection pressure should be applied to 
those accounts which are oldest. 
Often a customer does not realize 
how far behind his account is. 

Aging will indicate the propor- 
tion of your accounts receivable 
which are beyond current terms. A 
picture of their condition is some- 
times very revealing and a plain 
indication of the class of accounts 
you have on your ledger. Also the 
amount of your capital you have 
invested in them. 


Cheap or Expensive? 


Is credit cheap or expensive? 
What does it cost you? Of course 
the greatest cost is found in bad 
debt losses. But don’t forget that 
the profit anticipated upon the sale 
of merchandise cannot be realized if 
the account becomes delinquent and 
time and effort must be spent in its 
collection. 

There is a point at which profit 
ceases, or is exhausted. In other 
words, a vanishing point beyond 


| which the profit is gone and a loss 


begins to accrue. 


Your accounts receivable item is 
the most important asset in your 
balance sheet. It is the result of 
all the operations which have gone 
before. Buying, selling, advertising, 
warehousing, office and administra- 


tive costs—all are included in them. 
The cost of your merchandise is 
there. 

If the account is lost, the cost 
of producing it is lost, the most 
importaint of all, your profit is lost. 

Losses can be largely avoided by 
the exercise of care, common sense 
and good business judgment. The 
collection of accounts receivable is 
difficult, it is important, and it can 
make or break a business enter- 
prise. The best way to collect ac- 
counts is to use care in the exten- 
sion of credit. Credit wisely 
granted is an account half collected. 


Good Will Abandoned 


It must be remembered that there 
comes a time in the collection of an 
account when good will must be 
abandoned in favor of getting the 
money. It requires experience to de- 
termine when that time arrives. 

Until you get the money for a 
sale, you haven’t sold anything. You 
have merely delivered some mer- 
chandise out of stock and made a 
memorandum on your books. All 
you have is this memorandum—a 
bookkeeping entry—not a profit. 

To produce a profit is one thing 
—to retain it after it has been pro- 
duced, is the job of the collector. 
The proper extension of credit and 
the prompt collection of accounts 
can mean the difference between a 
profit or a loss at the end of the 
year. 

When it becomes necessary to en- 
force payment of an account, the 
services of a collection agency or an 
attorney must be used. This usually 
means a delay and expense in fees. 
It should be avoided if possible. 

But there are times when it is 
better to get a part of an account 
than to lose all of it. Some debtors 
will not respond to a threat of suit, 
while others will pay to protect their 
reputation in the community and to 
avoid publicity. 

Never make a threat of legal ac- 
tion unless you intend to carry it 
out. Set a definite time and stick to 
it. Give the impression that it is a 
last resort and that you are taking 
such action reluctantly. 

In most cases, only the chronic 
slow payer or deadbeat will fail to 
respond to such an ultimatum. Be 
certain you are suing the right 
party and that you can prove your 
claim. Otherwise, your case may be 
thrown out of court and you will 
have to pay the court costs in ad- 
dition. 
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As soon as you determine that an 
account ‘cannot be collected, it 
should be charged off to bad debts. 
There is no benefit in permitting 
uncollectable items to remain in 
your accounts receivable. They 
should be weeded out and elimi- 
nated. 

This may done periodically, or at 
the end of the year, or as soon as 
the loss occurs. This is both good 
business and good accounting prac- 
tice. It is good business, too, from 
a tax standpoint. If the money is 
recovered later, it is always possible 
to credit it back to your charge-offs. 

It is also in line with good busi- 
ness to set up a reserve each year 
the loss occurs. This is both good 
against bad debts. The amount of 
this reserve should be in line with 
past experience or the yearly volume 
of sales. 


A record of bad debt losses should 
be kept and the total compared from 
year to year to determine the trend 
in losses and also to serve as a guide 
to setting up reserves for the com- 
ing year. 

From this discussion you can 
clearly see that to treat the matter 
of credit and collections lighly, or 
to fail to give it the place in your 
business that it deserves, is to risk 
difficulty. 


In fact, you cannot be truly suc- | 


cessful and neglect this phase of 
your business. Hardware retailing 
presents many problems and none of 
them can be slighted if you are 
going to make money. 

3ut credit should be placed well 
up toward the top of the list of 
matters to be given your serious 
consideration. 





Specialized Selling Moves More Appliances 


(Continued from page 49) 


These are moved by classified ad- 
vertisements. The store also keeps 
a list of people seeking used ap- 
pliances, and these persons are 
contacted when a customer has an 
appliance to trade for a new one. 
In this manner many used appli- 
ances are quickly sold. Others are 
reconditioned before being put up 
for sale. : 

“We service any appliance 
which we sell,” explains Mr. Bach, 
“and we don’t hesitate to make 
trips into fringe areas to give 
quick service. We know that good 
service paves the way for addi- 
tional sales. This has been demon- 








strated on numerous occasions. 

The Bach brothers also know 
that the woman who is intent on 
improving her home with appli- 
ances or a model kitchen, is also 
a likely prospect for such items as 
linoleum, and kitchen furniture. 
These items are also stocked and 
shown in the appliance depart- 
ment. 

“One appliance well displayed 
and sold, suggests a companion 
item,” says Mr. Bach. “We get 
most of our sales from our regu- 
lar store traffic, which means that 
displays and salesmanship are do- 
ing the job.” 


More impressive displays and greater use of point-of-sale 
material were made possible by separate department. 


HARDWARE AGE, NOVEMBER 27, 1952 











here’s why 


it pays 
to stock 


STAR 


blades... 


Stock STAR Blades and 
you're stocking a line 
sold only through rec- 
ognized Distributors. 


Stock STARK and you’re 
stocking a line which 
is nationally adver- 
tised, year after year. 


Stock STARK and you’re 
stocking a line with 
proved, established 
quality. 


Yes, when you sell STAR Blades, you’re 
selling the line that’s profitable, the line 
that makes repeat sales easy because 
STAR Blades cut right. @ 1829 


LEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack 

Saw Blades, Frames, Metal Cutting Bond 
Saw Blades and Clemson Lawn Machines. 


~~ 


uw 














Now BRAZED 


for extra-tight 
sealing! 












MODEL 87 qt., 
88 


polished brass, 
all parts brazed, 
fully shielded, 
self-cleaning 
needle, pistol- 
grip handle, 
bottom fill 


MODEL 200 at., 
199 pt. 

All parts brazed, 
simplified pump, 
safety valve lock, 
functional tank 
design, top fill 
—ovailable 
polished brass 
or steel (200 s) 


Here’s another BERNZ 
improvement to make 
these blow torches 
sell faster than ever! 


Now, every part is brazed. No solder 
is used anywhere. Thus making these 
torches exceptionally leak-proof. 
What's more, this new Bernz brazing 
process adds to the looks of the torch— 
gives it an overall smooth appearance 
... another important selling point. 
improvements like this, together with 
functional design, pistol grip handles, 
and many other unique features have 
been developed through more than 75 
years of leadership in the torch field. 
They are the reasons why it will always 
pay you to stock the complete Bernz 
line. Write today for full information. 


Always Reliable” 
OTTO BERNZ CO., INC. 


280 LYELL AVE ROCHESTER 6, N Y 




















Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


Bicycle Industry, Jan. 18-23 at the 


Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Hardware Week (irha), April 17-25, 


sponsored by the National Retail 
Hardware Association, 965 N. Penn- 
sylvania St., Indianapolis 4, Ind. 
Managing’ director, Russell R. 
Mueller. 


Industrial Supply convention, April 


12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; The National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary and the Southern 
Distributors’ Assn., 712 Volunteer 
Bidg., Atlanta. E. L. Pugh, secre- 
tary-treasurer. 


Motor Boat Shows, National Motor 


Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 
Chicago, and Sports, Travel & Boat 


Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Housewares and Home Ap- 
pliance exhibit, Jan. 15-22, at Navy 
Pier, Chicago. Sponsored by Na- 
tional Houseware Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. Marvin Shutt, sec- 
retary. 


Toy Fair, March 9-18 in New York 
City at permanent show rooms, 200 
Fifth Ave., 1107 Broadway and 
vicinity. Temporary exhibits at Ho- 
tels McAlpin and New Yorker. 
Sponsored by Toy Manufacturers of 
the U.S.A., Inc., 200 Fifth Ave. 
New York City. H. D. Clark, secre- 
tary. 


Regional Events 


Ace Stores annual convention and ex- 


hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


American Hardware Supply Co., Mer- 


chandise Fair and Stockholders’ 
Meeting, Jan. 26-27, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Coast-to-Coast Stores annual meeting 
and merchandise exhibit, Feb. 8-11, 
at Minneapolis, Minn. Sponsored 
by Coast-to-Coast Stores Central 
Organization, Inc., 29 Main St. 
S. E., Minneapolis 14. 


Cotter & Co. Spring show and annual 
stockholders meeting, Feb. 2-3, 1953, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


Franklin Hardware and Supply Co, 
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You'll sell more CRESCENT SNIPS 
= _ with this colorful 
| NEW COUNTER CARD! 


CRESCENT TOOLS - 
Cive Wings lo Word 


IPS FOR THE HARD JOBS 










ANWAS OMciLorH 
FLOWER srems 
CASKET matte 


42O80aeD 
VY Twine 
tat 


ff *e: 


ee 
THIS DISPLAY features CRESCENT TOOL CO, ness 
a die cut hand which holds Aerio 
an S410 snip in a very realis- 
tic manner. It suggests many Order Crescent Snip Assortment DB20 from your jobber 
and get this new counter card “no charge”. Packed com- 


snip uses for housewife, home plete in a carton (13% Ibs.), assortment DB20 contains 
owner, handyman and pro- the display card and the following tools: 


fessional mechanic. Equipped 1 S47 7” Standard Snip 1 $411 11” Standard Snip 
4 ne Z 1 $48 8” Standard Snip 3 $412 12” Standard Snip 
with easel back, it will stand 1. s49 9” Standard Snip 2 T47 7" Circular Snip 


‘ 410 10” i 412 12” Ci il Sni 
upright on counter or shelf. 7 $10 1" Standard Snip 1 T Circular Snip 


Printed in bright, eye-catch- 
ing colors. 
Size 12-1/2 x 10-1/2 inches. 





CRESCENT TOOLS 


Sy, il 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 


HARDWARE AGE, NOVEMBER 27, 1952 77 








Keep after 
this brand 


with its little 
“trade” man 





famous to 
so mer people 











for so many 
good reasons! 





They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart’ casters 


and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 


ville, Ont. . 
sw 
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| annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 

| ware Ave., Philadelphia 23, Pa. 
F, Leon Herron, president and gen- 


eral manager. 


Gift Show, 36th annual California 
Gift Show, Jan. 18-23 at the Mer- 
chandise Mart, Brack Shops, indi- 

| vidual showrooms, and the Alex- 

| andria and Biltmore Hotels, Los 

Angeles, Calif. Sponsored by Los 

Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


| | Lamp and Picture Show, 7th annual 
California Lamp and Picture Show, 
Jan. 25-29, at the Biltmore Hotel 
and individual showrooms in Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 


Marshall-Weils Stores congresses: at 
Duluth, Minn., Feb. 9-11; at Port- 


land, Ore., Feb. 16-18; at Seattle, 
Wash., Feb. 23-24; at Spokane, 
Wash., Feb. 23-24; at Billings 
Mont., Feb. 2-3. Sponsored by the 
Marshall-Wells Co., Duluth 1, Minn, 


Northern Wholesale Hardware (Co, 
convention and merchandise exhibit, 
Feb. 15-17, at Portland, Ore. Spon. 
sored by Northern Wholesale Hard. 
ware Co., 805 N. W. Glisan St, 
Portland 9, Ore. 


Rehm Hardware Co. annual conven. 
tion and exhibit, Jan. 27-28 at com- 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club, 
June 11-13 at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John. 
son, P.O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21 at 

| the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 

| 1006-7 Frank Nelson Bldg., Bir- 
| mingham 3. 


| Arkansas Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-23 at 


| the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 

California Retail Hardware Assn., 


convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. , 


Carolinas, Hardware Assn. of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Connecticut Hardware Assn., conven- 
tion, Jan. 21 at Stratfield Hetel, 
Bridgeport. Secretary, Ned Rus- 
sell, Southport, Conn. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn., joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 





at George Washington Hotel, Jack- 
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sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54, 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4 


Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg. 
Boise, Idaho. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 


Louisiana, Retail Hardware Assn., in 
joint convention with Mississippi 
Retail Hardware Assn., May 3-5 at 
the Buena Vista Hotel, Biloxi, _— 
Secretary David O. Mansfield, 226 $. 
State St., Jackson, Miss. 


Michigan Retail Hardware Assn., con- 
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vention, -Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota Retail Hardware Assn., 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4 


Mississippi Retail Hardware Assn., in 
joint convention with Louisiana Re- 
tail Hardware Assn., May 3-5 at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary David O. Mansfield, 226 
§. State St., Jackson, Miss. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 


vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 


325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25 at the Hotel Statler, Boston; 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention Feb. 10-12 at 
Syracuse. Exhibit, Onondaga 
County War Memorial Auditorium. 
Secretary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec- 
retary, D. D. Stewart, 741 Ameri- 
can Bldg., Seattle 4. 


Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5 at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 


Oklahoma Hardware & Imp. Assn., 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 


Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19, 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
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Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and 
exhibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9 at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones. P. O. Box 785, Nashville 2. 


Texas Hdwe. & Impl. Assn., conven- 
tion and exhibit, Jan. 26-28 at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 


Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec- 
retary, M. D. Shepherd. Canyon, 
Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 


Western Retail Impl. & Hdwe. Assn., 
convention and exhibit, Jan. 19-21, 
at the Municipal Auditorium, Kan- 
sas City, Mo. Secretary, William J. 
Shaw, 214 Werby Bldg., 39th and 
Main, Kansas City 2, Mo. 


West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-5, at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs 
Ave., Stevens Point. 


Entertain Travelers 


Once a year retail members of 
the York (Neb.) Chamber of Com- 
merce entertain the traveling sales- 
men regularly calling on them. 

Travelers are guests at golf and 
are later entertained at dinner and 
a show. More than 200 traveling 
salesmen are welcomed at this 
function. 





















FAST 
SELLERS 


FOR 
FAST 
PROFITS 


See, compare 
Hall-Wessel Hard- 

ware Specialties and 
you'll see values to win 

customers. Beautiful smooth- 
as-silk finish in brass, chrome, 
bright zinc or ebony. Modern 
machinery achieves products as- 
suring years of wear and rust- 
resistance. Ask your jobber for 
Hall-Wessel Hardware Special- 
ties—by name. Write for our 
catalog — and please mention 
jobber’s name. 










Hall: We Wessel 
nan mama 





Canadian Sales Agents: 


Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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p For more information on these products and services 
use free post card on page 83. 


(Continued from page 13) 


set in down position, the handles 
lock automatically when closed. 
Retail price is $2.75. Seymour 
Smith & Son, Inc. 


For more data circle No. 8 on postcard, p. 83 


Torch, Burner Kit 


Incorporating a selection of six 
interchangeable burner heads and 
adapters for removing paint and 
solder, this torch base kit, Model 
600, has fully automatic instant ac- 
tion torch with throw-away fuel 





tank. The fuel is a self-pressuriz- 
ing hydrocarbon blend that is non- 
toxic, and is packaged in a seam- 
less steel disposable tank. The kit’s 
six interchangeable burner heads 
include heavy duty burner, utility 
burner, pin point burner, chisel 
point solder tip, diamond solder 
tip, paint remover tip and conver- 
sion adapter. Prepo Corp. 


For more data circle No 9 on postcard, p. 83 


Paint Color Range 


The color range in the Satin Tone 
line of paint has been extended to 
include 100 Fashion Right colors. 
Satin Tone, a latex rubber base 
paint, is based on the manufactur- 
er’s MultiTint process which en- 
ables the dealer to produce the full 
range of colors at the time of sale 
by the addition of a single Tinting 
Unit of color to a container of Satin 
Tone Tinting White. A giant color 
display card and_ leatherbound 
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Color Pak showing the complete 
color range are now available. Fall 
advertising program will feature 
the increased color choice. Seidlitz 
Paint & Varnish Co. 


For more data circle No. 10 on postcard, p. 83 


Carpet Sweeper Handle 


An all-steel sectional handle for 
carpet sweepers permits packing 
sweeper and handle in one compact 
carton. When assembled, the handle 
is smooth and sturdy as a one-piece 
handle and cannot be pulled or 
taken apart. It eliminates separate 
handling of handles, preventing loss 
and reducing delivery costs. E. R. 
Wagner Co. 

For more data circle No. 11 on postcard, p. 83 


improved Linseed Oil 


A new process, called Dymeriza- 
tion, is said to effectively improve 
this raw linseed oil, resulting in 
more rapid blending with paint 
pigments, speedier mixing, and 





Cargill 


LINSEED hsdJ 


1 


ou 








better pigment dispersion qualities, 
Lighter in color, the new product 
does not stain or discolor paints, 
Packed in pint, quart, gallon and 
5 gal. tins in green and white de. 
sign, it comes in both raw and 
boiled grades. Cargill, Inc. 


For more data circle No. 12 on postcard, p, §3 


Saw and Blades 

This high-speed, kick-proof elec- 
tric saw and three types of abrasive 
blades simplify cutting tough ma- 
terials such as stone, metal, plastic 
and synthetic hardboards. For 
quick identification, the blades are 
packaged in three different colors 
to designate their respective uses, 
Red Label blade cuts transite, 
mycoloy, fiber board, etc., and non- 
ferrous metals; Green Label blade 
cuts all stone substances and plas- 
tic materials; Blue Label blade is 
for iron and steel in its various 
forms. The blades are reinforced 





and semi-flexible and their sides 
can be used as a grinding wheel 
to de-burr, bevel or polish. They 
come in 6, 7 and 8 in. diameters. 
Porter-Cable Machine Co. 


For more data circle No. 13 on postcard, p. 8 


Pipe Reamer 


This Spiral 2-S Pipe Reamer 
cuts inside burr from pipe and con- 
duit clean and fast with minimum 
effort or pressure. Made of high 
quality tool-steel, it also cuts holes 
in sheet metal. Reamer capacity is 
1% to 2 in. Comes complete with 
ratchet handle or may be purchased 
as a separate unit. Ridge Tool Co. 
For more data circle No. 14 on postcard, p. 83 


Wood and Plaster Sealer 


Claimed to contain 25 pct more 
solids than previous sealers, this 
new wood and plaster sealer, Liquid 
Raw-Hide, is guaranteed to con- 
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€APITALIZE on CAPITOL 
= to save TIME 


(Chas and MONEY 









You save when filling orders and when 
you place them, too. When you order 
the complete CAPITOL line you simplify 
your stock, upgrade quality, obtain the 
benefit of freight allowance and cut 
cperating costs. All CAPITOL fittings 
are packaged for positive identification, 





7H STRL oman 





easier handling and perfect protection. 


CAPITOL 


Bi 
HEX BUSHINGS 













ONE ORDER - ONE BILLING 
Ai QUALITY 
and packaged for easier handling 


¥ 
PIPE COUPLINGS HEX BUSHINGS 
Capitol makes them ali All taper threads 
NIPPLES REDUCING COUPLINGS 
Standard and extra heavy Seamless steel 
WELL-POINTS SQUARE HEAD PLUGS 
Protecto-Screen and Brass Jackets Sizes ¥,” through 2” ° 
UNIONS REDI-BENDS 
250# and 300# U.L. approved For radiant heating 
PIPE CAPS FURNACE COILS 
Seamless steel Contour and straight loop 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 











COLUMBUS, OHIO 
COUPLINGS —— NIPPLES —- UNIONS — RADIANT HEAT FITTINGS 
FURNACE CONS — WELL SUPPLIES — STEEL PIPE FITTINGS 














and simplified oven-timer control 
that is completely set in two opera- 
tions. The ranges have suggested 
retail prices from $179.95 to 
$499.95. General Electric Co. 
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~ For more information on these products and services 
use free post card on page 83. 


tain 621% pet solid nonvolatile-mat- 
ter, greatly increasing its efficiency. 
Completely resin-free, its drying 





time is said to be two -to three 
hours for dust-free; six to eight 
hours to a hard dry. It can be used 
in paint enameling, plaster sealing, 
and as a penetrating floor finish or 
to convert a flat to an egg-shell 
enamel finish. Linseed Oil Products 
Co. 
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Insect-Killing Lamp 

Here is an insect-killing vapor 
lamp that destroys flies, lice, ants, 
mosquitoes and other insects. 
Called Insect-O-Lite, it is also ef- 
fective against moths. The lamp is 





automatic and operates on 110-125 
volt AC or DC current. Heat gen- 
erated from a light bulb vaporizes 


82 


a powerful chemical which de- 
stroys the bugs. The chemical 
erystals are odorless, stainless and 
contain nothing injurious to hu- 
mans, livestock or pets. Less than 
7 in. high, it is yellow in color. 
Insect-O-Lite Co. 
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Putty Knives, Scrapers 


All-steel putty knives and scrap- 
ers in No. 1010 Assortment include 
six each of No. 400 1% in. stiff 
putty knife, No. 401 3-in. stiff 
scraper, No. 402 15% in. flexible 
putty knife, No. 403 3-in. flexible 
scraper and No. 406 6-in. broad 
knife. Cost to dealers, $9.20, re- 
tail value, $13.80. Another assort- 
ment, No. 1012, includes six each of 








three different size scrapers and 
three different size blades. Cost to 
dealers, $7.30, retail value, $10.95. 
Available with each assortment is 
a self-service display board of hard- 
wood with attractive natural finish. 
Warner Mfg. Co. 


For more data circle No. 17 on postcard, p. 83 


Electric Range Line 


This completely new line of eight 
full-size electric ranges for 1953 
has such innovations as an auto- 
matic deep fat fryer attachment 
for two models; an improved extra 
high speed surface cooking unit for 
five models; and for all models, a 
contoured body design and a larger 
oven. All but one model have a new 


Chimney Cap 


This Venturi-top chimney cap 
is designed to correct insufficient 
drafts and down-drafts. Air move- 
ment through the hood, flowing 





through the Venturi throat, cre- 
ates an up-draft for the mainte- 
nance of normal over-fire draft. 
Streamlined vane and hood are 
mounted on a friction-free pivot, 
which always maintains a position 
away from the wind, eliminating 
down-drafts. Finished in neutral 
color, it is easy to install on most 
chimneys. It fits 8 in. pipe on round 
installing base. Walker Mfg. & 
Sales Corp. 
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Rubber Base Board 


This easy-to-handle  all-rubber 
base board is flexible and easy to 
install. Scissors and knife are only 
tools required. Called Sani-Cove- 





Base, it is lustrous black in appear- 

ance, 4 in. high and comes in 3-ft. 

lengths. The toe extends %-in. on 
(Continued on page 86) 
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ifficient keeps up to date on What's 
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flowing Quick Check Card on the 
. bottom of this page will help 
. -— you get more information on 


new products described in 
this issue, quickly and easily. 
HARDWARE AGE _ brings 





Y you more new product de- 

scriptions than any other 
magazine. The new Quick 
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Here is the new Quick Check Card =| 


What it is... How it works 


® Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


© When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


© Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. : 
Separate information will be sent you on each item. 


® Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 














Be sure to give your 
full name and your 
full address. 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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| Gillette Exeeutes | 
) New Fair Trade 
Contracts 


Under the recently enacted McGuire Bill, Gillette has executed new Fair 
Trade agreements in all States having Fair Trade statutes. 


This action is in line with a policy inaugurated almost 20 years ago. In 
1933 Gillette led the movement to assure merchants a satisfactory profit. 


Gillette will continue to use all legal means to enforce observance of its 
Fair Trade contracts. 


Consult Gillette’s current price list for minimum resale prices. 


GILLETTE SAFETY RAZOR COMPANY 


A Division of The Gillette Company 


All major trade papers 
carried this announcement 
in full pages and spreads . 
in September, 1933, 
issues. 
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with 
METALOID 
UPHOLSTERED 
STEP 
STOOLS 


Capitalize on the modern, dual-purpose 


step stool that’s a boon to the busy 
housewife. A twist of the wrist and the 
“Swing-Ezy" rubber treaded steps pull 
out to form a sturdy, safety-perfect bal- 
ance step-ladder, As a handy household 
stool, the form-fit back and ample seat 


provide maximum comfort. 


Constructed of heavy gauge steel, 
these colorful stools are upholstered in 
smooth, easy to clean Duran that's 
fade and stain resistant. All legs and 
back braces are chromium plated. 
Available in five bright decorator 


colors. 
“NATIONALLY ADVERTISED IN 


LIFE onc GOOD 
HOUSEKEEPING 


Write for complete, colorful catalog: 


tne alla oma 


5815 KINSMAN ROAD 
CLEVELAND, OHIO 
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@ For more information 
on these products and 
services use free post 
card on page 83. 


the floor. Also available are inside 
and outside corners, pre-molded, 
with each side of the angle 2% in. 
long. Sani-Cove-Base cement comes 
in quart cans; one quart cements 
30 ft. of base. Base board, in strips 
3 in. long, 4 in. high, retails for 
78¢; corners 40¢ each; cement, 
$1.45. Cass Products Co. 
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Cooking Foil 

Called Mirro-Foil, this aluminum 
foil for cooking and household use 
is packaged in 25-ft. rolls and 
wrapped in colorful display carton 
with serrated cutting edge. Foil 





can be used for cooking and bak- 
ing, wrapping ham and fowl for 
oven roasting, and to line fry pans 
for frying fish, hamburgers and 
other food. Aluminum Goods Mfg. 
Co. 
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Flint Sandpaper Line 


Five grit sizes instead of ten is 
the feature of this simplified line 
of flint sandpaper. Designed for 
easier stocking and selling, the 
sizes have names rather than num- 
bers for the convenience of the con- 
sumer. Called Imperial Flint paper, 
they come in very coarse, coarse, 
medium, fine, and very fine; re- 
placing grits 3 and 2%, 2 and 1%, 
1 and %, 1/0 and 2/0, 3/0 and 4/0, 


YOUR CUSTOMERS 
KNOW..... 


Nationally Advertised 


STERLING 
KRAK-TITE 








iT’'S RUBBERIZED 
Brilliant white KRAK- 
| TITE is the Elastic Seal- 
er that has become the 
} nation - wide household 
sealer! Used directly 
from the tube. . quick 
drying .. Will not crack 
or dry out. Used indoors 
and outdoors from attic 
to cellar! .. KRAK-TITE, 
the positive Elastic seal- 
er does a hundred jobs 
Seals cracks around win- 
dows, bathtubs, sinks, 
showers, doorways, tile- 
board and chimneys, 
etc. . . KRAK-TITE . is 
every homeowner's "Mr. 
Fix-It." 




















The snappy red, white 
and blue KRAK-TITE 
Display boxes and tubes 
are doing a terrific sell- 
ing job for all Sterling 
dealers! National mag- 
azines are all comment- 
ing on KRAK-TITE the 
Brilliant White Sealer 
that can be painted over 
in 24 hours! . . Send to- 
day for full information 
and price lists. 


The Nation's Most Complete Caulking 
And Weatherproofing Service. 


STERLING PAINT 


& VARNISH CO. 


Malden, Mass. 


182 Commercial St. 
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WHAT'S NEW 





respectively. Sheets of 9x10 in. 
paper are packed 100 per sleeve in 
the very fine, fine and medium; 50 


&, * : 





per sleeve in the coarse and very 
coarse. Name of grit size is on 
end of each sleeve. Minnesota Min- 
ing & Mfg. Co. 
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Circular Saw Sharpener 


Circular saws can be precision 
filed with this circular saw sharp- 
ener. It clamps to work bench ana 
saw is placed on it with the proper 
mandrel, two simple adjustments 
are made and it is ready for filing. 
The sharpening takes 20 to 30 min- 
utes. Cross cut hollow ground com- 
bination and rip saw blades can all 
be sharpened with no previous ex- 





perience. Comes complete with file, 
four mandrels and working instruc- 
tions. Speed Corp. 
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4-In. Paint Roller 


Here is a 4-in. roller for small 
paint jobs and touchup work. The 
set is called the Little Dipper and 
includes the roller and a 5%-in. 
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King Cotfon 
















Clothesline 
in the 


zip-string Bag 


Plastic 





Don’t pull your punches 
at the point-of-sale! Get 
this NEW King Cotton 
Clothesline put-up and 
watch your clothesline sales 
increase. Product visibility 
is there! And yet, the line is 
protected from dust, dirt and 
handling deterioration. And 
your customer will like the 
“Zip-String” Bag which can be 








= i The 
re wee * a clothespin bag, beach King Cotton 
bag, picnic bag, etc. pont 
@ Sash Cord 
Ask your jobber for oi tn 
KING COTTON. © Mason's Line 
@ Chalk Line 


e Cotton Rope 











JOHN H. GRAHAM & CO. 


105 DUANE STREET, NEW YORK 8, N. Y. 
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Here's a 
clothesline 
pulley with real 
“soles pull’. Its 


tightens it. Ideal for 


tennis and volley 
ball nets, or 

tent lines using 
No. 8 or 10 
cord. 













} 
i 


deep-grooved design, 
stainless steel axle, and 
Stanley quality construction assure 

years of trouble-free, noiseless service. 


Take the “sag” out of your 

sales with this popular 

Stanley “pull-tite” line clamp 
'...@ pull on the end of line 


tightening clotheslines, 














STANLEY 


‘Clothesline Hardware 


Stock these fast-moving wash-day 
favorites. Remember, customers 
| know and buy Stanley quality. | 


The Stanley Works, New Britain, Conn, 





[ STANLEY ] 









Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS | 
STEEL STRAPPING ® STEEL 














WHAT’S NEW 





wide metal tray. The tray fits into 
top of a gallon paint can and clips 
over the edge. Formed legs on tray 
can also be used on flat surface 
where small quantities of paint are 
used. Cover is of all-purpose Lonel 
and can be used to apply oil, water 
or rubber-based paints. Roller is of 
end-cap design with a lock washer. 
i} Z Paintr Corp. 
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Purse Rack 


Purse storage is no problem with 
this new purse rack which provides 
a roomy bin at topandthree movable 
hooks below for hanging shoulder- 
strap bags. Added to the K-Venience 
line of clothes closet fixtures, it can 
also be used in kitchen or bathroom 
for storage of odd-shaped articles. 
Model No. 552, it is 20% in. wide 








and extends out 9 in. Packed one to 
a box with screws furnished, it 
retails for $3.50; $3.85 in West. 
Knape & Vogt Co. 
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Refrigerator Line 

Highlighting 11 new refrigera- 
tors in the manufacturer’s 1953 
line: is a 7 cu. ft. Flash automatic 
Defrosting model with full color, 
door shelves, full width freezer 
chest and butter keeper. Listing 
for $269.95, it melts frost accumu- 
lation in the freezer chest in ap- 
proximately seven minutes, at the 
touch of a button. Included in the 
line are two no-defrosting Dual- 
Temps, a deluxe automatic defrost- 
ing and three Flash automatic De- 
frosting models in 7, 9 and 11 cu. 
ft sizes. Admiral Corp. 


For more data circle No. 26 on postcard, p. 83 
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Rubber Tile Flooring 


A new line of rubber tile flooring 
is resilient, durable and resistant 
to water and grease. Marketed 
under the Gold Seal label, it has 




















sound insulating properties. Avail- 
able in tiles 6x6, 9x9, 12x12 and 
18x27 in., there are 20 patterns in 
the 'x-in. thick tiles, 10 of which 
also come in 3/32-in. thick tiles. It 
has a smooth, polished surface, will 


not bleed, and color and design ex- , 


tend entirely through the thickness 
of the tile. Tile is easy for home- 
maker to install himself; instruc- 
tions available from manufacturer. 
Congoleum-Nairn, Inc. 
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Swiveling Tackle 


A 4 oz. and 8 oz. model lead has 
been added to the manufacturer's 
line of swiveling tackle. They have 
free-swiveling beads above and be- 
low weights to prevent line-damag- 
ing kinks and twists in offshore 
trolling. Completely rust-proof, 
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Who moved Ruth? 


You did, for one. And there are a hundred million 
others just like you. 

It’s tough to have to move a 50-year-old town. But 
there’s a lot of copper under Ruth, Nevada. And 
popular demand for copper and Brass alloys is in- 
creasing so sharply that Ruth is moving soon to the 
modern town of New Ruth, now abuilding. 

Yes, the demand for Brass is never so urgent as it 
is right after a period of shortages. For then it’s 
common knowledge, right fresh out of recent per- 
sonal experience, that there are no substitutes for Brass. 
From plumbing fixtures to TV parts, every industry 
knows that there are countless applications in which 
there’s nothing like Brass for workability, saleability 


. .. and serviceability which makes the golden- 
yellow metal the lowest-cost material in the long 
run, on job after job. 

Now if you want Brass sheet, rod and wire that’s 

made as you want it and delivered when you need it 
... then buy Bristol Brass .. . which is now rolling 
out of these modern mills faster than it ever did 
before. , - ’ 
The Bristot Brass CORPORATION, makers of Brass 
since 1850 in Bristol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, Dayton, Detroit, 
Los Angeles, Milwaukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 
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USE THIS 
AUTOMATIC 
SALESMAN... 


__ SALES-PROVEN 
PROFIT-MAKER 


in the Desmond - Simplex 


UTILITY VISE 
FREE DISPLAY DEAL 


Sales-proven—attracts attention and stimu- 


lates sales for hardware retailers. Large 
two-color background, set of pennants, 
and permanent display stand to hold five 
vises come FREE with initial order. In 
addition, Desmond offers useful Vise Ap- 
plication Folders . . . Free . . . Suggest 
many uses for these vises in Homes, 
Shops and on Farms. Only Desmond- 
Simplex Utility Vises have a complete 
range of sizes, all with enclosed screws 
and steel slides. For full details, ask 
your hardware wholesaler or mail the 
convenient coupon: 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 5 
Yes: Send me Bulletin No. V-10 and 
full details on your sales-proven 
Desmond-Simplex Utility Vise promo- 
tional deal. 


(Se SE eros gt Dee eS em Ve 
DE os derek iss tens SewseeSeel eels 











WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 83. 


leads need not be cleaned after use. 
They are made with a ring at one 
end and a lock-type snap at the 
other, with a large rounded shape 
to fit all lures and jigs. Retail prices 
are: 4 oz., 75 lb. test, 60¢; 8 oz., 
150 Ib. test, 80¢. Bead Chain Mfg. 
Co. 
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Seed Starter Tray 


This versatile tray, called the 
Carleo Seed Starter and African 
Violet Tray, can be used under all 





potted plants, with each pot draw- 
ing water as needed from the reser- 
voir beneath. It has a sub-irrigating 
feature in which water is applied 
to well openings at both ends of the 
box and reaches plant roots through 
perforated metal drainage tray at 
base of box, eliminating daily water- 
ing. The box is made of heavy-gage 
galvanized steel, finished in baked 
enamel garden green. Individually 
packed in descriptive cardboard 
folder, box measures 21x9x2% in. 
Carlisle Mfg. Co., Ine. 
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Surface Lure 


Actually two lures in one, this 
new surface model lure, called Top 





Ike, offers an effective popping ac- 
tion and also retrieves with the 
swimming-minnow motion on the 
surface. When popped it creates a 
real surface “boil,” or it can be re- 
trieved with a rod twitch to create 
a series of gurgling “chugs.” Upon 
a steady retrieve it leaves a life- 
like top-water wake. Weighing % 
oz., it is highly accurate in long 
distance casting. The 314-in. lures 
come in six different colors and re- 
tail for $1.25 each. Kautzky Lazy 
Ike Co. 
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Electric Ranges 


Eight new electric ranges for 
1953 with 40 pct larger ovens, built- 
in automatic French-fry kettles, 15 
pet more responsive baking and 
surface units, and a “color key” 
system of pushbutton controls are 
now available. Deluxe model, RD-19, 
shown here, has a double oven that 
will bake a 35 lb. turkey and two 





large casseroles, six 8-in. pies or 
cakes, or cook complete oven meal 
for 20 persons at one time. Prices 
range from under $200 for the 
Budget Model, RB49, and up. Hot- 
point Co. 
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Flush Tank Assembly 


Adjustable to fit any style tank, 
this flush tank valve rods and un- 
seating lever assembly is complete, 
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and operates from handle outside 


of tank. Inverted conical vertical 
wn x ag ca se 
hole design in lever arm prevents @ 
upper valve rod binding. Interlock- | | qe q@ KY i 


ing valve rods eliminate tank ball 
from spinning out of seating posi- 
tion. Stop and lifting nuts on upper 
ices valve rods assure permanent ad- 
justment. Easily and quickly in- 
stalled, no special tank ball is re- 
quired. Flex Mfg. Co. 















pping ac- for more data circle No. 32 on postcard, p. 83 
with the 
recto ® | Sail Repair Kit 
an be re- Only 4 in. high and 1 in. in diam- 
to create eter, this sail repair kit has a clear 
‘s.””’ Upon plastic cap that keeps water and 
S a life- 
ghing % 
in long 
-in. lures 
3 and re- 
ky Lazy 
teard, p. 83 
Wherever two Fuller 
Displays have been 
“yr om used in one store, 
rad ong sales have increased 
‘ 62.4% ... and our cus- 
ng and 
or key” tomers have the profits 
rols are to prove it! Be sure to 
-RD-19, rust weather out. Called No. CK-6, display two Fuller £2160 
en that it contains five different sizes of Screw Driver Assortments 
nd two rust-resistant sail needles, a small for triple sales-action. 


fid and a cake of twine wax. Three 
balls of high quality sail twine are 
in a separate plastic container. 
Moody Machine Products Co., Inc. 
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Everyone knows the terrific sales job 
Fuller's famous #2160 Screw Driver As- 
sortment is doing . . . Now Fuller's Dome 
Drivers will help double that success! 





i 
NOW! THE COMPLETE BASIC No. 2160 
ar as another ASSORTMENT CONTAINS: 
Called the Way-ette, this Palma- powerful coat So daeee cae ee te 
Knapp designed scale has a lus- addition... feet turnover. 
trous, durable plastic housing and . © 1 DZ. WOOD CHISELS in three sizes. 
is available in red, yellow or white. FULLER Ss oe ane i eveatossevcsevecese eng 
Compact and space-saving, it has Screw Drivers soncaote  aecaaenatatatia “ 
20 Ib. capacity by one ounce. have the USE OUR DOME + + *° 
“tt ee ee oS * * © to spark new sales. You can point 
Revolutionary to Fuller's new Dome Screw Drivers as a 
New Blister- Ai les, e smooth, rounded dome thet pods 
= the hand fortable protection * + * 
les or Proof Dome complete wn eo aivelien, unbreakable 


meal amber handle and cadmium high carbon 




















Prices steel blade! 

r the Order Today thru your Wholesaler 

. Hot- | 

veil FULLER Poe 

3522 WEBSTER AVENUE NEW YORK 67 

Ne WB orld’s Largest Producers of Unbre akable Amber Handle Tools 

tank 3 Export Sales Dept.: John H. Graham Co.. 105 Duane St.. N.Y. 

1 un- as 4 

plete, 
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Wrapping up a good sale 


Wren you wrap up Griffin Hack Saw Blades, you 
can be sure your customer will be satisfied. 

He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems, 

When you sell him Griffin Hack Saw Blades, you 


know he’ll be back for more. 


For more information ask your jobber — or write 


to us. 


GW. GRIFFIN CO. 


FRANKLIN, N.H. 





General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 83. 





4% in. and has a wide post that 
supports the platform without side- 
to-side sway. Graduations and 
numbers are easy to read, scale is 
easy to keep clean and can be car- 
ried by platform which cannot fall 
off. Pelouze Mfg. Co. 


For more data circle No. 34 on postcard, p. 83 


Grinding Wheel 

Claimed to be the world’s small- 
est grinding wheel, this wheel is 
only 1/16 in. in diameter and used 





for grinding extremely small holes 
in miniature bearings, bushings, 
instruments and similar applica- 
tions. Exact duplication of even the 
most minute parts is possible with 
this abrasive point. Chicago Wheel 
& Mfg. Co. 
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Rotary Snow Brush 


Called the Handy Dandy, this ro- 
tary snow brush will clean a 30-in. 
sweep of snow 4 in. deep. Rotary 
action of the brush throws snow to 
the side and cleans to bare surface. 
It has long-lasting bristle brushes, 
separate clutch on wheel drive, 2 or 
2% hp. Briggs & Stratton engine, 
two speed power drive to the wheel 
and operates in wet or dry snow. 
Brushes disconnect from motor 
completely for starting of motor. 
Retails for $169.50, including excise 
tax. Electric and other gasoline 
engine models available at lower 
cost. Le Claire Mfg. Co. 
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‘Tt Home Utility Cart 
Known as the Model 53 Handi- 


—— cart, this utility cart has 3% cu. ft. 
capacity and a body of welded steel. 





ation 


= | ps First Lesson 
in Fasteners 











ost that 
ut side- 
ns and 
scale is : > 
be car- Wh f f 
ot fall | 4. at is a rastener for 
ies In the medium price —- it has A fastener is a device for hold- 
a clean, curved interior, reinforced : 
edges and measures 21x13x27 in. ing two or more parts together. It 
_— Wheel bearings are oil-impreg- | should be dependable, tough and 
veel fe nated. Handles have comfortable 1 {\ durable —for without these qualities 
nd eek wooden grips. It is finished in —a fastener is not enduring. 
‘ baked-on enamel in bright orange, 
gray and green color combination. ‘ 
all Masters Planter Co. Why is toughness 
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Vise Soft Jaws | \ Without toughness you cannot 

These new type soft jaws for | be free from troubled service. Noth- 
vises utilize built-in permanent ing is stronger than its weakest link 
magnets and snap into position | —so be sure your fastener is tough. 


quickly and easily. A two-way V- 
groove locks the work in, holding | 
it in any position desired, regard- 
: : 
less of size or shape. The jaws are | 
made of an alloy that will not mar, 
scratch or gouge delicate finishes 
1 holes or highly polished metals. They 
shings, 


Where do you find 
C. toughness ? 


Toughness is found in all Triplex 
threaded fasteners. Toughness means 

























pplica- 
en the unexcelled quality. Specify TRIPLEX 
e with on your purchase orders for threaded 
Wheel f 
asteners and be sure. 

rd, p. 83 
1is ro- 

30-in. 
tary | The TRIPLEX SCREW @. 

w to 
ao retail for $3.15 per pair for vises 5317 Grant Ave. Cleveland 5, Ohio 
ushes, with 3 or 3% in. jaw widths and 
, 2 or for $3.45 for 4 or 4% in. sizes. Semi-Finished Nuts 
ngine, Magne-Grip Tool Co. n 
wheel For more data circle No. 38 on postcard, p. 83 Cap Screws g Machine Bolts 
snow. 
motor Set Screws Carriage Bolts 
notor. Snow Plow Wax 
XC1SE Suitable for brush and spray ap- 
soline plication, this new universal type 
lower snow plow wax has high Carnauba 

content and includes a new silicone 

|, p. 83 additive that produces an extra 
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HELLER SAW FILES! 


Wi! acces p thing es, 
%a/ers ‘por; ss 












You can’t blame a saw 
filer for insisting on 
a HELLER. Once he’s 
tried it, once he’s seen 
how quickly a 
HELLER puts that 
keen super-sharp edge 
on the saw teeth, he’s 
sold for good! He 
won’t accept any 
other file. 

A HELLER Saw 
File is a file for which 
the user 
WON’T ACCEPT 
A SUBSTITUTE. 





Only HELLER Saw Files 
Have All These Features 


Precision milling of the 
blank, uniform tooth struc- 
ture; advanced edge design 
minimizing breakage or 
shelling; exacting accuracy 
in texture and cut; the right 
temper that means lasting 
service and more effective fil- 
ing —these features put a 


HELLER in a class by itself. 
Lengths 4” to 8” in regu- 











lar taper, slim, extra slim 
and double extra slim. 





HELLER 


BROTHERS COMPANY 


A New Jersey Corporation 
_ America's Oldest File Manufacturer — | 
NEWCOMERSTOWN, OHIO \| 


Ask also about our complete line of 
Hammers; Masterenches; Scrapers; 
Trowels ‘and other quality Is. 
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@ For more information on these products and services 
use free post card on page 83. 


slippery surface coating and has 
unusual adhering qualities. Known 
as Snow-Rem Universal, it elimi- 


SPECO 


SNOW-REM 


UNIVERSAL 


Snow Pi Wee 
"th Comoyba lace on 





nates the need for thinning ordi- 
nary waxes or for stocking both 
spray and brush wax. Wax is also 
said to be an effective anti-rust 
coating. Available in 1 and 5 gal. 
cans and in 55 gal. drums. Speco, 
Ine. 
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Chick and Cart Toy 


Called the Baby Chick Tandem 
Cart No. 50, this attractive pull toy 
has a light blue adetate plastic cart 
and a bright yellow baby chick with 
hardwood turned body. Also avail- 
able is a Baby Duck Tandem Cart 
No. 75, with bright red cart and 
yellow duck. All axles are of steel. 
Each toy is 8x314x2% in. and can 
be filled with candies, small toys 
and other spring and Easter items. 
Suggested retail price is 29¢ each, 
slightly higher in West. Fisher- 
Price Toys, Ine. 


& 
y 
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Silver Cleaner 


Just-dip-and-rinse is the feature 
of this liquid silver cleaner that 
chemically removes tarnish in- 
stantly on contact, or by appli- 
cation with dampened cloth or 
small brush. Called Instant-Dip, it 
is harmless to silver or to the per- 
son using it, and is non-toxic and 
non-inflammable. No rubbing is 


. 
a 





necessary and it is effective on 
solid or plated silver, gold, brass 
and copper. It can be used over 
and over again without losing its 
effectiveness. Larger size retails 
for $1.98, smaller size for 98¢. 
Lewal Industries, Inc. 

For more data circle No. 41 on postcard, p. 83 


Ground Clamp 

This low-priced ground clamp, 
Model GC-200, has a rated capacity 
of 200 amperes. Called the Cub, it 





features a protruding upper lip for 
extra leverage, wide jaws for added 
conductivity, serrated lower jaw 
which removes rust and scale as 
the clamp is applied, a strong and 
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No. 4 
Machine only — without motor and board 
— cuts all cylinder and automotive keys. 


No. 4F 
Same as No. 4 but with extra cutter for 
flat steel keys. 


Same as No. 4 but mounted on board, with .— 
motor and 6 foot extension cord. oT onl = Say 


No. 41/2F " 
Same as No. 4% but with extra cutter for —_. : 
flat steel keys. ——— 
USE OUR 
“PAY AS YOU PROFIT PLAN” 


Write today for complete information 
OR CONTACT YOUR JOBBER 


KE YouPl/CATING MACHINES 


KEIL LOCK CO.,inc.: CHARLESTOWN,NEW HAMPSHIRE 








HARDWARE AGE, NOVEMBER 27, 1952 





ee 


















Waterloo boxes are COM- 
PETITIVELY PRICED. Made to 
outlook, outlast, outsell com- 
Petition. 


Stock your counters with 
eye-catching Waterloo 
Boxes. Write your jobber or 
send for free catalog. 


NAME 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA 


Gentlemen: Please rush me the new 1952 Catalog. 


MORE BEAUTY 
Only Waterloo Boxes have the exclusive WEIGHT SAVING 
DESIGN that catches and holds customers, first glance. 


MORE MODELS 
The Waterloo line is a COMPLETE LINE with a box for 
every job. No customer need buy a box unsuited to his 
specific requirements. 


MORE VALUE 

Waterloo boxes are PRECISION MADE—PRECISION 
ASSEMBLED—PRECISION INSPECTED. Give cus- 
tomers the finest box money can buy. 





CITY 


ADDRESS, 





STATE 




















WHAT'S NEW 


fully insulated spring, and simple 
bolt and clamp connection. Tweco 
Products Co. 
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Sealing Compound 

Snow white and formulated from 
liquid plastic, this compound is for 
sealing, caulking, and _ patching. 


Called Dewk, it is especially for 
sealing cracks and_ separations 
around bathtubs, washbowls and 


sinks, and for patching breaks in 
tile and marble cement. It is ap- 
plied by squeezing from a tube; it 
is water soluble until it sets; may 
be easily smoothed with water; and 
will not become brittle, crack, peel 
or shrink. DeWitt Products Co. 
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Plastic Clown 


Called Bobo, this inflatable plas- 
tic clown has a weighted bottom 
and a bright red nose which has a 
noise maker in it. Dressed in typi- 
cal clown regalia with his name on 
the front, he is a colorful roly-poly 
toy that cannot tip over. Doughboy 
Industries, Inc. 
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Door Hanging Kit 

This Handyman Builders’ Kit, 
H23, consists of the H39 % hp. 
motor, router base, plane attach- 
ment, and the new T-H7 door and 
jamb butt templet. It has all the 
attachments and accessories needed 
to hang a door in quick time. The 
templet is light, compact and easily 
adjusted; it is collapsible and al- 
lows mortising for either two or 
three hinges on doors 1% to 2 in. 
thick. The motor used in the plane 
attachment, handling doors up to 
113/16 in., is easily converted to 


Ee i cemact 


a hinge butt router. All equipment 
fits into metal carrying case. Stan- 
ley Electric Tools. 
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Power Chain Saw 


To the attachments marketed by. 
the manufacturer, a new 29 lb. 5 
hp. combination gasoline engine 
and chain saw is being offered. 
Called the 2MG, attachments as- | 
semble quickly and convert it into | 
an earth auger, a wood drill, a con- 
crete vibrator, a concrete surfacer 
and a sump pump that pumps about | 
5,00C gal. per hour. Mall Tool Co. 
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Weatherproof Paint 


All masonry surfaces, including 
stucco, cement, building blocks, as- 
bestos-cement shingles and brick, 
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Exclusive patented interlocking 

reel arrangement. Sell 100 feet, 

200 feet, or 300 feet as a single 

unit or pull off any cut length— 
inkii 


IF YOU HANDLE THE 


WATERBURY 


ROPE RETAILER! 


No kinky problems if you use the Waterbury 
Rope Retailer. This compacf, modern merchandiser 
does away with your rope measuring and pack- 
aging problems, and there's no trick to it. 


With the Waterbury Rope Retailer, simply cut 
the rope connection between the reels and you 
have 50 or 100 feet of rope on a neat, package 
size reel. This patented reel arrangement invites 
your customers to buy a full reel at a time. It 
means more sales with less effort. 


If cut lengths are desired, just unreel the re- 
quired amount. Since the reels turn, the rope comes 
straight off without the kinks you usually get when 
rope is pulled from the center of a coil. 


The Waterbury Rope Retailer is an attractive 
display occupying less than 4 feet of floor space. 
It is a complete rope department carrying all pop- 
ular sizes: 1/4, 5/16", 3/8",. 1/2", 5/8", and 
3/4". It keeps your rope neat and clean at all 
times. The last — of rope is as saleable as the fest. 
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aenaniee street, oor Tne 
































COPROX® is the copperized cement 
coating you and your customers 
read about in LIFE, COSMOPOLITAN, 
SATURDAY EVENING POST, many 
other magazines, and in newspaper 
editorials throughout the country 


This avalanche of publicity. . . plus 
Cooperative advertising (newspa- 
pers, streamers, circulars) 8 
bringing more sales, more profits 
to dealers from coast to coast 


Fully protected by United States 
Patent (U.S. Pat. No. 2,556,156), 
COPROX, with its exclusive acti 
vated copper and its proven, effec 
tive action against water and 
dampness, is the answer to wet 
walls and basements. COPROX was 
used in over 100,000 basements 
last year! 


Start cashing in on the big COPROX 
success story write for details 
today 


COPROX, 


fl C . 
. a c 
EN Ut 


1270 SIXTH AY 


RC KEFEL 
NEW YORK 20 N Y 
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@ For more information on these products and services 
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can be coated in decorator styled 
colors and given weatherproof pro- 
tection with this new rubber based 
masonry paint. Called Mason-Dri, 
it has a durable non-lustrous finish 
and contains insulating qualities. 
Applied by brush, roller or spray, 
it will not crack, peel or flake even 
in the face of sharp temperature 
changes. Quick drying, it comes 
in Caenstone, Holly, Cloud, Jonquil, 
Brickdust, Delft and Beige. Sapolin 
Paints, Inc. 
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Metal Merchandiser 


Added to the Spacemaster line of 
metal merchandising equipment, 
this Econ-O-Flex Salesmaker 70-A 





is priced under $80 and provides 
three times as much selling space 
as ordinary counters. Highly flex- 
ible, it has sturdy 1-in. tubular 
steel legs and strong, lightweight 
shelving of Novoply laminated 
wood, complete with metal pricing 
channel to accommodate %-in. 
price tickets. Reflector-Hardware 
Corp. 
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Keyless Locks 


These keyless locks are designed 
to work in the dark because they 
“click.” The dial is turned and 
clicks counted, thereby allowing op- 
eration without light. They come 
in two types: the stop-type keyless 


padlock with a fast-action touch- 
click combination starting from a 
positive stop; and the type that 





starts from zero on the dial with a 
certain number of clicks to the 
right or left and then reverse four 
or five times. The line includes 
bicycle locks and _ padlocks for 
garages, tool boxes and doors. C. L. 
Gougler Keyless Lock Co. 
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Floor Wax 

Called Electrowax, this specially 
prepared wax for use with electric 
polishers contains pure Carnauba 
Wax and Du Pont’s Ludox (col: 
loidal silica) among other ingre- 
dients which provides minimum 
slip resistance. Free flowing wax in 
liquid form, it will dry in about 20 
minutes and, after polishing, is re- 





sistant to moisture, grease, ordi- 
nary acids, scuffs, etc. It is suitable 
for all types of floors. Shetland Co. 
For more data circle No. 50 on postcard, p. 83 


(Resume reading on page 13) 


HARDWARE AGE, NOVEMBER 27, 1952 








Wood fr: 
16 ga. con 
barrow 


6. 


One 
row 
over 
freig 
barr 
and 
and 


skill 
type: 


(ILE 


HARDWARI 





ces 


on touch- 
g from a 
type that 








al with a 
s to the 
erse four 

includes 
ocks_ for 
ors. C. L. 


steard, p. 83 


specially 
1 electric 
Jarnauba 
lox (col- 
Yr ingre- 
ninimum 
g wax in 
about 20 
ig, is re- 





e, ordi- 
suitable 
land Co. 
card, p. 83 


e 13) 


27, 1952 








Crimson and nile green, 18 
ga. seamless-tray garden bar- 
row; semi-pneumatic 10x2.75 
tire. Packed 1 or 3 to carton. 


Wood frame, 
16 ga. concrete 
barrow 


. Tubular 

4 frame, 14 ga. 
contractors’ 
barrow. 


ays Its Way 


One complete source for all your bar-. 
row and truck needs... Improves turn- 
over ... Widens sales range . . . Cuts 
freight costs. Over 100 models of wheel 
barrows, 2- and 4- wheel trucks, dollies 
and skids. Replacement truck casters 
and wheels. All built with 80 years of 
skill for heavy service in designated 
types of duty. 


THE 


KILBOURNE & JACOBS 


MANUFACTURING CO, 
COLUMBUS 16, OHIO~ 
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JOBBERS! DEALERS! 


SELL QUALITY IN 
QUANTITY WITH THE 
HURRICANE LINE 






A JOY FOR JOBBERS: It’s a real pleasure to 


handle Hurricane! Re-orders are practically 
automatic once this quality line enters a dealer’s 
inventory. In fact, jobber sales are doubling, 
even tripling, year after year. If you want a 
power mower line which won’t backfire, won’t 
leave you holding the bag, take on Hurricane now! 
A DREAM FOR DEALERS: Hurricane quality 
is so simple to sell! Customers recognize the 
long-term economy in owning a machine that 
stands up, never becomes obsolete. With the 
Hurricane line, headaches and losses from cus- 
tomer complaints are a thing of the past. There’ll 
be no kickbacks, no need for costly adjustments 
or refunds. Write the address below for com- 
plete details. 





HURRICANE GLIDER — the 


economy model. 2-h.p. engine 


HURRICANE JUNIOR —18” 
replica of the big Hurricane. 
Trim, lightweight — for small 
lawns. 2-h.p. engine. 


— 18” cutting swath. Top- 


quality at budget price. 


Engineering Features for Quick, Easy Sales 


@ 4-cycle, 2-h.p. gasoline engine @ full-foating friction drive 
@ adjustable cutting height — V2” to 32" @ 4 large, equal- 


diameter wheels @ special hinged safety guard and grass throw- 
out @ folding handle for easy storing. 
Ports Always Available 


Genuine Hurricane parts always in stock. Shipped at once. All 
— no matter what year it 


new modifications fit any model 
was produced. 


For full facts on 


Write: National Metal Products Co. 
Dept. H-14, 2722 Cherry St., Kansas City 8, Missouri 






alttagteclits 


ROTARY POWER MOWERS 
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Tool Handle line, ovr factory at 
Bedford, Virginia has been working 
day and night to fill orders taken at 
recent shows and conventions. 


The EZY-FIX is as different from 
ordinary handles as “day is from 
night”. A self-service re-handling 
kit with necessary wedges and in- 
structions is firmly attached to each 
EZY-FIX handle. The eye of each 
handle is slotted to make wedge- 
driving easy and is gauged to give 
a factory-like fit when re-handling 
all popular makes of tools. Every 
EZY-FIX handle is clear lacquered: 

1. To bring out the fine quality of 

Appalechian white hickory. 

2. To preserve the fresh finish 

while in the dealer's stock. 

3. To protect it from moisture 

ond deterioration while in use. 

The EZY-FIX Line includes all the 
popular types of handles for striking 
toolsHammers, Hatchets, Sledges 
and Axes. 

lf your jobber doesn't stock 
EZY-FIX Handles, write us and we'll 
send full information. 


* TM. REG. APP. FOR 


FLEISCHMANN HANDLE COMPANY 


Executive Offices: Tower Bidg., Baltimore 2, Md 
Main Plant: Bedford, Va 
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TO HELP YOU SELL 








New Displays and Other Dealer Sales Helps 


(Continued from page 13) 


package, in bright green, yellow 
and black, will catch the customer’s 
eye. The Integralock, 7645AS, fea- 
tures the Sentry Bolt, a dead bolt 
placed horizontally in the lock to 
provide nearly an inch of tough, 
extruded brass protection; and a 





Shear Pin that breaks under ex- 
treme torsion if the lock is forced 
with a pipe wrench or the like. The 
lock comes in solid brass or satin 
finish aluminum and retails for 
about $20.70. Sargent & Co. 
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Fishing Rod Rack 


Designed to function as a mer- 
chandiser at the point-of-sale as 
well as a permanent display, this 
rod rack, 24x9% in., mounts on 
wall and holds 21 bait casting, 
spinning and fly Wonderods that 
can be hung by a guide or by the 
tip. Finished in red, yellow, black 


BLASS FiReR 


WONDERODS 





and white. It is constructed of 
Masonite and wood and comes 
complete with mounting screws. 
Available free with purchase of 
No. 1000 Wonderod Assortment, 
consisting of six Wonderods, three 
at $7.95 and three at $11.25, at a 
list price of $57.60; or the No. 
2000 DeLuxe Assortment of six 
Wonderods at a list price of $96.20. 
Shakespeare Co. 

For more data circle No, 52 on postcard, p. 83 


Floor Tile Display 

Available free, this attractive 
dealer display is designed to pro- 
mote sales of KenRubber tile. It is 
23% in. high and 251% in. wide, and 
is lithographed in eight colors 
showing a home interior with a 
KenRubber floor. For window or in- 
store use, it has a standing figure 





set a little forward of the main dis- 
play and creates an illusion of 
depth. It also gives a customer a 
picture of how the tile floor looks 
after installation. Kentile, Inc. 


For more data circle No. 53 on postcard, p. 83 


Safety Tread Folder 


This new file-size folder quickly 
provides detailed information on 
practically every type of safety 
tread application. It contains 28 
illustrations of details on abrasive 
cast and safe groove treads, ex- 
pansion plates, platforms, curb bars 
and floor grids. Available free, it 
describes the various tread surfaces 
of Ferrogrit, Alumogrit, Bronzo- 
grit and Nicklogrit. Wooster Prod- 
ucts, Inc. 

For more data circle No. 54 on postcard, p. 83 
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Anchoring Device Chart 


Called the Selector Chart, this 
comprehensive guide classifies each 
anchoring device according to load 
type, masonry classification, safe 
working load and metal table. The 
four load types are dead, variable, 
vibrating and shock load. The 
masonry ~ Classification includes 
brick or plaster, stone or concrete, 
glass or marble, and hollow wall. 
Safe working loads are specified 
for each product from % in. to 1 
in. The metal table gives mate- 





rial specifications of the various 
devices: steel, maleable iron, zinc 
or lead alloy. Available free. U.S. 
Expansion Bolt Co. 


Por more data circle No. 55 on postcard, p. 83 


Yule Lighting Booklet 


This free 20-page booklet is de- 
signed to help keep holiday lighting 
gay, warm and attractive in a small 
or large store. It contains new 
large-scale lighting ideas for the 
Christmas season. Called “63 Bril- 
liant Ideas for Christmas Light- 
ing,” it is keyed to the slogan 
“There is a Westinghouse Bulb for 
Every Lighting Purpose.” Illus- 
trated with line drawings, it offers 
suggestions for lighting smaller 
fronts and display windows, and 
discusses decorative street lighting. 
Westinghouse Electric Corp. 

For more data circle No. 56 on postcard, p. 83 


Pressure Pan Display 


Featuring the theme “Cooking 
Without Looking,” this motion dis- 
play card is designed to merchan- 
dise the Mirro-Matic pressure pan. 
It has a small battery-operated 
mechanism that moves the blind- 
fold up and down over the woman’s 
eyes. This motion calls attention to 
the importance of the pan’s audible 
Pressure control. The attractive 
four-color card attaches to the 
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ROUND SEATTLE CHAIN CORP. 
Seattle 8 







THE BRIDGEPORT 
HAIN & MFG. CO. 
Bridgeport 1 







ROUND SEATTLE CHAIN CORP. 
Portland 10 













THE ROUND CHAIN & MFG. CO. 
Chicago 38 @ THe cuevELA 

CHAIN & MFG. CO. 

OHIO HOIST & MFG. CO. 


THE PLATING AND 
GALVANIZING CO. 


Cleveland 5 






ROUND WOODHOUSE 
CHAIN & MFG. CO. 








ROUND CALIFORNIA CHAIN CO. 
Se. San Francisco 






Trenton 7 





ROUND LOS ANGELES CHAIN CORP. 
Los Angeles 54 






THE SOUTHERN CHAIN & MFG. CO. 
Birmingham 4 






' There's a 
| Rourd CARIN COMPANY 


right in your territory! 


~~ : 
ee sas 
ROUND CALIFORNIA CHAIN CO.— 


an important link in the nationwide Round Chain 
organization — is under the direction of J. D. 
Cavan, a Round veteran of 15 years. Like all other 
Round Chain Companies, Round California sup- 
plies a complete line of welded and weldless 
chain, slings, chain hoists, electric hoists, trolleys 
and winches. Sold exclusively through wholesalers 
and distributors. 













| CHAIN COMPANIES 
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to No. 2... all sizes 
pletely refillable. 





Yes, we now have 62 Assortments 


.. AND THEY'RE ALL REFILLABLE! 





ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 
hooks . . . 7 sizes from No. 14 


2 MORE 
SHARON REFILLABLE 
ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


com- 





ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes... . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


: vi 
Shawore Boll and Scbeut Co 


BOSTON 
MASS. 

























for 


tive display box. 


“LONG-GRIP”’ 


ful display box. 


Pocked | dozen in ottrac- 


NO. 12CL 


MENDERS 
Packed 2 dozen in color- 


Ouly Shounen 


HAS COUPLINGS and MENDERS 


7/16”, Yn", ye", 34" 
RUBBER OR PLASTIC HOSE 


NO. 85CL Plastic hose in sizes under 12” is 
“LONG-GRIP” rapidly gaining popularity, Only 
COUPLINGS Sherman has the new 7/16” sizes — 


couplings and menders designed espe- 
cially for plastic hose. All sizes have 
Sherman’s outstanding features — the 
famous patented staggered fingers, 
extra deep multiple corrugations, and 
extra long tail pieces. 


you Nees 


FOUR SIZES 
TO SERVE 
YOUR TRADE! 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 83. 


Mirro-Matic pressure pan display 
fixtures now in use. A description of 
this display appeared incorrectly in 





the Oct. 16 issue of HARDWARE AGE. 
The above description is correct 
Aluminum Goods Mfg. Co. 


For more data circle No. 57 on postcard, p. 8 


Vacuum Cleaner Sales Aid 


This new sales tool, called a dirt 
Vizu-o-lizer, is an aid to dealers in 
the current G-E vacuum cleaner 
sales campaign. It fits the cleaner 
wand of any G-E cleaner. Dirt 
picked up by the cleaner becomes 
visible on a white fiber filter in- 
serted in the clear plastic Vizu-0- 
lizer, giving customers a striking 
demonstration of the cleaner’s suc- 
tion power. Each Vizu-o-lizer 
comes packed with 100 fiber filters 
and a complete set of directions at 
a cost of $3.95. General Electric 
Co. 





For more data circle No. 58 on postcard, p. 83 
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Freezer Promotion 


Christmas promotion kit to boost 
the sales of the new Deepfreeze 
upright home freezer and deluxe 
11 ft. refrigerator is now available. 
Kit includes a set of 600-line mats, 
a set of three wall and window 
streamers done in holiday colors, 
100 5x7 in. Christmas cards for 
dealers to present to customers, 
radio and television scripts and 
commercials for tie-in with na- 
tional campaign. Each kit also 
contains reprints of full-color na- 
tional advertisement. Deepfreeze 
Appliance Div., Motor Products 
Corp. 


For more data circle No. 59 on postcard, p. 83 


Christmas Tool Display 


Bright green and red cardboard 
Christmas tree is designed to fit 
atop P&C 


self-service merchan- 





disers as a holiday tool selling aid. 
It can also be used in many other 
places throughout a store. The tree 
is three dimensional and can be 
clearly seen from any direction. 
Gay garlands and Christmas orna- 
ments are printed on it and a sales 
Message is on the base. It comes 
ready to set up with no special as- 
sembly needed. Smaller tree dis- 
plays are also available for store 
decoration. P&C Hand Forged Tool 
Co. 


For more data circle No. 60 on postcard, p. 83 


Paint Selling Aids 


Included in sales aids available 
to paint dealers are a Paint and 
Color Style Guide (top in illustra- 
tion), containing 100 16x16 in. 
pages of full-color pictures of lived- 
in rooms; 1953 Home Decorator, 
center, 44-page book of decorating 
ideas and helpful painting tips; 
Style Guide and Color Companion, 
bottom, containing full-color pho- 
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WITT CAN users occasionally send us letters, post- 
cards—yes, even birthday cards telling us about the 
wonderful condition of their twenty to thirty year old 
WITT CANS. 

Hard day in and out usage rather than esthetic ap- 
preciation prompts the purchase of WITT CANS—yet 
the comments we receive indicate a pride of posses- 
sion that bears investigation. ' 

Perhaps you are wondering why WITT CANS last so 
long. Here are just a few reasons: 


STRAIGHT SIDES—assure extra resistance to rough handling. 


DEEP ROLLING CORRUGATIONS—run full length of Can, 
adding further rigidity. 


HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 

HOT DIP GALVANIZING—a hand process after fabrication, 
insuring heaviest possible rustproofing. 
PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 


WITT CANS HAVE THE “RIGHT” ANGLE 








“Originators of the 
Corrugated Can” 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
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SEE AMERICA’S FASTEST 
SELLING SNIPS 


The Finest- 
At A Far Lower Price 












Circular Pattern 


Longer Lasting Cutting 
Edge — Accurately Ad- 
justed—Fully Guaranteed 
—Compare Them Yourself 


"| 
@ 


“ Bergman TOOL MFG. CO. INC. ga 
| Toot S| 1573-1575 NIAGARA ST BUFFALO 13, N. Y. or write. 


Manufactur 








XY 





hed 1899 ng Fine Quality Tools For Over 50 Years 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After AUL! 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 







Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 












JOLIET, ILLINOIS 
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| TO HELP YOU SELL 





| 


tos of rooms and giant color chips, 
| and shows 520 different decorative- 
ly correct color harmonies. Also 
| available are The Color Supple- 





ment, a folder which translates the 
theory of good companion colors 
into 16 color harmony groupings 
of five colors each, and customer 
service pamphlets. Sherwin-Wil- 
liams Co. 

For more data circle No. 61 on postcard, p. 83 


Christmas Rule Display 


This attractive counter display 
features the Big Chief steel tape 
rule to boost Christmas sales. Dis- 
play contains sales copy and a pic- 
ture of the rule with a Christmas 
tree background. The rule has a 
34-in. wide white blade and extends 
10 ft. up for overhead measure- 
ments without buckling. A _ short 
section of the rule is inserted in 
the display to stress such features 
as double graduation in both feet 
and inches, and the jet black mark- 
ings on the white blade. Carlson & 
Sullivan, Ine. 





Tan measure ot FICASAne wit, 


Crive a 











For more data circle No. 62 on postcard, p. 83 
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Power Tool Promotion 


Consisting of five major pieces, 
supplemented by numerous con- 
sumer handouts, this power tool 
promotion package is offered free to 
dealers who order three or more 
Fixmaster Kits. Package is valued 








at $7.50. Principal display is a 
Perm-Align drill counter and win- 
do piece, lower right, that employs 
sound, motion and light. Also in- 
cluded are a Fixmaster counter and 
window card, lower left, that fits on 
the opened cover of a kit case; Fix- 
master and Perm-Align banners, 
top, for window or inside display; 
a mailing piece imprinted free and 
several colorful handout folders. 
Point-of-sale program is backed by 
extensive national advertising cam- 
paign. Cummins-Chicago Corp. 

For more data circle No. 64 on postcard, p. 83 


Tack Packaging 


The buyer of tacks and rivets can 
see what he is getting with this 
new packaging, plastic transparent 
tubes. Priced at 10¢ each, tacks in 
all sizes are now packaged in one 
size to a tube and sold to the re- 
tailer in units of one or three dozen 
to a display carton. Selection can 
consist of one size or many sizes 
and styles in either carton unit. 
Display carton is colorful and com- 
pact, occupying a minimum of 
space. Shelton Tack Co. 


For more data circle No. 65 on postcard, p. 83 


Brush Display 


This nylon paint brush display 
box in red, white and black features 
the sales message, “‘Bristles Perma- 
nently Locked-in, Will Not Shed.” 
Dealer can mark in prices for each 
brush size. Display box can also be 
used as a shipping carton since its 
contents are clearly marked on 
the outside. One-piece construc- 
tion keeps contents clean. Ali 
brushes in the six display box as- 
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TODAY'S MOST PROFITABLE HARDWARE FEATURES 








AMERICANA 


KNOB 


with screws 
#391 





~ 2 LL nt a wm 





AMERICANA 


“HL” HINGE 


with screws 
2#320—tor flush doors 
#317—for %"' offset doors 





AMERICANA 


| “H" HINGE 


with screws 
#318—for %'* offset doors 
£319—for flush doors 


AMERICANA 


DRAWER PULL 


with screws 
#394 





e 

tomers are looking for I 
.. the most popular line : 
2 


WRITE TODAY 
FOR COMPLETE CATALOG 


| The hardware your cus- 
| 





you can feature! Every 
“Americana’’ item 
| is beautifully formed 


pRODUCTS Co. 
N. Y- 


in hammered steel 
finished in ‘Star 
Brite’ Black, An- 
tique, Copper or 
Brushed Brass. 


METAL 
| Brookly® 17, 





Sold through wholesalers only 
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SPINTIT 


REG. U. S. PAT. OFFICE 


i 





ORIGINAL 


WRENCH 
WITH THE 
SCREWDRIVER 
ACTION 








@ ASSEMBLY WORK 
@ REPAIR WORK 

@ RADIO 

@ TELEVISION 

@ INDUSTRIAL 

@ AIRCRAFT | 


Inc. 


STEVENS WALDEN, 
WORCESTER 4, MASS. 
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TO HELP YOU SELL 








© For more information on these products and services 
use free post card on page 83. 


sortments are made of Pre-Tipped 
Permanent Wave Nylon. Two as- 





sortments are made up of varnish 
brushes and four of wall brushes. 
Rubberset Co. 


For more data circle No. 66 on postcard, p. 83 


Kitchen Items Display 


This No. 6 point-of-sale display 
board for use with Dazey Kitchen 
Help Products is finished in nat- 
ural wood with yellow trim and 
gray base. Only 18 in. high, it 
comes packed set-up and ready 
mounted with six kitchen items, 
three various priced can openers, 
one egg beater, one knife sharpener 
and one ice crusher. Display board 
is free with purchase of the mer- 
chandise contained on it. A descrip- 
tion of this display board appeared 
incorrectly in the Oct. 2 issue of 
HARDWARE AGE. The above descrip- 
tion is correct. Dazey Corp. 





For more data circle No. 67 on postcar’ p. 83 


Bait Display Boxes 


Four spinning baits are now 
being shipped in colorful counter 
display cartons. The %%4-o0z. size 
Spinning Jitterbugs, Spinning Hula 
Poppers, and the No. 1 and No. 2 
Spinning Hawaiian Wigglers can 
now be displayed on the counter, in 
the showcase or window. Each car- 


a Ne 2: 
‘gins 


Coe 


- 








ton includes six spinning baits in 
individual transparent plastic top 
boxes. Fred Arbogast & Co., Ine. 


For more data circle No. 68 on postcard, p. 83 


Tile Color Chart 


Called New Color Magic, this 
color chart is designed as a mer- 
chandising aid for the sale of 
Matico asphalt tile. The four-page, 





full color folder shows the complete 
line of Matico colors and tells the 
story of how Matico has been forti- 
fied with polystyrene plastic res:n 
to provide greater density, flexibil- 
ity and brighter and truer colors. 
Mastic Tile Corp. of America. 


For more data circle No. 69 on postcard, p. 83 


(Resume reading on page 14) 
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CASH IN ON GROWING 
DO-IT-YOURSELF” MARKET 


HOLT 


SANDERS, 


EDGERS, 4 
- POLISHERS 3 





Equipment Quickly Pays for 
Itself, Builds Store Traffic, 
Helps Sell Wax, Paint, 
Sandpaper, etc. 


@ HOLT Rental Sanders and 
Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
s often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
You profit two ways—(a) from 
rentais, (4) from related sales. 





Stell F OV Gg ~ 
* 

° 

* 


Rent HOLT Polishers 
and increase your 
wax sales. 

oe 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 
name and address in margin of 
this ad and mail NOW. 





Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, closets, 
boats, etc. 7 


MANUFACTURING 


COMPANY 





272 BADGER AVE. 


669 - 20TH ST. *, 
NEWARK 8, N. J. 


OAKLAND 12, CALIF. . 


HARDWARE AGE, NOVEMBER 27, 1952 








FURNISHED IN 
NEW 
Jrim-A-LUSTER ® 
FINISH 


WILL NOT RUB 
OFF BLACK 











HANDY DISPLAY RACK 
SELLS = 





MOULDINGS 


"sn atake’ 


@ Do you want more aluminum moulding business? Do you 
want the greater sales and the bigger profits that are yours 
when you sell Trimedge Extruded Aluminum Alloy Mouldings 
with the TRIM-A-LUSTER FINISH that won’t rub off black? 
Trimedge has designed this moulding dispenser to sell for 
you with practically no effort on your part. It commands 
attention and sells 6-ft. lengths of Trimedge Mouldings “on 
sight”. And it’s yours absolutely FREE! Units are equipped 
with 12 sections to carry a total of 84 six-foot lengths of the 
most popular Trimedge numbers. Attractive booklets illus- 
trating easy application of Trimedge Mouldings are furnished 
with each unit. Contact your Trimedge distributor today or 
write us direct, and watch your moulding profits grow! 


TRIMEDGE, INC. 
4021 MAHONING AVE., YOUNGSTOWN 1, OHIO 


COPY RIGHT 1952——-TRIMEDGE, INC. 





*Trade-mark registered U. S. Patent Office 
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HIGH in value 
LOW in price 





The New 
Peerless 


FREZO 


For a quality freezer, you can't 


beat its price. Has many distinc- 
tive features. Multi-action design 
for quick freezing and smooth 
texture. Fully enclosed, easy-run- 
ning gears. Increase your profits 
with this fast-seller. 


Household Sizes: 2 to 8 Qts. 


PEERLESS 
FREZO FEATURES: 





GEARLESS CAN TOP 





DASHER WITH 
ADJUSTABLE SCRAPERS GEAR FRAME 
GEARS INCLOSED 





The PEERLESS FREEZER Co. 


WINCHENDON, MASS. 
Ask Your Jobber 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





Hand Tool Ceilings Put 
Under Machinery Order 


OPS recently placed manufactur- 
ers of certain hand tools, subassem- 
blies and parts under coverage of 
the machinery pricing regulation, 
CPR-30, removing them from the 
general manufacturers’ pricing reg- 
ulation, CPR-22. 
| The tools affected include the 
| general categories of machinists’ 
tools, miners’ tools, cement workers’ 
tools, logging tools, blacksmiths’ 
tools, automotive tools, etc. 

Manufacturers who have already 
established ceiling prices for these 
items under CPR-22 need not re- 
establish ceiling prices under CPR- 
30. However, new manufacturers 
must comply with CPR-30 rather 
than CPR-22. 


OPS Decontrols 
Some Brooms 


Sales of floor brooms and whisk- 
brooms by manufacturers, whole- 
salers, and retailers were recently 
removed from price control. Price 











ceilings remain in effect on other 
household cleaning articles, includ- 
ing all brushes,and brooms made of 
synthetic filaments or vegetable 
fibres. The decontrol action was 
authorized by General Overriding 
Regulation 5, Revision 1, Amend- 
ment 9, effective Nov. 6. 


Furnace Producers Ask 
OPS for Earnings Study 


Manufacturers of warm-air fur- 
naces have asked OPS to undertake 
an earnings survey of their indus- 
try to determine if relief from 
cost-price squeezes may be granted. 

Industry spokesmen explained to 
OPS that it would be almost use- 
less for their industry to apply for 
relief under SR 35 of CPR 22, since 
outbound freight charges are a 
relatively unimportant item in their 
prices of furnaces. 

For purposes of the earnings 


(Continued from page 10) 


study, the industry will be divided 
into two groups: companies mak- 
ing turnaces designed for solid 
fuels, and those making furnaces 
designed for fluid fuels. 


OPS Slows Down Local 
Price Board Set-Up 


OPS Director Tighe E. Woods 
recently announced that he had in- 
structed OPS regional directors not 
to proceed with organizing local 
price stabilization boards in any 
except the three pilot cities already 
announced, until he gives them the 
official “go ahead.” 

He said the boards in the pilot 
cities—Sacramento, Calif., St. Paul, 
Minn., and Providence, R. I.—are 
being set up to work out a number 
of problems in the boards’ opera- 
tions, and that he wants to observe 
them in action for awhile as well as 
to hold further discussions with in- 
terested groups on how the boards 
can be made most effective. 


New Pricing Rules For 
Brand Name Makers 


OPS on Nov. 1 announced new 
pricing provisions for certain man- 
ufacturers of brand name merchan- 
dise, such as housewares, etc., who 
have changed their methods of dis- 
tribution. The action affects brand- 
name manufacturers who in 1950 
sold their product through whole- 
salers and now sell direct to retail- 
ers. It also affects those who for- 
merly sold direct to retailers and 
now sell through wholesalers. The 
action was taken in Amendment 5 
to Supplementary Regulation 4 of 
CPR-7. 


DPA Makes Extra 
Steel Allotments 


Consumer hard goods industries 
are to get a supplemental first quar- 
ter allocation of steel amounting to 
1,480,000 tons. 

DPA promises that if its con- 
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tinuing “review” indicates any 
open space remaining on mill order 
boards as of about Dec. 10, another 
supplemental allotment will be 
made. 

Largest bite out of the supple- 
mental steel pie will go to manu- 
facturers of metal containers. 
Next biggest share will go to the 
automotive industries. Rating 
third, with 159,000 tons allocated 
to it, are manufacturers of con- 
sumer durable goods. 

The durable goods manufactur- 
ers’ extra allocation consists of: 
65,000 tons of cold rolled sheet; 
36,000 tons of drawn wire; 24,000 
tons of cold rolled strip; 15,000 
tons of tin mill products. Small 
quantities each of small bars, hot 
rolled sheet, and galvanized sheet 
will be allotted. 


Malayan Reds Threaten 
U. S. Tin Supply 


The United States government 
has been warned in a hitherto sec- 
ret report that tin production in 
Malaya, one of the world’s major 
sources, will soon begin to decline 
if Communist guerilla activity 
there continues on the present 
scale. 

The report was turned in by a 
special mission to Malaya and kept 
under wraps for release eventually 
as a State Department document. 

Specifically, it shows that Com- 
munist uprisings have not so far 
interfered with tin production. 
But such activity has completely 
stopped exploration and develop- 
ment of new mines. This means, 
the mission reported, that without 
the opening of new reserves pro- 
duction will shortly start down- 
ward as currently operated mines 
begin to be worked out. 


Jobless in October 
At Lowest Since War 


On the basis of Census Bureau 
estimates, employment levels re- 
mained relatively stable during Oc- 
tober although the unemployment 
figure reached a new low since 
World War II. 

October employment was esti- 
mated at 61,862,000 persons, of 
whom 17,274,000 were in agricul- 
tural employment. Unemployment 
dropped to 1,284,000, which includes 
lay-overs between jobs and the per- 
manent unemployables. 


(Resume reading on page 11) 
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weedo these 4 things 


and you make money 


T Display a complete line: Carry all 20 items that 
housewives want 80% of the time. Nothing dis- 
courages a customer like not finding a utensil she 
reasonably expects you to have. You lose sales. Write 
Belmont for this list. 


2 Keep display neat and clean: You kill’ sales 
when you show mixed odds and ends, jumbled 
sizes and colors of ware, dust covered pieces she’s 
afraid to touch with her hands. 


3 Put display where she can reach it: Give it a 
location where your customer can see it and 
handle the ware easily. Enamelware pays off well per 
square foot on good location. 


4 Concentrate on 1 popular brand — Belmont: 
Offers you sales-proved Belmont black-trim and 
Sanitare red-trim lines in whitest of white extra dur- 
able titanium enamel; modern designs; craftsmanship 
and quality second to none—but at popular prices. 


Write today for the new story of the 

new super-white super-durable Belmont 

Titanium Enamelware — now your best 
bet for volume and profit! 


Top Quality, Popular Priced ENAMELWARE 


Made 
by Belmout Stamping & Enameling Co. 


100 Belmont Street « New Philadelphia, Ohio 
Division of The Ridge Tool Co., Elyria, Ohio 
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More Than 325 Exhibitors To 
Attend Sporting Goods Show 


The exhibit list for the 1953 
National Sporting Goods As- 
sociation convention and 
show topped the 325 mark 
late in October, as industry 
attention centered on the 
January opening of its first 
New York trade event in five 
years. 

Highlighting the 10 floors 
of room and booth displays 
will be the special hunting 
and fishing section in the 
Grand Ballroom of the Hotel 
New Yorker, and the seventh 
floor toy and game displays, 
it was explained by G. Mar- 
vin Shutt, secretary of the 
NSGA, 1 North LaSalle St., 
Chicago, III. 

The show will open its 
doors to thousands of buyers 
from every section of the 
country on Jan. 25. Featur- 
ing the four-day run of the 
22nd annual NSGA show, in 
addition to the hundreds of 
colorful exhibits, will be the 
annual industry banquet, the 
traditional NSGA_ general 
meeting, and a special pro- 
gram for lady visitors. 

Show officials emphasize 
that sleeping rooms at the 
Hotel New Yorker are re- 
served for exhibitors on a 
strict allocation basis. How- 
ever, the Association has re- 
served blocks of rooms at 
other hotels, and will make 
reservations for convention 
visitors unable to obtain ac- 
commodations individually. 

A speaker of national 
prominence will headline the 
program at the annual gen- 
eral meeting on Monday, 
Jan. 26, at 4:30 p.m. in Man- 
hattan Center, a large as- 
sembly hall next to the 
New Yorker. NSGA presi- 
dent C. L. Higgins of Austin, 
Tex., will preside and intro- 
duce members of the Asso- 
ciation’s board of directors. 
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A star-studded entertain- 
ment program is scheduled 
for the banquet, slated for 
7 p.m. on Tuesday, Jan. 27, 
in the Statler Hotel ballroom. 

A special cocktail party 
preceding the banquet will 
be staged by Schenley Dis- 
tillers in the Keystone Room 
of the Statler. For the ladies 
attending the convention, 
plans are being completed 
for a special brunch at 10 
a.m. on Monday, Jan. 26, in 
the Terrace Room of the 
New Yorker. 

In addition, a hospitality 


(Continued on page 124) 





Keystoners Meet To 
Install New Officers 


Installation of officers for 
the coming year highlighted 
the Keystoners’ opening 
meeting of the current fall 
season. 

The new officers of the 
Philadelphia hardware group 
are: Richard P. Noyes, man-: 
ufacturers’ agent, president; 
Ed McGlynn, Corbin Cabinet 
Lock Div., vice-president; 
Ted Hissey, Eagle Lock Co., 
secretary; L. Bill Wilson, 
manufacturers’ agent, trea- 
surer; and Howard Prunes, 
American Saw & Mfg. Co., 
chairman of the entertain- 
ment committee. 

The annual Christmas 
party of the organization 
will be held Dec. 20, from 
noon to 4 p.m. at Hotel 
Penn-Sheraton in Philadel- 
phia. 





Fisher Assistant Sales 
Head of Parker Sweeper 
James A. Fisher, Navy 
veteran and former repre- 
sentative for a southern coal 
company, has been appointed 


assistant sales manager for 
the Parker Sweeper Co., 
Springfield, Ohio. 

Mr. Fisher, a native West 





JAMES A. FISHER 


Virginian, has had six years 
experience in sales, service, 
and merchandise promotion. 


Toro Mfg. Corp. Names 
Norton New Sales Head 


The appointment of John 
Norton as sales manager of 
the Toro Mfg. Corp., Minne- 
apolis, Minn., maker of 
power grass-cutting equip- 
ment, was announced re- 
cently by Robert W. Gibson, 
vice-president of the firm. 

Mr. Norton’s promotion is 
part of a sales force reor- 
ganization designed to keep 
pace with the company’s ex- 
panding operations. 

Heretofore head of the 
Institutional Sales Div., Mr. 
Norton will now be in charge 
of consumer sales as well. 
Ben Greemelin, who former- 
ly headed the Consumer 
Sales Div., moves up to the 
position of sales promotion 
and advertising manager. 








Electric Manufactaring Group Elects 
Fisher Chairman of Housewares Section 


Stanley G. Fisher, sales 
manager, Electric House- 
wares Div., Landers, Frary 
& Clark, New Britain, Conn., 
was elected chairman of the 
Electric Housewares Section 
of the National Electrical 
Manufacturers Association 
at the Section’s annual meet- 
ing at Atlantic City, N. J., 
in connection with the 26th 
NEMA annual meeting. 

E. W. Doherty, Detroit, 
Mich., vice-president, Amer- 
ican Electrical Heater Co., 
elected vice-chairman. 


was 
Other officers were elected as 
follows: 

Chairman, General Engi- 


neering Committee—E. A. 
Farr, Columbus, Ind., chief 
engineer, Electric House- 
wares Div., Arvin Indus- 
tries, Inc.; chairman, Tech- 
nical Committee—E. K. Clark, 
Mansfield, Ohio, engineering 
manager, Appliance Div., 
Westinghouse Electric Corp. 

Finalizing of the Section’s 


1953 program, as presented 
by the Sales Promotion Com- 
mittee, was discussed. G. W. 
Orr, Racine, Wis., sales man- 
ager of the Electric House- 
wares Div., John Oster Mfg. 


Co., and chairman of the 
Section’s Sales Promotion 
Committee, said that the 


1953 program will continue 
to stress the gift phase of 
the campaign throughout the 
year. 

Dealers will be urged to 
display and advertise elec- 
tric housewares items as 
gifts for Valentine’s Day, 
Mother’s Day, Father’s Day, 
weddings, showers, anniver- 
saries, hostess gifts, and 
other occasions. Special em- 
phasis will be placed on pro- 
moting during the first two 
quarters of the year as of- 
fering unusual opportunities 
for increased sales through 
the electric housewares gift 
campaign. 
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Collins Marks 35th Year and several years after that 
With Warner Hardware W25 elected to the board of 


Benjamin F. Collins, man- 
ager of the credit dept., 
Warner Hardware Co., Min- 
neapolis, Minn., was awarded 
a 35-year service pin at a 
recent luncheon in his honor. 
He also received a _ wrist 
watch from the company. 

Rather than finding 35 
years in the Warner credit 
dept., tiresome, Mr. Collins 
stated that he likes it better 
than ever. “Credit is the 
strongest selling force we 
have in the retail industry,” 
he said. 

Mr. Collins joined Warner 
when he was 19 years of age 
with a background as sten- 
ographer to a credit man- 
ager in another company. 


he became credit manager 








BENJAMIN F. COLLINS 


During his career, he has 
Four years later, in 1921, been active in both local and 
national credit organizations. 








At the 








schneider of The Dalles, Ore.; 
Klamath Falls, Ore.; Howard Hagen, Pendleton, Ore.; James 
Jacobsen, Spokane; T. Hedley Dingle, Coeur d'Alene, Idaho; 
Garrett Likkel, Nezperce, Idaho. Shown in the photograph 
are, left to right, John D. Spaan, new president; Malcolm 
Smith, Spokane, association secretary; Orville E. Hill, Ritz- 
ville, Wash., retiring president. 
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Pacific Northwest 
Hardware & Implement Dealers Assn., Nov. 9-11 at Spokane, 
Wash., John D. Spaan, Lynden, Wash., was elected president. 
Other officers elected include: vice-president, William Diel- 


49th annual convention of the 


Ray Garrison, 


4,000 Dealers View National 
Paint and Wallpaper Show 


A preview of new wall- 
paper patterns and textures 
for 1953 and 1954, as well as 
advance notice of the colors 
which will be most popular 
on home exteriors and in- 
teriors, were offered when the 
Retail Paint & Wallpaper 
Distributors of America held 
its fifth annual convention at 
the Hotel Sherman, in Chi- 
cago, Nov. 12-15. 

Kal Waller, Cleveland, 
Ohio, was elected president of 
the organization. With the 
Nokes-Findley Paint & Wall- 
paper Co., Mr. Waller suc- 
ceeds S. Robert Frazee, San 
Diego, Calif., who now heads 
the three-man advisory com- 
mittee of the RPWDA. 

E. L. Lewis, Lewis & Tan- 
ner Paints, Inc., Syracuse, 
N. Y., was elected vice-presi- 
dent, succeeding Jerry An- 
glim, B & A Paint Co., Co- 
lumbus, Ohio. Noah Adelsohn, 
Clinton Paint Supply, Inc., 
Newark, N. J., was re-elected 
treasurer. 

Wewly elected to the board 
of directors were: Sam Hoff- 
man, Hoffman Paint & Wall- 
paper Co., Hartford, Conn.; 
Lee Franklin, Franklin Paint 
& Wallpaper Co., Little Rock, 
Ark.; Joseph Neil, Neil’s of 
Elgin, Elgin, Ill., and Gale 
Satrom, Grand Forks Glass & 
Paint Co., Grand Forks, N. D. 

More than 4,000 dealers at- 
tended the convention at 
which more than 200 of the 
nation’s leading manufactur- 
ers exhibited their new paint 
and wallpaper products. 

The nationwide trend to- 
ward small homes was re- 
flected in the newest wall- 
paper patterns, which accent 
textured papers and small 
prints and colonial designs. 
Among the colors which seem 
to be due for increasing pop- 
ularity are purple, lavender, 
pink and gray. 

An electronic color match- 


ing and mixing unit was 
among the new _ products 
shown at the convention. This 
machine, to be used in retail 
paint outlets, can match any 
color sample, through elec- 
tronic and mechanical con- 
trols which measure various 
base colors to a very fine de- 
gree. 

Other new products in- 
cluded a transparent water- 
proof spray for use on bath- 
room wallpaper; a_plastic- 
type washable wallpaper in a 
popular price range for chil- 
dren’s rooms: a new, instant- 
drying rust-inhibitive paint; 
and many new types of paint 
rollers and roller cleaners. A 
new color system for home ex- 
teriors also was shown. Be- 
cause wall paper patterns 
traditionally are brought out 
every two years, the patterns 
and textures shown at the 
convention will be sold 
throughout 1953 and 1954. 

Among the topics discussed 
at the convention, which will 
have a definite effect on 
homes throughout the United 
States next year, and in years 
to come, was the increase of 
“Do It Yourself” products 
and tools. 

Cost-conscious home and 
apartment dwellers will be 
particularly interested in the 
many products and tools de- 
signed for application by 
amateurs. While many people 
have been painting their 
homes, inside and out, by 
themselves, few know that 
wall paper can be applied 
easily by the amateur, too. 

This year, at the RPWDA 
convention, smaller rolls of 
wall paper, new pastes and 
tools, paper with pre-trimmed 
edges and other products 
which will enable the aver- 
age home-owner to save 
money by redecorating his 
home by himself were intro- 
duced. 
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@ PURE BLACK BRISTLE 
, @ PLASTIC HANDLES 
ALL 

PURE 
BRISTLE 


/ 


facet We S0n0e 1835 





FREE 
STAND 
HERE YOU ARE—a colorful new display stand in RED. This 
"silent salesman" helps you sell more brushes . . . is absolutely 


FREE . . . holds five popular size plastic handle, pure bristle 
paint brushes. 
@ 100% Pure Black Bristle Brushes 


Ferrules @ Plastic Handles 


GEM Assortment No. 1 


—complete with FREE display—100% pure bristle. 
Suggested Retail: 
1 doz. 1°’ brushes, 
1 doz. 1'2°" brushes, 
1 doz. 2” brushes, 
Y, doz. 2%"" brushes, 
Y%, doz. 3°’ brushes, 


@ Stainless Steel 


2%" bristle, 7/16" 
2%"" bristle, 1/2" thick, 
2%"" bristle, 9/16" thick, to sell @ 1.39 
2%"" bristle, 5/8" thick, to sell @ 2.25 
2%"" bristle, 11/16" thick, to sell @ 2.98 


thick, to sell @ $ .72 
to sell @ 1.00 


SELL FOR $68.70 — BUY FOR $45.80 — PROFIT $22.90 


GEM Assortment No.- 2 
—packed in attractive counter display unit (in place 
of free stand). Made of 100% pure bristle. 
1 doz. 1° brushes @ $ .72 ea. %, doz. 2° brushes @ $1.39 ea. 
1 doz. 1%" brushes @ 1.00 ea. . doz. 2'2" brushes @ 2.25 ea. 
% doz. 3°" brushes @ $2.98 ea. 
SELL FOR $44.67 — BUY FOR $29.78 — PROFIT $14.89 


EGA A G. JACOBUS’ SONS, inc. 


> ae _ VERONA, NEW JERSEY 


Since 1835 
Order TODAY from Your Jobber—or send this coupon 

A. G. Jacobus’ Sons, Inc., Verona, New Jersey 

Please ship at once: 

GEM Brush Assortment $1.........cccccccsccccces cartons @ $45.80 

GEM Brush Assortment #2...............000cceeee cartons @ 29.78 
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News of the Trade 





H. H. Kahn, Hardware Supply Co. Head, 
Elected to Board of F. E. Myers & Bro. 


Hesket H. Kuhn, 


nent Akron citizen and busi- board, created by 
| nessman, has been elected as of John C. Myers, 





HESKET H. KUHN 


a member of the board of 
directors of the F. E. Myers 
& Bro. Co., Ashland, Ohio. 
Mr. Kuhn, president of the 
Hardware & Supply Co. in 


promi- Akron, fills a vacancy on the 


the death 
former 
president and chairman of 
the board, last March. Myers, 
which is in its 83rd year 
of operation, manufactures 
water systems, pumps, spray- 
ers and water softeners. 


Mr. Kuhn has been promi- 
nent in Akron business and 
civic circles for many years. 
In addition to being presi- 
dent of the Hardware & Sup- 
ply Co. and a member of the 
Myers board, he is a direc- 
tor of the Akron Porcelain 
Co., the Ohio Injector Co. in 
Wadsworth, a member of the 
advisory committee of the 
Carborundum Co. in Niagara 
Falls, N. Y., and is a past 
president and a member of 
the advisory board of the 
National Industrial Distribu- 
tors Association. 








| Starrett Co. Announces 


Six Personnel Changes 


A. H. Starrett, president 
of the L. S. Starrett Co., 
Athol, Mass., announced the 
following changes in its ad- 
ministrative personnel. 

Wallace Findlay, previous- 
ly assistant treasurer, has 
been appointed treasurer and 
director of the company. 

Clifton G. Bigwood, vice- 
president in charge of plant 
operations, has also been ap- 
pointed a director. 

Douglas R. Starrett, chief 
methods engineer, has been 
elected a director. 

Edward L. Schmidt, secre- 
tary and clerk of the corpor- 
ation has been appointed as- 
sistant treasurer. 

Harry Anderson, credit 
manager, has also been 
named assistant treasurer. 

Alfred Emery, previously 
with the Standard Gage Co., 
has become associated with 
the L. S. Starrett Co. as ex- 
perimental engineer. 





Orr New Sales Manager 


Of John Oster Mfg. Co. 


G. W. Orr, connected with 
the electric housewares field 
for the past 18 years, has 
been named sales manager of 
the John Oster Mfg. Co., Ra- 
cine, Wis. 


HARDWARE AGE, 


Mr. Orr, prior to his new 
appointment, was general 
sales manager of the Chicago 
Electric Mfg. Co. He has also 
held various sales positions in 
General Electric Co.’s appli- 
ance and merchandise depart- 
ment before entering the 
Navy. Following his release 
from service, Mr. Orr became 
midwestern manager for the 
D. E. Sanford Co. 

Last July he was appointed 
chairman of the sales pro- 
motion committee of the Elec- 
tric Housewares Section of 





G. W. ORR 


the National Electrical Man- 
ufacturers Association. He 
will continue in this capacity 
in his new position. 
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News of the Trade 





Appoint Ristau Director, Stolarz Sales 
Manager of Rockwell’s Delta Tool Div. 


J. E. Ashman, executive 
vice-president, Rockwell Mfg. 
Co., Pittsburgh, Pa., has an- 





E. W. RISTAU 


nounced the following ap- 
pointments: E. W. Ristau as 
director of sales and adver- 
tising, and John Stolarz as 
sales manager of the Delta 
Power Tool Div.—which com- 
prises Rockwell Tools, Inc., 
Deluxe Saw & Tool and Delta 
Tools. 

Mr. Ristau has had long 
experience in industrial dis- 
tributor selling and began his 
tool career with Skil Corp., 
where he became vice-presi- 
dent in charge of sales and 
advertising. After this he 
served as president of Aristo 
Power Tools, then became 
vice-president of the Cum- 
mins Portable Tools Div., 
Cummins-Chicago Corp. Mr. 
Ristau joined Rockwell in 
1951 and served as general 
manager of Rockwell Tools 
prior to assuming his new re- 
sponsibility. 

Mr. Stolarz has been asso- 
ciated with the power tool in- 
dustry for 17 years. He 
started with DeWalt, Inc., in 
1936 and served as sales man- 





JOHN STOLARZ 


ager, advertising manager 
and export manager. In 1949 
he became sales manager of 
the Multiplex Div. of Rock- 
well Mfg. Co., then in 1950 
assumed the position of sales 
promotion manager of the 
Delta Power Tool Div. From 
1951 to his present appoint- 
ment he has been assistant 
sales manager of Delta. Both 
Messrs. Ristau and Stolarz 
will headquarter at the Rock- 
well home office in Pittsburgh. 





Animal Trap Co. Elects 
Morrison Vice-President 


David S. Morrison has been 
elected vice - president in 
charge of sales of the Animal 
Trap Co. of America, Lititz, 
Pa. The announcement was 
made by Chester M. Wool- 
worth, president of the com- 
pany following a meeting of 
the board of directors. 





DAVID S. MORRISON 


Mr. Morrison joined the 
Animal Trap company-in 1939 
as sales representative in the 
eastern territory. He was 
later transferred to the south- 
ern area. In 1943 he was 
named assistant sales man- 
ager and was elevated to 
position of sales manager in 
July, 1948. 


H. E. Ehlers, R. Rathyen 
Promoted By Dixon 


The promotion of H. E. Eh- 
lers, Jr., to the post of assis- 
tant general sales manager 
and of Ralph Rathyen to 
manager, Crucible & Refrac- 
tories Div. of the Joseph 
Dixon Crucible Co., Jersey 
City, N. J. was announced 
recently by L. A. Behrendt, 
vice-president. 
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e@ PURE BLACK BRISTLE 
@ PLASTIC HANDLES 
@ STAINLESS STEEL FERRULES 





ALL 
PURE 
BRISTLE 


FREE 
STAND 


A COMPLETE LINE of modern paint brushes with a FREE self- 
selling bright red counter display . . . holds seven sizes of plastic 
handle pure black bristle paint brushes. 


@ 100% Pure Black Bristle Brushes 
Ferrules @ Plastic Handles 


GEM Assortment No. 3 


—complete with FREE display—made of 100% pure 
bristle. 


Suggested Retail: 
1 doz. 1° brushes, 2%"" bristle, 
1 doz. 1% ushes, 2%" bristle, 
1 doz. 2° brushes, 2%" bristle, 9/16" thick, to sell @ 1.39 ea. 
% doz. 2%2"" brushes, 23%" bristle, 5/8°° thick, to sell @ 2.25 ea. 
1/3 doz. 3°° brushes, 2%"" bristle, 11/16" thick, to sell @ 2.98 ea. 
1/3 doz. 3’ brushes, * bristle, 3/4°° thick, to sell @ 3.59 ea. 
1/3 doz. , 3° bristle, 13/16" thick, to sell @ 3.99 ea. 


SELL FOR $93.06 — BUY FOR $62.04 — PROFIT $31.02 


GEM Assortment No. 4 
—complete with smaller display—100% pure bristle. 
Suggested Retail: 





@ Stainless Steel 


7/16" thick, te sell @ $ .72 ea. 
1/2 thick, to sell @ 1.00 ea. 


%, doz. 3°" brushes, 2%" bristle, 11/16" thick, 4o sell @ $2.98 ea. 
Y, doz. 3%" brushes, 3°" bristle, 3/4°° thick, to sell @ 3.59 ea. 
%, doz. 4°" brushes, 3° bristle, 13/16" thick, fo sell @ 3.99 ea. 


SELL FOR $63.36 — BUY FOR $42.24 — PROFIT $21.12 


> A. G. JACOBUS" SONS, inc. 


VERONA, NEW JERSEY 






Since 1835 
Order TODAY from Your Jobber—or send this coupon 

A. G. Jacobus’ Sons, Inc. 

Verona, New Jersey 

Please ship at once: 


GEM Brush Assortment #3... .....- 660s see eeeeeeee cartons @ $62.04 
GEM Brush Assortment #4... ....---- 0s se eeeeceees cartons @ 42.24 
New Free Catalog.........---++++- 

PRED. . 60000 b60b6060d00OS 6 SOCeEDSECee SEs oDEedoONS COS LOS SESE ECS 
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WHY SKILLED WORKMEN Prefer 


Ribzib> 


Small Ratchet Threaders 


ieeattc TOOLS 
make good workers 
Better! 


a 9 





Drop head sets fo thread 44” to 2” 


Extra Fast-Selling 


RIZAID 
Bolt Dies 


. OOR-B 
Drop Head Dies be 
: ee 

%& Heads snap into beg went 3 


ratchet ring from 





either side, won’t fall out. 


Precision-cut alloy dies reverse for close-to- 
wall threads—no special dies needed. 


* 0OOR & OR, %” to 1”; 111R and 11R, %” to 
14”; 12R, %”’ to 2’”’. Conduit dies available. 


% It pays you to keep these RIFAQID’s in 
stock—order from your Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





114 





News of the Trade 





Mohr Heads Merchant Sales at American 
Steel & Wire; Greenlee, Welsh, Promoted 


Executive changes were 
made in the sales organiza- 
tion of U. S. Steel’s Ameri- 
can Steel & Wire Div., in- 
volving the division’s head- 
quarters in Cleveland and 
district sales offices at Chi- 
cago and Detroit. 


James R. Mohr, assistant 
manager of sales in the divi- 
sion’s district office at De- 
troit, was named manager 
of the merchant products 
sales department in the divi- 
sion Chicago district sales 
office. He succeeds the late 
Walter M. Floto. 

Charles P. Greenlee, assis- 
tant to manager of the 
Cleveland district sales office, 
was appointed to succeed Mr. 
Mohr as assistant manager 
of sales at Detroit. One 
other appointment was that 
of William M. Welsh, sales- 
man in the Detroit office, to 
the position of assistant to 
manager of sales there. 

Mr. Mohr, a native of Chi- 
cago, first joined American 
Steel & Wire Div. as a mill 
messenger in its Chicago of- 
fice in 1921. He held a num- 


ber of clerical jobs in that 
office and in 1928 was trans- 
ferred to St. Paul as a sales- 
man. Later he served in the 
St. Louis office in a similar 
capacity. In 1942 he entered 
the Army, and upon his dis- 
charge he returned to the 
St. Louis office, serving the 
Kansas City territory. In 
1949 he was transferred to 
Detroit. 

Mr. Greenlee, also a native 
of Chicago, joined American 
Steel & Wire Div. in 1935 
in its sales promotion de- 
partment and later became 
a price clerk and_subse- 
quently correspondent and 
office manager in the district 
sales office. He was named 
to his position as assistant 
to the manager of sales in 
October, 1945. 

Mr. Welsh started work- 
ing for American Steel & 
Wire Div. in its Cleveland 
office as a price clerk in 1937 
and two years later was 
transferred to the Detroit 
sales office as correspondent. 
In 1944 he was named a 
salesman and has served in 
that capacity since. 








Ray P. Sullivan Named 
Blackstone Sales Head 


Ray Sullivan has become 
district sales manager for 
Blackstone Corp., James- 
town, N. Y., manufacturer 
of household washers, dry- 
ers, and ironers. 


Mr. Sullivan, who suc- 
ceeds Jack Zink, will main- 
tain headquarters in Chi- 


cago, and the territory cov- 
ered in addition to northern 
Illinois, will be the state of 
Indiana, except extreme 
southern counties, part of 
Wisconsin, and the upper 
Michigan Peninsula. 





Rem-Cru Titanium, Inc. 
Names Coleman Director 


Rowland H. Coleman, vice- 
president and director of 
sales, Remington Arms Co., 
Ine., Bridgeport, Conn., has 
been elected a member of the 
board of directors of Rem- 
Cru Titanium, Inc. 

Rem-Cru, a leading pro- 
ducer of titanium and tita- 
nium base alloys at Midland, 


Pa., is jointly owned by 
Remington and Crucible 
Steel. Co. of America. 





ROWLAND H. COLEMAN 


Mr. Coleman joined Rem- 
ington as advertising man- 
ager in 1937. He had for- 
merly held the position of di- 
vision advertising manager 
for E. I. du Pont de Ne- 
mours & Co. At Remington 
he has been successively di- 
rector of sales promotion, as- 
sistant director of sales and 
director of sales. In 1951 he 
was appointed vice-president 
and director of sales. 
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Nationally Advertised 
to reach 45 million potential 
users in: Saturday Evening Post, 
Sports Afield, Outdoor Life, Popular 
Science, Flower Grower, Motor Boating, 
and many others. 


Now in F Handy Biggs [ 


“A TUBE: 5% x 31% inches for hunters and fishermen. 
Special nozzle fits oil ports. 1 doz. or 3 doz: to counter 
display carton. 
“B’’ TUBE: 1 x 6 inches for lawn mowers, bicycles, model 
trains; also for general household, automotive and sporting 
uses. 1 doz. to counter display carton. 
**C” TUBE: 2 x 8 inches—Large economy size for outboard 
motors and other marine and household uses. Packed in 
two types: 
(1) Grease Type, ‘“Lubriplate No. 105’’—for non-gear 
shift outboards and general grease applications. 
(2) Fluid Type, ““Lubriplate Hypoid 90” for gear shift 
outboards and others whose manufacturers recom- 
mend fluid type lubricants. 


Individually boxed. Display easel on request. 
JOBBERS inquiries invited—DEALERS write for name of near- 
est jobber. 




















Sf — 













Attractively packed in + 
display cartons. (''B'' Tube Dis- 
play 6" x 22°" x 7/2"") 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co., 129 Lockwood St., Newark 5, N. J. 
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Promote Evans, Kaspers 
At RB&D Bolt & Nut Co. 
Evans Ward, president of 


the Russell, Burdsall & Ward 
Bolt & Nut Co., Port Ches- 





AARON EVANS 


ter, N. ¥., has announced 
the promotion of Aaron 
Evans and Lambert M. Kas- 
pers, to key executive posi- 
tions with the company. 

Mr. Evans has been named 
Detroit sales manager, suc- 
ceeding Alfred Fairfield, 
who recently retired. Mr. 
Evans has represented 
RB&W in a sales capacity 
in Detroit for some time, and 
is well known to the auto- 
mobile and automotive ac- 
cessory industries in the De- 
troit area. Previous tu_ his 
Detroit assignment, Mr. 
Evans represented RB&W in 
Chicago for a number of 
years. 

Mr. Kaspers is the newly 
appointed Manager of 
RB&W’s Coraopolis (Pa.) 
plant, replacing Matthew L. 
Douglas, also retired. Mr. 
Faspers brings to his new 
post the manufacturing ex- 
perience gained in an execu- 
tive capacity at RB&W’s 
Rock Falls, Ill., plant. 


Elect Heggem, Sullivan 
Rhodes Co. Executives 


The election of Howard W. 
Heggem as_ vice-president 
and controller, and Robert B. 
Sullivan as vice-president in 
charge of eastern sales, has 
been announced by James H. 
Rhodes & Co., Long Island 
City, N. Y. 

Mr. Heggem has been with 
the Rhodes company four 
years, before which he was 
associated with Price-Water- 


house & Co., Montgomery 
Ward & Co., and Butler 
Bros. 
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Mr. Sullivan has been with 
Rhodes for 12 years, the last 
five of which he was man- 
ager of the Detroit sales 
office. He was formerly with 
the U. S. Gypsum Co. 





Gump, Daschner Named 
Managers of Lansing Co. 


Eugene A. Gump has been 
appointed general manager 
and Harold Daschner has 
been appointed sales manager 
of the Lansing Co., Lansing, 
Mich. 

Mr. Daschner has had over 
20 years of experience in the 





HAROLD DASCHNER 


field. He was with a large 
wholesale hardware and mill 
supply house for the past six 
years and prior to that was 
executive secretary of the 
Michigan Retail Hardware 
Association for over a decade. 

Mr. Gump, who served suc- 
cessively as purchasing direc- 


tor and sales manager of the 
organization, has had many 
years of experience in indus- 
trial management, and just 
prior to his affiliation with 
the Lansing company was di- 
rector of purchases for the 
State of Michigan. 


Embury Tours Korea 
With Song Quartet 


Phil E. Embury, president, 
Embury Mfg. Co., Warsaw, 
N. Y., last summer embarked 
on a month’s tour of the Far 
East Command with the Buf- 
falo Bills in Operation Har- 
mony. The Buffalo Bills, of 
which he is a member, is a 
champion barber shop quar- 
tet, one of four entertaining 
the troops in Japan and those 
serving on the Korean battle 
front. 

A past international pres- 
ident of the SPEBSQSA — 
the Society for the Preserva- 
tion and Encouragement of 
Barber Shop Quartet Singing 
in America, Mr. Embury and 
the quartet travelled 19,000 
miles by air, the longest 
singing journey of _ the 
SPEBSQSA’s champion 
quartet of 1950. 

Operation Harmony took 
them to Hawaii, Wake, and 
to all the camps in Japan 
with the wind-up in Korea. 
In Korea, the quartet made 
appearances in Taegu, Pusan, 
Seoul, and behind the lines 
in such famed combat areas 
as Old Baldy, T-Bone Ridge, 
and Iron Triangle. 





Phil Embury, right, stands on the spot where the Korean 
war started. With him are members of the Buffalo Bill Quartet 
which was at the 38th parallel entertaining, with their cham- 
pion barber shop harmony, 500 ambulatory patients at a 
nearby Mobile Army Surgical Hospital. 


Power Products Names 
Two New Executives 


Power Products Corp. 
Grafton, Wis., has announced 
the addition of two Mil- 





T. S. TUTTLE 


waukee men to their execu- 
tive staff in conjunction with 
their current expansion pro- 


gram. 
T. S. Tuttle has been 
named as assistant to the 
president. Mr. Tuttle was 
previously with the Delta 
Power Tool Div. in Mil- 


waukee, and prior to that 
with the Le Roi Co. His ex- 
perience with these compan- 
ies was in sales, advertising 
and administrative fields. 

R. M. Bruesewitz has been 
named works manager. He 
was formerly with the Allis 
Chalmers Mfg. Co., and prior 
to that with the Le Roi Co. 
His experience with Allis 
Chalmers included engineer- 
ing and manufacturing, and 
he served as works manager 
of the Le Roi company. 

Power Products’ president, 
R. T. Lueloff, in announcing 
the appointments, stated that 
this is a part of the com- 
pany’s expansion program of 
production of lightweight 2- 
cycle gasoline engines. The 
company is also opening a 
second plant at Sheboygan. 
Wis. 


Cory Corp. Acquires 
Autopoint Co. Assets 


Cory Corp., Chicago, man- 
ufacturer of Cory, Nico and 
Fresh’nd-Aire appliances and 
Flavor-Seal Stainless Steel 
Cookware, has acquired all 
assets of Autopoint Co., Chi- 
cago, producer of mechani- 
cal pencils and plastic spe- 
cialty items. The acquisition 
became effective at the close 
of business, Oct. 31. 
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@ Heads fully- protected from scuffs and 
scratches. ‘Grain Stain’ handles are tough enough 
to take care of themselves in any company. Sledges 
shipped with or without handles, four to a carton 
for easy handling and efficient storing. 
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@ You've told your customers about 
“Balance” ... you've told them about ‘Mill Heat Num- 
bers” of steel used in Warren-Teed sledges . . . you've 
told them how a “Shiny Face” increases accuracy... 
NOW, tell your customers about “Grain Stain” handles! 

"Grain Stain” handles are pneumatically rammed 
into the sledge head with one tremendous blow from a 
specially Warren-built handle driving machine. 

All “Grain Stain” handles are closely graded to assure 
uniformity, extra toughness and strength. They are made 
from Grade “A” Hickory. 

“Grain Stain” penetrates deep into the grain of the 
handles. Each handle is rubbed with wax, making it 
resistant to weather and providing a non-slip grip. 

They're attractive, too! The mellow, dark brown stain 
brings out the natural beauty of the wood. Each “Grain 
Stain” handle is clearly marked with a distinguishing 
trade name in silver,along with the regular Warren Tool 
trade-marks and trade names. Be sure you have Warren- 
Teed tools with “Grain Stain” handles when your custom- 
ers ask for them. Write today for complete information. 


WAR PEWATEED 


WARREN TOOL CORPORATION 


General Offices . . . Warren, Ohio 


Export Division .... 30 Church St., New York 7, N. Y. 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 


part of a wide variety of light 


builder's hardware. . 


quality produced by 
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fi 
Bi Sucry DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


THE 8. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Parkwoy 917 St. Chorles Avenue 
Kansas City, Missouri Atlanta, Georgia 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Gerrison Bivd. 
Chicago 26, Illinois Baltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 
17134-6 Wyoming Avenue 1620 Garfield Street 
Detroit 21, Michigan Denver 6, Celorado 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
115 Broad Street 6954 Oleatha Avenue 
Boston, Massachusetts St. Louis 9, Missouri 


8 
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E. H. FARRAR 
6637 Golf Drive | 
Dollos 5, Texes 

CHARLES L. LEWIS | 
1355 Morket Street | 
San Francisco 3, Calif. 

R. F. BEVERS 
4524East 60th Street 
Seattle, Washington 

L. G. FULLER, JR. 
644 Wellington Road 2 
Jackson 6, Mississippi 













Griffin. | 





Thatcher's McKee Glass 
Div. Reorganizes Staff 

In line with its policy of 
reorganizing the sales de- 
partment of its new McKee 
Glass Div. for greater effi- 





JACK T. POLLOCK 


ciency and customer service, 
David R. Parfitt, vice-presi- 
dent in charge of sales of 
Thatcher Glass Mfg. Co., Inc., 
Elmira, N. Y., announced that 
the four McKee sales depart- 
ments have been consolidated 
into two. 

The Hotel and Restaurant 
Div. has been combined with 
the Consumer Products and 
Export Div. and is now under 
the direction of sales man- 
ager William R. Rifenburgh. 
Mr. Rifenburgh joined the 
Thatcher organization last 
March and was appointed 
head of Consumer Products 
and Export Sales in August 
of this year. 

Working directly under Mr. 
Rifenburgh will be Jack T. 
Pollock as assistant sales 
manager. Mr. Pollock came 
to Thatcher immediately af- 
ter his graduation from Col- 
gate University in 1949. Af- 
ter serving in scheduling and 
shipping departments in fac- 
tory and office, he was trans- 
ferred in May of this year 
to the McKee Div. as office 
manager. 

The Specialized Product 
Sales Div. has been combined 
with Industrial Sales under 
the direction of Robert L. 
Smith. 

Additions to the McKee 
sales staff in recent months 
are Arnold Dean Guilfoil for 
the state of Michigan, ex- 
cluding the Michigan Penin- 
sula; Clarence E. Stevenson 
for western Pennsylvania ana 
part of the Tri-State area; 
Jacques G. Edwards as Mc- 
Kee representative for Indus- 


News of the Trade 





trial Sales in Ohio (exclusive 
of Cincinnati) and Indiana; 
and the firm of M. J. Rosen- 
field Co. for southern Cali- 
fornia. 


Hirsh Mfg. Co. Names 
Braverman in West 


Joseph Braverman has been 
appointed West Coast sales 
representative of the S. A. 
Hirsh Mfg. Co., Skokie, IIl., 
shelving manufacturer. 

Formerly field supervisor 
of Hirsh’s southeastern terri- 
tory, Mr. Braverman will 
cover the seven-state region 
of Washington, Oregon, Cal- 
ifornia, Nevada, Arizona, 
Utah, and Idaho, with head- 
quarters in Los Angeles. 





Hurley with N. Y. Sales 
Staff of Richard-Wilcox 


Bart W. Hurley, recently 
connected with the Sliding 
Door Equipment Corp. and 
before that with Yale & 
Towne Mfg. Co., has joined 
the Richard-Wilcox Mfg. Co., 
Aurora, Ill., New York office 
sales force. 

Mr. Hurley will concentrate 
on servicing architects and 
contract hardware personnel. 
An associate member of the 
National Contract Hardware 
Association, he is well known 





BART W. HURLEY 


in the hardware trade in the 
New York territory, having 
been actively engaged in that 
area since 1938. 





Appoint Rose Guerra 


Miss Rose Mary Guerra, 
Syracuse, N. Y., a leading 
figure in the national field of 
home economics in industry, 
was appointed director of the 
newly created Home Eco- 
nomics Dept. of Easy Wash- 
ing Machine Corp., Syracuse. 
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REPUBLIC UPSON 
BOLTS AND NUTS 


Clean threads that mate properly, 

run on smoothly... 

Accurate threads that give you the designed 
amount of engaged-thread area for 
full-strength bolting-up. 

in the You get both these benefits when you specify 
having “Republic Upson Bolts and Nuts.” 
in that Over 20,000 sizes and shapes give complete 
coverage of your fastener requirements. 


REPUBLIC STEEL CORPORATION 
& Bolt and Nut Division 
CLEVELAND 13, OHIO e GADSDEN, ALABAMA 


ruerra, 
Export Department: Chrysler Building, New York 17, N.Y. 
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7) a | News of the Trade . 
4 | Metco Appoints Ward recently completed an exten- | 


sive sales training course at 


Western Sales Head , . 
i the company’s home office in 
| Jack Ward, assistant east- Wanitowoc. His headquar- 

ern manager for Metco tes will be in Memphis, 


Wave Lawn Sprinklers has Tenn. 





Holmes Added to Sales 
Staff of H. K. Porter 
H. K. Porter, Inc., Somer- 


ville, Mass., maker of cutters | 
and pruners, has appointed 











FREE ADVERTISING AND POINT OF 
SALE AIDS TO DEALERS 


Specially made for casting light lures used 
in spinning and light bait casting. Smooth 
braided of fine monofilament strands, it will 
not absorb water. Due to its extreme slickness 
it will give maximum distance in casting. 


SUNSET FLEXON 


The new miracle monofilament that handles 
like magic. Special German softening process 
makes it unbelievably soft and pliable, ex- 
tremely small in diameter, with high knot test 
factor. Ideal for spinning; excellent for bait 
and strip casting. 





SUNSET LINE & TWINE CO. 


85 JEFFERSON STREET 
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PETALUMA, CALIFORNIA 











| bama, Arkansas and Missis- 





sippi, it was announced by 
the Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 

Mr. Smith, who attended 
the University of Kentucky, 





JACK H. SMITH 





appeared on the store win- 
dow. 

The story behind the win- 
dow display is this: 

Rather than have local chil- 
dren play pranks with store 
windows during the Hallo- 
ween season, members of the 
Elizabeth Avenue Merchants 
Association turn this age-old 
custom to the merchants’ own 
advantage by inviting school- 
age youngsters to decorate 
their shop windows for Hallo- 
ween. As a result, more than 
200 children used up 25 gal- 
lons of paint to put their 
designs on 150 store windows. 

The project is undertaken 
in cooperation with the super- 
visor of art education for 
Elizabeth’s 26 public schools. 
The paint was supplied by the 
shop owners. 
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Arthur L. Holmes as sales 
Every one guaranteed to be in perfect at nhs ’ 
fishing condition. Actual tests will 
equal or exceed the printed test 
9 ‘ 
* 
r) 
JACK WARD 
SUNSET CASTMASTER | been named western mana- | 
Finest line made for bait and plug casting in | ger, according to Charles K. 
fresh or salt water. Hard braided high tenacity Stipp, sales manager for the 
nylon, waterproofed and triple stretched. Sun Special Products Div. of the 
set wet test guarantees 15% bonus strength Metallizing Engineering Co., 
Long Island City, N. Y. 
SUNSET STREAM KING Mr. Ward will handle ARTHUR L. HOLMES 
: : Metco’s sales in the south- 
Most revolutionary fly line on the market. Mi- (ame " , ; 
west and far West. His — = 
nute wire threads in nylon core make Stream i . Mr. Holmes will cover Ili 
7 ; ; 3 ot headquarters will be in the ; é : ae 
King actually heavier than silk fly lines, giving Meten office in Les Antiiecse. *™* Indiana, Minnesota, 
easier and smoother casts with increased dis ik = . .,, Missouri, and Wisconsin. 
tance and accuracy over all other fly lines. Mr. Ward has been with — 
Tops for both wet and dry fly fishing. Smooth Metco for two years. Prior pasdware Store Gets 
durable oil honed finish. to this he was in the Eastern Publicity in "Life™ 
| Sales Div. of the Burgess FUBHeIty in ire | 
Battery Co. Grampp’s Hardware store, 
SUNSET SURF KING Elizabeth, N. J., had a large | 
Built to take abuses of salt water fishing picture of its store window, | 
Tight coreless braid of high tenacity nylon Smith Appointed Mirro decorated for Halloween, in a | 
combined with waterproof lubricant finish. Sales Representative recent issue of Life maga- 
Sunset wet test guarantees full labeled f zine. The picture, half-page 
strength—over 15% extra. | Jack H. Smith has been size in full-color, showed a 
| appointed Mirro retail sales hugh drawing of pumpkins 
| representative for western and haystacks made by two 
SUNSET SPINNER | Tennessee and northern Ala- ninth grade schoolgirls as it = 
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Wingfoot—maroon color, lightweight, resists kinking 
Elm—dark green color; high strength at moderate price 
Pathfinder—black cover, lightweight, durable 
Glide—black or red cover; high value at lowest cost 


Women like its light weight and easy handling 


EMERALD CORD -+he finest available anywhere! 


With the new Goodyear Garden Hose line you 
get a full line-up of sales helps—the backing of 
powerful national advertising concentrated in the 
magazines homeowners read and seconded by 


all the other advertising of “The Greatest Name 





Dept. 742-C 
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| NOW-MORE THAN EVER—- 


The best-selling hose line 
you ean handle! 


There’s a type and style of Goodyear Garden Hose to appeal to every 
buyer—and make more sales for you—in the 1953 Goodyear line. It’s 
a complete line—matched to your market and made for profits! 


FIESTA-—the different garden hose that’s backed by Goodyear’s 
10-year guarantee. Satin-smooth all-vinyl cover in sun- and wear- 
resistant yellow, black, red or green; reinforcement of rayon; seam- 


less high-quality rubber tube. Is lightweight, competitively priced. 


ALL-RUBBER-—« style for every buyer, guaranteed up to 15 years. 


ALL-VINYL-—lettuce green color appeals to style-conscious buyer. 


—and for estates, country clubs, golf courses, greenhouses 










We think you'll like "THE GREATEST STORY EVER TOLD”~ Every Sunday — ABC Network 





in Rubber”—plus newspaper mats, counter book- 
let, special “How to Display” book for your own 
use, window banners, display card, watering 
guide. 

There’s everything you need to set up a profitable 
garden hose department—all store- 
tested—all designed for top profits. 
So get aboard now — by mailing 
the coupon. 


Wingfoot, Pathfinder, Glide, Emerald Cord—T.M.'s 
The Goodyear Tire & Rubber Company, Akron, Ohio 














THE GOODYEAR TIRE & RUBBER COMPANY, INC. 


Akron 16, Ohio 


Please send me complete information on your 1953 Garden Hose line: 


eee 


Ws roe oe 
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Deepfreeze Names Myers 
Cleveland Zone Manager 

Appointment of Don C. 
Myers as a zone manager 
for Cleveland and adjacent 
Ohio cities has been an- 





MYERS 


DON C, 


ncunced by Ben G. Sander- 
son, general sales manager 
of Deepfreeze appliance di- 
vision, North Chicago, Ill. 
Mr. Myers will work with 
Richard F. Stranahan, Deep- 
freeze district manager in 
Detroit. 

Rumors that Deepfreeze 
will add home air condition- 
ing units to its product line 
on Jan. 1 were dispelled by 
Mr. Sanderson. But he made 
it plain that the Deepfreeze 
appliance division will even- 
tually enter the air condi- 
tioning market on a _ broad 
scale, possibly before the end 
of 1953 and certainly during 
the following year. 





Babcock to Represent 
Clarvan in New York 


J. L. Clark, president of 
the Clarvan Corp., Milwau- 
kee, Wis., has appointed Wil- 
liam F. Babcock as its New 
York representative, cover- 
ing the full line of its in- 
flated plastic toys and house- 
wares, 

Mr. Babcock will head- 
quarter at the new Clarvan 
offices located at 200 Fifth 
Ave., New York City. 





Roe New Sales Manager 
For GE Refrigerators 


The appointment of Ken- 
neth G. Roe as sales manager 
for General Electric’s house- 
hold refrigerator department 
has been announced by W. 
M. Timmerman, department 
general manager, 

At the same time Mr. Tim- 


122 


merman announced the ap- 
pointment of Marshall Bart- 
lett, Jr., as department prod- 
uct planning head to suc- 
ceed Mr. Roe. 

Mr. Roe, who has_ been 
with the company for 18 
years, acted in various 
engineering capacities in 
Schenectady and Cleveland 
and served as factory con- 
tact man for war projects at 
the General Electric Bridge- 
port plant. In 1945 he was 
appointed commercial engi- 
neer for the household re- 
frigerator department, fol- 
lowing which he was trans- 
ferred to sales. In April 
1951, he was put in charge 
of product planning, the 
position he held prior to his 
recent appointment. 


California Gift Show 
To Be Held Jan. 18-23 


Plans for the 36th Cali- 
fornia Gift Show were an- 
nounced by E. P. Platt of the 
Broadway, chairman of the 
show committee. The market 
will be held Sunday through 
Friday, Jan. 18-23, at the 
four locations—Brack Shops, 
Merchandise Mart, Alexan- 
dria and Biltmore Hotels and 
individual showrooms. Show 
hours for the event will be 
9% a.m. to 6 p.m. 





Goodman, Meisner New 
Sales Heads for Delta 


Frank M. Goodman and 
Herbert N. Meisner have 
been appointed district sales 
managers for Delta Power, 
Tool Div. of Rockwell Mfg. 
Co., Pittsburgh, Pa. 

The appointments, accord- 
ing to R. P. Melius, vice- 
president in charge of sales, 
resulted from the creation of 
additional territories in re- 





FRANK M. GOODMAN 


News of the Trade 





gions which formerly cov- 
ered extensive areas. 

“The creation of these new 
territories will make for bet- 
ter distribution of Delta 
products and bring about 
closer contact between our 
sales force and dealers,” Mr. 
Melius said. 

Mr. Goodman will be re- 
sponsible for the area of 
Mississippi, western  Ala- 
bama, Tennessee, eastern 
Louisiana, and Arkansas. 
His headquarters will be at 
380 So. Barksdale, Memphis, 
Tenn. 


Mr. Meisner will cover 
western Iowa, northwestern 
Illinois, and southwestern 





HERBERT N. MEISNER 


Wisconsin. A former assis- 
tant district manager, he 
will make his headquarters 
at Bettendorf, Ia. 





Speed Queen Names 
Four Distributors 


The announcement of four 
new distributors was made 
recently by sales manager R. 
P. James of the Speed Queen 
Corp., Ripon, Wis. 

Three of these distributors 
are located in the Pacific 
northwest and they are the 
Lou Johnson Co., Portland, 
Ore.; J. W. Phillips Distrib- 
uting Co., Seattle, Wash.; 
and Tubbs Electric Co., Spo- 
kane, Wash. 





Sediack New Service 
Head of Cory Corp. 


J. W. Alsdorf, president of 
Cory Corp., Chicago, manu- 
facturer of Cory, Nicro, and 
Fresh’nd-Aire home appli- 
ances, has announced the 
promotion of George Sedlack 
to the post of service man- 
ager for Cory and its two 
divisions, Nicro Steel Prod- 
ucts Co. and Fresh’nd-Aire 
Co. 


Lapham New Sales Head 

Of Sessions Clock Co. 
The Sessions Clock Co., 

Forrestville, Conn., has ap- 


pointed Douglas A. Lapham 
sales manager, Clock Div. 





DOUGLAS A. LAPHAM 


Mr. Lapham was formerly 
with Booz, Allen & Hamil- 
ton as sales and merchan- 
dising consultant for clients 
in a wide range of industries, 
and also has served as assis- 
tant general sales manager 
for all Silex products. 





Surplus Industry Show 
Drawing Big Attendance 


The biggest trade show in 
the history of the surplus in- 
dustry has been forecast by 
Eugene P. Connolly, presi- 
dent of the Institute of Sur- 
plus Dealers, Inc. 

“With over 70 pct of the 
available show space already 
booked before any public of- 
fering, the 1953 Surplus 
Show to be held at the Hotel 
Statler, Jan. 6, 7, and 8, is 
certain to set new records in 
the whole field of commercial 
shows,” stated Mr. Connolly. 

“Inquiries regarding the 
show are in such number that 
we will easily surpass the 
5,100 attendance at the first 
show last January. Careful 
estimates of goods and mate- 
rials to be offered for sale at 
the show indicate that offer- 
ings will pass the hundred 
million dollar mark,” he 
pointed out. 





Kennedy Co. Expands 


The H. T. Kennedy Co., 37 
Wall St., New York, importer 
of builders’ hardware, has ac- 
quired a Brooklyn warehouse 
exclusively for the company’s 
use at 58rd St. and Bush Ter- 
minal. 
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PAGES FROM THE HISTORY OF HILL HICKORY HANDLES... 





The whole world 
works with 


Leafs 
TOOL HANDLES! 









te 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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No other tool handle wood in the world is as tough and 
resilient as hickory. And no hickory in the world has so 


much natural toughness as Tennessee grown hill hickory. 


That’s why the demand for Holthouse and Hartup 
produced handles is not just nationwide, but worldwide. 
That’s why the name “Hill Hickory” stamped into a handle 


always means top quality and satisfied customers. 


Yet “Hill Hickory” handles cost no more than ordinary 


tool handles. 


For the full story and the name of 
your nearest jobber, fill out the cou- 
pon below. 


' ' 
: HOLTHOUSE & HARTUP, INC. 5 
1 Waynesboro, Tennessee ; 
: Gentlemen: : 
: | want to offer my customers the greater natural ; 
§ toughness of “Hill Hickory’ handles. Please send me the ' 
i name of my nearest Hill Hickory Jobber. ' 
’ r 
ie | a as ee ee Pee ae ee 
' 
BM ee ee ee ee 
: ! 
cc ee STATE : 
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THIS IS A SAMPLE PAGE 
taken from our 158 page Catalog #795, 
which is the most complete book of its kind! 





Having served the trade for over 25 years, we 
know from experience what you would like to see in 
a practical, comprehensive Catalog. THIS /S IT! 
So get your copy before the supply runs out. 


© There are some territories available for good representatives. 


JBL IIPS saLes CORPORATION 


795-803 LEXINGTON AVE., BROOKLYN 21, N. Y. 
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News of the Trade — 


More Than 325 Exhibitors To 
Attend Sporting Goods Show 


(Coniinued from page 110) 


suite will be maintained 
throughout the convention 
for the ladies. Tickets to 


radio and television shows, 
and other New York attrac- 
tions, also will be available. 

Exhibitors assigned for 
the 1953 NSGA show, as of 
Nov. 1, include: 


Rooms or 
Exhibitor Booths 
A 
A &G Hat & Cap Mfg. 
Co. 975 


Actual Lure Company, 

Inc. Booth 52 
Adler Company 649 
Advance Golf Bag Co.. 943 
Alliance Mfg. Co... Booth 51 
Allied Golf Corp. 603-604 
Altoona Factories, 

Inc. 

Alvin Mfg. Co. 
American Gas Machine 

Co. 2337 

American Pad & Tex- 


922-923 


1075 


tile Co. 2210 
Amsco Sales, Inc... Booth 75 
Arden Company Booth 38 
Argosy Booth 45 
Arlen Trophy 

Co. 903-904-905 
Ashaway, Inc. Booth 74 


Astra Trading Corp. 920 
Athletic Insti- 
tute 
Athletic Shoe Co. 
Atlantic Products 


Booths 10-11 
2221 


Corp. 719-720-721 
Atlas Athletic Equip- 
ment Co. 2325 
B 
Bancroft Racket Co. 615 
A. S. Barnes & Co. 963 


Barett & Wellman 2228 


Bass-Master Tackle 


Ca. .. Booth 98 
Bat Bak Mfg. Corp. 716 
Bata Shoe Co., Inc. 967 
Beacon Falls Rubber 

Footwear 1036-1037 
Beconta, Inc. 801 
Bel Vedere Shirt Co., 

Inc. 608 
Leslie Bellows 647-648 
Ben-Ed Sportswear, 

Ine. 817 
Benlee Sporting Goods 

Mfg. Co., Inc. 964 
Berg Company Booth 7 


Betts Manufacturing 

Co. Booth 58 
Bike Web Company 515 
Arch Billmire Co. 2324 
Bilnor Corporation 729 


Roonis or 


Exhibitor Booths 
Block House, inc... Booth 17 
Boston Athlecic Shoe 

Co . . .848-849 
H. L. Bowlds & Son... 2350 
Bowling Shiits, Inc.... 640 
Boyt Co. . 605 
R. O. Bradley Bait 

Co. Booth 46 
Brill Brothers, Inc.. .550-551 
Brinktun Com- 

pany 1017-1018 
Tom Broderick Co. 2304 
Brooks Shoe Mfg. Co.. 650 
Carl Brown 2335 
J. M. Bucheimer 

Co. Booth 25 
Buckingham Sports Co., 

Inc, 832 
Paul Bunyan Bait 

Co. Booth 4 
Burke Golf Sales, 

Inc. 1058-1059 
Burton Mfg. Co. 947 
Butwin Sportswear 

Co. 2216 

Cc 
C..C. ., Inc. 925 
Callaway Morrison 

Co. 601-652-653 
Castello Fencing Equip- 

ment Co. 918 
Champion Glove Mfg. 

Co. 527 
Champion Products 

Co. Booth 18 
Chattanooga Implement 

& Mfg. Co. 1005 
Chicago Roller Skate 

Co 1061-1062 


Charles F. Clark, Ine.. 2227 


G. C. Clark Co. Booth 27 

Cleveland Skate Co. 839 

Compass Instrument & 
Optical Co. 942 


Converse Rubber Co... 2229 


Cortland Racket Div., 
Cortland Line Co... 552-553 


Cramer Chemical Co... 2301 
Crane & MacMahon, 

Ine. 745 
Crown Prince, Inc.. Booth 24 

D > 

J. deBeer & Son 830 
Dewey & Almy Chem- 

ical Co. .. Booth 64 
Dexter-Wayne Co. 1056 
Diving Equipment & 

Supply Co. 1070 
Dodge, Inc. 2134 
Donnay Sporting 

Goods 641 


Dot: Line Company . Booth 73 
Dri Clad Corpora- 


tion Booth 69 
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ENGINEERED 
FOR SAFETY 









GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 


Usual Upson-Walton's 
Safe Working Safe Working 
Load Lo 





4 
3” Single. « oo « 200 Ibs. 265 Ibs. 
3” Double .. . « 300 Ibs. 400 Ibs. 

L 3” Weigle. ceo 8 400 Ibs. 540 Ibs. 
4" Single. « 6 « 400 Ibs. 510 Ibs. 
4" Double ... 550 Ibs. 730 Ibs. 
4" Triple. . + + « 700 Ibs. 925 Ibs. 
5” Single. . . . + 500 Ibs. 675 Ibs. 
5” Double ... 750 Ibs. 1000 Ibs. 


5" Triple. . . . - 1000lbs. 1325 Ibs. 


6’ Single. . . » + 1000 lbs. 1320 Ibs. 
6” Double . . . ~ 1500 Ibs. 1900 Ibs. 
6’ Triple. . . « +» 2000 lbs. 2640 Ibs. 


7" Single. . « + + 1500 Ibs, 1700 Ibs. 
7” Double . .. - 2000 Ibs. 2575 Ibs. 
7’ Triple. . « + » 2500 Ibs. 3000 Ibs. 


8” Single. . . « + 1700 Ibs. 2200 Ibs. 
8’ Double . .. + 2450 lbs. +2850 Ibs. 
8" Triple. . . » » 3200 Ibs. 3500 Ibs. 


10” Single. . . « « 2600 Ibs. 2750 Ibs. 
10” Double . . ~ + 3400 lbs. 3650 Ibs. 
10’ Triple. . « « + 4200 Ibs. 4900 Ibs. 


12” Single. . . « « 3000 lbs. 3000 Ibs. 
12” Double . . . . 3750 lbs. 4600 Ibs. 
12” Triple. . . « » 4500 Ibs, 5400 Ibs. 














Upson-Walton wood blocks not only have 
extra strength but also outstanding eye appeal 

. with clear-lacquered hardwood shells 
and contrasting green enameled steel parts. 
See your distributor for efficient service from 


Wanufactunrers of atl three stock. Write for free catalog. 
Tackle Blocks ¢ Fittings °¢ Wire Rope THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York ° Chicago ° Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S 81 YEARS OF EXPERIENCE 
125 
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Makers of household mops 
and mop heads. 
Years of Experience Behind Them. 
— The Result of Know How. 


* FINEST Workmanship 
* QUALITY Merchandise 


* ECONOMICALLY Priced 
PRICES ON REQUEST 


LIAS COTTON 


PRODUCTS 


MANUFACTURING CO., INC. 


ESTABLISHED 1899 
DALLAS» 6. Box 5184 





TEXAS 


PLANT: SOUTH LAMAR AND JAFFEE DRIVE 












Famous “Nacolon” plastic bristle brushes that will outwear fibre brushes 
several times. Multiple sales with no effort! 

Takes only 19” x 14” space to show 32 beautiful plastic bristle brushes. 
Sloped display holds brushes erect for easiest selection. All items clearly 
named with space provided for “mark-in” pricing. Replacements from 
open stock. 


y 


NATIONAL BRUSH COMPANY. © 


<p 
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News of the Trade 





Rooms or 
Exhibitor Booths Exhibitor 
Drybak Corporation .. 914 HARDWARE AGE 
J. A. Dubow Sporting Room 509 
Goods Corp. ...... 714-715 Harrington & Richard- 
Dudley Sports Co..... 2322 son Arms Co. 
Duralast Corporation.. 1085 Booths 56-57 


Rooms or 
Booths 


E A. B. Harris ..... Booth 55 

E-Z Products ...... Booth 8 Morton H. Harris .... 728 
Eagle Mfg. Co.....Booth 99 Harvard Table Tennis 

R. J. Ederer Co.....629-680 © .............. 724 

Lou Ehrlich ......Booth 88 Hatchers Mfg. Co..... 810 

Healthways ...... 632-633 


Empire Specialty Foot- 
wear Co. ...... 1022-1023 Hediund Mfg. Co...... 544 
Empire Sporting Goods Hetterick Mfg. Co.. Parlor E 


Se GR sconces 2358 Hillerich & Bradsby 
Sam Ervais...Booths 95-9, _©®, Inc. .......... 2227 
Everlast Sporting Goods Hirsch-Weis Canvas 
rae 921-924 _ Products Co. ....... 514 
F Hodgman Rubber Co. 
604-709 
Fair-Play Mfg. Co..... 539 : my 
Felco Athletic Wear Holiday ...... Booths 12-13 


Holiday Line, Inc. 


Ee: Sa eneeneree 529-530 F = 
George Fellner Co.. .Booth 5 bch a 1014 
Firearms International ‘ Horrocks-Ibbotson Co. 

Corp. aE ee 93 540-541 
John B. Flaherty ~~ 962 H. B. “Doc” Hughes. . 504 

Inc. de olga lensnieis #8" ie Hughes-Consolidated, 
Flip-It, Inc. ......... Se 501-502 
E. C. Frazier & Asso- 807 Hussco Shoe Co....Booth 37 

clates ..........--. Hutchinson Brothers 
Freeland Scope Stands ‘ Leather Co 824-825 

Booth 8 ag ee 
Hy-S Arr bs 
Frontier Glove Co.. Booth 92 Pe ps 80 
Funk Brothers Hat & gog Hyde Athletic Shoe Co. 
Cap Co. Oa a4 e mae P 818-819-820 
G I 
J. L. Galef & Son, Inc. Ideal Shirt Co. ....... 1063 


Booth 87 [Imperial Knitting Co.. 614 
A. Galewski & Sons, Indian Archery & Toy 


Aer a Corea 711 
Game-Time, Inc. ..... 809 Industrial Sports Jour- 
Charles Garcia & Co., RRR aOR eth 066 

Seer Booth 71 Innovation Industries 
General Sportcraft Co. Booth 42 

811-812-814-815 International Golf 
H. D. Gihon, Ine... . .616-617 Products Booth 28 
George Gillis Shoe Interstate Bedding Co. 
gs cas 1029-1030 Booth 21 


H. N. Gilman & Asso- 
ciates, Inc. 


Interstate Mfg. Co.... 1006 
537 Iowa Fibre Products, 


Sam Gittler Company. 542 Ine, ............ Booth 36 

Greve OO, .....:5. Booth 82 J 

Globe Sporting Goods Albert Jackson ....... 1060 
| i. a ere 1084-1035 Johnson & Johnson 

Golfcarft, Inc. ....... 2234 1042-1043 

Gotham Industries ..._ 739 Louis Johnson Co... Booth 53 


Gotham Shoe Mfg. Co. 528 Nestor Johnson Mfg. Co. 
Albert Grall Company. 639 Booth 39 
Graton & Knight Co... 726 Jokari, Inc. .......... 737 
Great American Indus- Johnny Jones, Jr... 968-969 
tries, Rubatex Div... 1015 &. P. Juneman Corp. 615 


Great Lakes Golf Ball K 
Corp. ... --.+-. 617 arthur Kahn Company 525 
Gregg Mfg. Co. Booth 2 Kamkap, Inc. ~ Booth 89 
Sam Greller, Inc... Booth 41 Kasselberg-Griffith 
Gun Digest Co....._Booth 26 5 snus 2362 
H Keezer Mfg. Co. 1044 
Hand Knit Hosiery Keiding Paper Products 
Co. : .... 684-6385 Co. _. Booth 59 
The Hanna Mfg. Co. The Keller Laboratories 
1048-Booth 86 Booth 79 
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Goods Mf 


Kestral Cor 
Adolph Kiet 


Kilian Tack 
King Louie 
Shirts 
King-O’Shea 
Wilson S| 
Goods Co. 
Klauber No 
Inc. . 
Knight Tab: 
i aiereys 
Walter & A 
zien 
Kroydon Co 


Lake Mfg. | 
Lannom Mf 
Roger Law1 


Lawrence J 
ing Co, . 
Harry C. Le 
ee 
Leed’s Trav 
Corp. ... 
Leipzig & L 
Phil Levine 
ee 
C. Lindensn 
Logan, Inc. 
Andy Lotsh 


McDonald a 
ae 
McKinnon |] 
Products 
McLaughlin 

Inc. 
MacGregor- 
ae 


Malzone Sp 
Manufactur 

cialty Co. 
Maple Man 

aa 
Marshall Cl 

eee 
Martin and 
Martin Rut 
C. H. Masi: 


Master Pro 
& Levine 

Mastercraft 
Ine. 

Moneco Co. 

Moosehead- 
Inc. 

Dana E. M 
Co. 


National C 
Athletic 
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Rooms or 
Exhibitor Booths 
Kennedy Sporting 
Goods Mfg. Co., Inc. 
1019-1020 
Kestral Corporation 
Booths 30-31 
Adolph Kiefer & Co. 
Booth 29 
Kilian Tackle Co... Booth 73 
King Louie Bowling 
ee 851-Booth 35 
King-O’Shea Division, 
Wilson Sporting 


Goods Co. ...... Parlor D 
Klauber Novelty Co., 

RR Ra Ie 717 
Knight Table Tennis 

> ial ARE ER AE Re I 1026 
Walter & Arthur Kren- 

| pe: 931-932 
Evoydon Co. ......... 2330 

L 

Lake Mfg. Co. ..... Booth 1 


Lannom Mfg. Co..1045-1046 
Roger Lawrence Co. 
638-Booth 19 

Lawrence Manufactur- 

Ene ae a aa 
Harry C. Lee & Co., 

Inc. 
Leed’s Travelwear 

Ne rae 735-736 
Leipzig & Lippe 2323 
Phil Levine Hat & Cap 


984 


eee Booth 91 
C. Lindensmith ...Booth 97 
SS 546 


Andy Lotshaw Co..Booth 66 


M 
McDonald and Son Golf 
Ee eee Booth 6 
McKinnon Leather 


Products Corp. .. 907 
McLaughlin-Millard, 
| a er ee 547-548 
MacGregor-Goldsmith, 
ae 618-619-620- 
621-622-623-624 
Malzone Sports, Inc... 938 
Manufacturers’ Spe- 
cialty Co., Inc....... 915 
Maple Manufacturing 
ee ere 985 
Marshall Clothing Mfg. 
NES 4 7 nk 642-643 


Martin and Martin 
Ballroom Balcony 
Martin Rubber Co..... 718 
C. H. Masland & Sons 
950-951-952 
Master Products, Lang 
& Levine, Inc....... 
Mastercraft Toy Co., 
a eee 
Moneco Co. ...... Ate 
Moosehead-Whitely, 
me. .. be Booth 34 
Dana E, Morrison, Jr., 
Co. . .601-652-653 


725 


N 
National Collegiate 
Athletic Bureau. Booth 20 
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Rooms or 

Exhibitor Booths 
National Die Casting 

Co. 
National Golf Founda- 

tion Booths 10-11 
Neevel Manufacturing 

Co 703 


New Era Cap Co. .. 516 
New Hermes Engrav- 
ing Machine Corp. 
Booth 22 
New York Rubber 
er 
Newburgh Metal Mfg. 

re ree 732 
F. H. Noble and Co.. 823 
Nocona Leather Goods 

a eer ee . 605 
Northland Ski Mfg. 

(a as ener 826 
Northwestern Golf Co. 944 
Samuel & Cedric L. 

Nussbaum ......... 1057 

oO 
O. C. Mfg. Co. .... 926 
Ohio-Kentucky Mfg. 

NI ek ors oo ccloin w esis we 804 
Oliver Brothers . 844 
Outdoor Sports Mfg. 

I cis ods atiaeas Booth 23 
Outdoor Supply Co.... 1027 
Oxford Sporting Goods 

Co. Ee ie 

P 
Parris Manufacturing 
723 


Co. * 
Ben Pearson, Inc...Booth 47 
Pennsylvania Rubber 

Co. 511-512 
Peter’s Bag & Novelty 

Corp. 1008 
Phoenix Sweater Mills 


of Pa. int. .... 1075 
Pittsburgh Hat & Cap 

Be coe i werenes 538 
Plastic Heat Sealing 

Bee. seeks seater ans 702 
Plastikaire Products, 

DY. cadcuse ede 1024 
Piaythings ....... 710 
Plymouth Golf Ball 

BE or ok wa die aan 1053 
Plymouth Metal Prod- 

ucts Corp. ...... Booth 14 
M. S. “Murphy” Post.. 909 
Post Mfg. Co. ..... .833-834 
Powers Mfg. Co. .. 803 
Premier Athletic Prod- 

ues COR ....- 647-648 

R 
Rain-Beau Products 

oS Booth 65 
Rava Mfg. Co. ....Booth 81 
Rawlings Mfg. Co. 

531-532-533-534-535-536 

Red Fox Mfg. Co...... 808 
Red Head Brand Co. 

1054-1055 

Red Wing Shoes... Booth 54 
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with non-burning 
Ironing Board Covers of 


ASBESTON 


Women want nationally-advertised Asbeston 


@ it lies flat to speed work and give it a better 
finish—never wrinkles or bunches. 


@ Woven from rock asbestos—Asbeston is fire- 
resistant—safe for the home. 


@ it’s really durable— made of super-twist, two- 
ply Asbeston yarns that dry quickly and 
smoothly. 


That’s why top makers of top-quality 
ironing board covers use ASBESTON 
to make the best covers. They’re now 
in use in over 4 million homes. Asbes- 
ton quality sells. 


Always display and feature 
this label—it gets 
business and profits. 






Made by the Textile Division 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 
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STEEL 


in stock for 
hardware stores 


Contact Ryerson when your customers order 
steel you don’t have on hand. Our large stocks at 
15 conveniently-located plants include every kind 
of steel in almost every size. And you can order 
it cut to exact length and width. Quick shipment. 





PRINCIPAL PRODUCTS: CARBON, ALLOY & STAINLESS STEEL, 
BARS, STRUCTURALS, PLATES, SHEETS, TUBING, REIN- 
FORCING BARS, EXPANDED METAL, SAFETY PLATE, ETC. 


RYERSON 


Joseph T. Ryerson & Son, Inc. Plants: New York, Boston, 

Philadelphia, Detroit, Cincinnati, Cleveland, Pittsburgh, Buffalo, 

Chicago, Milwaukee, St. Louis, Los Angeles, Son Francisco 
Seattle and Spokane 

















Heres Trott Magie.- 


...in a soldering 
iron you can 


SELL! 


/, DRAKE 


pistol-grip 


SOLDERING IRONS 


rs. That's why they SELL! You get full 


Avavutl ind 125 watts, from $3.75 to 
$10.00 ? Iso G pete e of dering i sf 


every pirg 


SURPLESS DUNN & CO 


DRAKE ELECTRIC WORKS, Inc. 


3656 N. LINCOLN AVE., CHICAGO 133, ILL 


THE RUGER COMPANY 
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National Sporting Goods Show Exhibitors 








Regent Sports Com- 


pany .. 906 
A. C. Rehberger Co. 843 
Richberry Electric 

PTY Se Booth 43 
Richey-Roberts Sales.. 837 


John T. Riddell, Inc. .740-741 
Roller Derby Skate Co. 1072 
S 

Safeguard Corp. 
Louis Sametz, Inc. 
Sand Knitting Mills 

Co. 507 
Sandler of Boston 816 
Saucony Athletic Shoe 

Co. 1016 
Scope Instrument 


545 
738 


Corp. 970 
Scott Port-a-fold Seat 

_ ae thes 972 
Sea-Net Mfg. Co., Inc.. 965 
Seal-Dri Sportswear 

Co. Booth 62 
Seamless Rubber 

Co. 821-822 
Semans & Company 1073 
Harold J. Sergel 506 
Service Emblem Co. 1084 
Shakespeare Com- 

pany Booth 60 


Silicote Corporation Booth 72 
Ed. W. Simon Co... Booth 33 
Simonsen Industries, 


Ine. Booth 67 
William Skinner & 

Sons 945-955 
Slazengers, Inc. 517 
Paul J. Smith 504 


Southern Athletic Co., 
Inc. .. 1068-1069 
Southern Mfg. Co. 
601-652-655 
Southland Athletic 
Mfg. Co. 
Southwester Co. 
A. G. Spalding & 
Brothers, Ine. 
Parlors F, G, H, and 
East Room 
Sport Fishing Institute 
Booth 61 
Sport Magazine Booth 3 
Sporting Goods Dealer 
827-828 
Sporting Goods Indus- 
tries Clearing House 


1087 
Booth 76 


Booth 40 
Sporting Goods Prod- 
ucts 919 
Sports Age 610 
Srortsmen Accessories 
Booth 90 
Sportsman’s Golf Corp. 543 
Spot-Bilt, Inc. wine 
80 


Springfield Co. 
Stahl Felt Stamping 
Co. 917 

Stall & Dean Mfg. Co. 
934-935-936 


Stratton & Terstegge 
ce .. . .629-630 
Sun Rubber Co. 651 
Sun Valley Mfg. Co. 953 
Superior Bowling & 
Billiard Supply Corp. 731 
T 


Table Tennis Corp. 938 
Thommen Sports 


Equipment, Inc.. . Booth 63 
Toys and Novelties 744 
Trojan Athletic Wear 

Co. 980 
Tropical Sales Booth 32 
True Booth 49 
Tudor Metal Products 

Corp. 730 
Tweedie Industries, 

Inc. 1021 

U 
Union Steel Chest Corp. 
Booth 48 
U. S. Fiber & Plastics 
Corp. 725-726 


U. S. Junior Chamber 
of Commerce 
Booths 
U. S. Rubber Co. 
1050-1051-1052-Booth 44 


10-11 


United Zipper Bag 
Corp. 987 
Urb Plastics Corp. 701 
Utica-Duxbak Corp. 549 
Vv 


Venus Knitting Mills 966 


Victor Sports, Inc. 1049 
W. J. Voit Rubber 
Corp. 625-626 


WwW 
Jack Waddell & Son. 956-957 
Wallace Silversmiths 


Booth 16 

Waltco Products Booth 68 
Bud Weiser 

Sportswear 609 


Wen-Mac Corporation 510 
Siegmund Werner, 


Inc. 852-853-845 
Wessex, Inc, Booth 50 
Westminster Sports 971 


R. H. “Bud” Widick 
Ballroom Balcony 
Wilson Sporting Goods 
Co. 518-519-520-521- 
522-523-524 
Wilton Mfg. Co. 973-974 
Joseph T. Wood Co. 806 
Woodcraft Equipment 
Co. Booth 9 
Woolrich Woolen Mills 
611-612 
Worthington Ball Co. 
627-628 
; 
Yankee Mfg. Co... Booth 78 
Yearite-Bunny Knit 


Sportswear 1047 
York Barbell Co. 644 
George Young & Co. 1071 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 








Carter to Cover Three 
States for Henricks Co. 
Paul H. Carter has joined 


the sales staff of the A. P. 
Henricks Co., New York. He 





PAUL H. CARTER 


will cover the western part of 
Pennsylvania, Maryland and 
West Virginia for the Hen- 
ricks company, a manufac- 
turers’ agent. 

Mr. Carter’s previous ex- 
perience was gained with the 
Remington Rand organization 
in various branch offices as 
well as the home office. He 
was also assistant sales man- 
ager for Ohlen-Bishop for 
two-and-a-half years. 





G. M. Salkeld to Handle 
Eagle Rule Products 


The Eagle Rule Mfg. Corp., 
New York, has appointed 
George M. Salkeld, Mechan- 
iesburg, Pa., as its represen- 
tative in Pennsylvania, south- 
ern New Jersey, Maryland, 
Delaware and the District of 
Columbia. 

Mr. Salkeld represented 
Eagle Rule before World War 
Il, as did his father before 
him. 





Belknap & McClain To 
Handle Miraplas Tile 


Belknap & McClain, Inc., 
Boston, Mass., has been 
hamed distributor for Mira- 
plas wall tile, it was an- 
nounced by Hal Mirvis, gen- 
eral sales manager, S & W 
Moulding Co., Columbus, 
Ohio. 

Belknap & McClain’s trade 
area includes eastern Massa- 


chusetts, Maine, Vermont, 
New Hampshire and Rhode 
Island. 





Gem Mfg. Appoints 
Three to Cover West 


The Gem Mfg. Corp. Pitts- 
burgh, Pa., has announced 


the appointment of the fol- | 


lowing to handle its products: 

E. G. Graft, Kansas City, 
Mo., will travel the states of 
Iowa, Kansas, Missouri and 


Nebraska. 
Dawn Associates, South 
Gate, Calif., will cover the 


states of California, Nevada 
and Arizona. 

Dirks & Co., Portland, Ore., 
will represent Gem in the 
states of Washington, Ore- 
zon, Idaho and Montana. 

The Gem company manu- 
factures bench oilers, pump 
oilers, welded steel oilers, and 
supply cans. 


Beckham Joins Staff of 
John H. Graham & Co. 
Arthur S. Beckham, Jr., 
Statesville, N. C., has been 
appointed by John H. Gra- 
ham & Co., Inc., as its repre- 





ARTHUR 8S. BECKHAM 


sentative in Virginia, North 
Carolina, Tennessee, South 
Carolina and West Virginia. 


Turner on Sales Staff 


Barron K. Throckmorton & 
Co., Inc., with offices in New 
York and Chicago, announced 
the appointment of John. J. 
Turner to its sales staff trav- 
eling out of its New York 
office. 
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The BOW SAW that 
sells itself! 


For cutting 
Logs, Posts, 
Firewood 











BUSHMAN 


Finest imported 
Swedish Steel 






For cutting 
Timbers and 
general work 














One glance at the 
thin razor sharp blade— 
one look at the lightweight, 
sturdy tubular frame—and every 
customer knows this is the saw he needs 
for faster, easier cutting of logs, timber and 
general work. Sizes 24”, 30”, 36” with rigid 

frames. Also 42” and 48” with adjustable frames. 


PLUS OTHER STYLES 
TO CHOOSE FROM 


Extended Handle Styles 
Rigid frame saws with ex- 
tended handles in sizes 30” 
and 36”. Adjustable frames 
with extended handles in 42” 
size. 

Tapered Frame Saws 
Miner saws designed for get- 
ting into close work. Oval 
tubing frames, 30” and 36” 
sizes. Tension lever for easy 
changing of 134” wide blades. 








* Choice of Bushman patented 
er Nordic Raker blades 







PLUS THIS 
COLORFUL 
MERCHANDISING 
DISPLAY 


This display free with the put- 
chase of 1—24”, 3—30", 3— 
36” and 1—42” saws plus 3— 
30” and :3—36" replacement 
blades. All fast moving, good 
profit items. 

















ee. 
nC 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 





SEE YOUR JOBBER 


1802 North Kostner Avenue e Chicago 379, Illincis 
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OBITUARIES 








—_—— 


Walter M. Floto 


Walter M. Floto, 59, vet- 
eran sales executive of U. S. 
Steel’s American Steel & 
Wire Div., died Nov. 3. 





WALTER M. FLOTO 


A native Chicagoan, Mr. 
Floto attended schools and 
made his home in that city. 
He joined American Steel & 
Wire in October, 1908, as a 
messenger boy. In 1929 he 
was named assistant man- 
ager in the fence and post 
department, and he became 
manager four years later. 

In 1936, Mr. Floto was 
named to the position he held 
at the time of his death, that 
of manager of the merchant 
products division. Widely 
known in the hardware field, 
he was a past president of 
the Central States Hardware 
Club. 

Survivors include his 
widow, a brother and sister. 





Joseph |. Woods 


Joseph I. Woods, 59, hard- 
ware buyer for Igoe Bros., 
Inc., Brooklyn, N. Y., whole- 





Doughboy Industries 
Opens N. Y. Office 


Doughboy Industries, New 
Richmond, Wis., has recently 
opened a new sales head- 
quarters in New York to 
serve the entire eastern sea- 
board. The office and display 
rooms will be at 1107 Broad- 
way. 

Robert B. Bimblick of New 
York City, newly appointed 
eastern sales manager, will 
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saler, died suddenly Nov. 6. 
Mr. Woods was associated 
with the Igoe firm for the 
past 25 years. He began his 
hardware career more than 
40 years ago when he joined 
the firm of Hammacher, 
Schlemmer & Co., Inc., and 
then Masback, Inc. In 1927 
he was employed by Igoe 
Bros. and was instrumental 
in compiling a trade catalog 
for the company in 1936. 





Edward S. Pratt 


Edward S. Pratt, 61, presi- 
dent of the Samson Cordage 
Works, Boston, Mass., died 
suddenly from a heart attack 
at his home in Harvard, 
Mass., on Sept. 13. 





EDWARD S. PRATT 


At the time of his death, 
Mr. Pratt was a director at 
large for the Southern States 
Industrial Council. He head- 
ed the Samson company for 
the past 15 years, during 
which time he saw new man- 
ufacturing procedures initi- 
ated in the mills and new 
products developed by his 
organization, 


have charge of the headquar- 
ters. The headquarters will 
serve the Eastern Seaboard 
from the New England states 
to the District of Columbia. 





Admiral Corp. Expansion 
Program Nearing Finish 


A major expansion pro- 
gram now being rushed to 
completion in Galesburg, III., 
by Admiral Corp. will make 
its Midwest Mfg. Corp. sub- 
sidiary the largest plant in 


News of the Trade 





Mr. Pratt, well known in 
the industry, was admired 
and respected by all who 
knew him. He was a mem- 
ber of the class of 1913 of 
Harvard and graduated from 
Lowell Textile Institute. 





Charles P. Ballinger 


Charles P. Ballinger, 65, 
district representative in the 
hardware division of Land- 
ers, Frary & Clark, New 
Britain, Conn., died suddenly 
of a heart attack Nov. 4. 

Mr. Ballinger had been 
connected with Landers, 
Frary & Clark for 31 years. 
He previously had been with 
the Supplee-Biddle Hard- 
ware Co., Philadelphia, Pa. 

He was active in the Hard- 
ware Merchants’ & Manu- 
facturers’ Association of 
Philadelphia, having served 
on many of the organiza- 
tion’s committees. At the 
time of his death, Mr. Bal- 
linger was a director of the 
Association. 

With Landers, Frary & 
Clark, Mr. Ballinger covered 
the Philadelphia, Baltimore 
and Washington, D. C. terri- 
tory. 

Survivors include his widow 
and a son. 





Charles L. Clark 


Charles L. Clark, 83, asso- 
ciated with the Greenlee Tool 
Co., Div. of Greenlee Bros. 
& Co., Rockford, IIl., died 
Nov. 2 after being hospital- 
ized with a broken hip on 
Oct. 12. 

Mr. Clark, had been asso- 
ciated with the hardware 
business since he was 19 
years old, having started in 
the retail field. He was a 
member of the HARDWARE 
AGE Fifty-Year Club and a 
lifetime member of the Cen- 
tral States Hardware Club. 


For 30 years prior to his 
retirement in 1947, Mr. Clark 
had been connected with the 

reenlee company, practically 
all of that time serving as 
a sales representative. He 
had traveled every state in 
the Union. 





CHARLES L. CLARK 


He is survived by his 
widow, a daughter and two 
sons. 


Mike Sweyd 


Mike Sweyd, 68, West 
Coast representative of the 
Lionel Corp., manufacturer 
of electric trains, died Nov. 
12 in his home at San Mateo, 
Calif. 

Born in the Netherlands, 
Mr. Sweyd started his busi- 
ness career in 1902 as & 


salesman for Hamburg & 
Co., importer of foreign 
toys. He later joined the 


Ives Mfg. Co., maker of me- 
chanical trains, and rose to 
the post of sales manager. 

In 1919 he became West 
Coast _ representative for 
Lionel, covering 11 states 
from Colorado to the Coast, 
with headquarters in San 
Francisco. He was a charter 
member of the Pot & Kettle 
Club. 


=e 








Galesburg, as well as the 
largest of the 10 plants oper- 
ated by the Chicago televi- 
sion-appliance manufacturer. 

Announcement of the new 
construction was made by 
John B. Huarisa, executive 
vice-president of Admiral, 
who said the previous 385,- 
000 sq. ft. of floor space at 
Midwest will be nearly 
doubled when the several 
current projects are com- 
pleted next spring. 


Gift, Toy, Housewares 
Show Set for Feb. 1-4 


Gift, toy and housewares 
exhibitors located on the 
sécond, fifth and ninth floors 
of the Western Merchandise 
Mart will participate in the 
Western Gift, Toy and 
Housewares Show in San 
Francisco, Feb. 1 through 4. 
Show hours will be 9 a.m. to 
6 p.m. Monday through Wed- 
nesday, and 9 a.m. to 7:30 
p.m. on opening day, Feb. 1. 
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Shown here are members of 
the sales organization of the 
F, E. Myers & Co., Ashland, 
Ohio, during a recent week- 
long sales conference. Six new 
salesmen and two new mem- 
bers of the export sales staff 
were introduced at the meet- 
ing, during which plans for 
expanding the sales force 
were outlined. 


IA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


Atop the front of the Campbell Hardware & 
Supply Co. building in Seattle, Wash., is a 
new and attractive display sign, 41 ft. long 
and 43 in. high with 17 in. letters. The whole- 
sale firm features its lines in this changeable 
copy display sign. 


Here are some of the men who attended the 
annual meeting of the Champion DeArment 
sales organization held recently at Meadville, 
Pa. During the two-day conference sales pro- 
motion and advertising plans for 1952-53 
were outlined by William DeArment, com- 
pany sales manager. George DeArment, pres- 
ident, and Howard Manning, Chief engineer, 
told of new equipment and expansion. 


Earl J. Turner, secretary-treasurer of the W. 
W. Conde Hardware Co., Watertown, N. Y., 
wholesaler, was recently honored at a ban- 
quet celebrating his 50 years with the com- 
pany. Shown here is Mr. and Mrs. Turner, 
left, and Mr. and Mrs. W. W. Conde. On be- 
half of the firm, Mr. Conde, president, pre- 
sented Mr. Turner with a television set. Com- 
pany employees also made a presentation, 
and HARDWARE AGE presented the guest 
of honor with a certificate of membership 
in the 50-year club. 


0. F. Markett, J. A. Bua, and 
S. A. Proctor, holding cups, 
have become members of the 
Million Dollar Club of the 
Spicola Hardware Co., Tampa, 

-» wholesaler. Each mar 

# passed the million dollar 
mark in sales. At left is C. G. 
Picola, vice-president and at 
right is A. G. Spicola, secre- 
tary-treasurer. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
to be marked by ups and downs. 
However unless something unfore- 
seen should occur, the ‘downs’ will 
not be very pronounced nor will the 
period of readjustment last very 
long.” 


Wholesale Trade 
Greater in September 


September wholesale trade 
amounted to $9,600,000,000, an 8 
pet rise over August and 9 pct on 
a seasonally adjusted basis, the 
Commerce Dept. estimated. Total 
sales of wholesalers during the 
month amounted to $9,609,000,000, 
on an unadjusted basis and $9,139,- 
000,000 seasonally adjusted. 

Durable goods dealers sales 
amounted to $2,983,000,000, unad- 
justed. The adjusted basis of 
$2,793,000,000 represented a 12 pct 
rise over August. 

“All durable goods categories 
contributed to the marked increase 
in September,” said the depart- 
ment. “Seasonally adjusted sales 
of wholesalers of automotive prod- 
ucts increased sharply—28 pct— 
from the low August billings. 

Inventories of wholesalers 
amounted to $9,927,000,000 in Sep- 
tember. For durable goods the 
total was $4,864,000,000 on an un- 
adjusted and $4,957,000,000 on an 
adjusted basis. 


Little Change Noted 
In Dept. Store Sales 


Department store sales for the 
country as a whole were off 1 pct 
for the year through the week 
ended Nov. 1, reported the Federal 
Reserve Board. They were down 
5 pet from the corresponding week 
a year ago in the week ended Nov. 
1. For the four weeks ended on 
that date they showed a 4 pct 
rise. 

The weekly index, without sea- 
sonal adjustment, stood at 115 on 
Nov. 1, as compared with 122 a 
week earlier and 121 a year ago. 
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Retailers Optimistic 


Unemployment Lowest 
Since War Years 


Total employment at regular 
jobs in mid-October amounted to 
61,862,000 persons, reported the 
Commerce Dept. This was about 
the same as a year ago. The total 
of unemployed was 1,284,000, the 
lowest since World War II years, 





55% of Dealers in Survey Expect Rise 
In Sales in First Three Months of 1953 


Th»? majority of retailers partici- 
pating in a survey of businessmen 
on the outiook for the first quarter 
of 1953 anticipated an increase in 
sales in the first three months of 
next year, Dun & Bradstreet, Inc. 
reported. 

Of 236 retailers taking part in 
the survey, 55 pet expected a rise 
in sales; 35 pct believed there would 
be no change and 10 pct looked for 
a decrease. The interviews were 
conducted between Oct. 6 and 17. 

Regarding the overall business 
outlook, 1,822 executives inter- 
viewed believed that the momentum 
of the high level of activity at the 
present time would be maintained 
and even increased in the first quar- 
ter of 1953. 

Regarding selling prices, the 
majority of retailers expected no 





change in the first quarter. Of 218 
reporting, 66 pct looked for no 
change; 22 pct thought they would 
be higher while 12 pct anticipated 
lower prices. 

As to net profits, 196 retailers 
reported and 57 pct believed they 
would be unchanged, 26 pct ex- 
pected an increase and 17 pct looked 
for a decline. 

Of 222 discussing the level of in- 
ventories at the end of the first 
quarter, 54 pct expressed the view 
that there would be no change, 22 
pet thought they would be higher 
and 24 pct lower. 

On the number of employees at 
the end af the quarter, 230 dis- 
cussed this matter and 86 pct be- 
lieved there weuld be no change at 
the end of the quarter, 10 pct an- 
ticipated an increase and 4 pct a 
drop. 


Prices on 4 Corbin Padlocks Rose Only 
138% in 42 Years as Labor Costs Soared 665% 


A price comparison study made 
by the American Hardware Corp., 
New Britain, Conn., on five identi- 
cal padlocks, produced 42 years 
apart, demonstrates clearly how 
American industrial know-how and 
efficiency holds down consumer 
prices. 

The study, based on the four 
comparable numbers of master 
keyed padlocks, made in 1910 and 
1952, indicates that present costs 
of all manufactured goods haven’t 
skyrocketed along with consumer 
indices and prevailing labor costs. 

The Corbin Cabinet Lock Divi- 
sion made the study when a letter 
to the Wilson Hardware Co., Wil- 
son, N. C., dated Jan. 3, 1910, giv- 
ing quotations on these five pad- 
locks, was brought to light. 

The-following is a comparison 


of 1910 and 1952 prices on the 
comparable locks, which incidentally 
are stronger, give greater security 
and are made from better and 
tougher materials, according to the 
manufacturer: 


1910 price 1952 price 
per doz. per doz. 
#2880%4 $20.31 $53.82 
#2881, 23.49 58.42 
#2882, 27.93 65.97 
#2883 Y, 84.25 75.45 
#288LY, 86.47 discontinued 


Composite labor costs to produce 
these padlocks in 1910 were $.20 
per hour whereas today’s composite 
labor figure is $1.53 per hour. In 
other words, the average cost of 
this more efficient padlock today is 
138 pet more than the 1910 model 
while composite labor costs to make 
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Colonial 
full polished light finishing half 
hatchet (Haines pattern) thin 
blade. 1314” best quality spe- 
cially shaped handle. 





Colonial 


full polished hexagon neck, round 
pull nail hammer. Handle with 
oval grip, octagon neck. 


Yes Indeed... Ww 
MANN makes these too! 


Sometimes an outstanding reputation in one field can 
have its disadvantages. The world-wide fame of 
Mann Axes has a tendency to obscure the fact that 
we make what we honestly feel are the absolute 
“tops” in hatchets and hammers, too. The best de- 
‘scription we can offer is that their quality and design 
is on a par with our axe line. To most of you that’s 
“enough said” but to those who aren’t, as yet, familiar 
with the outstanding quality of Mann axes—may we 
suggest—seeing is believing. 


C4 RE S 


Write for free catalog which illustrates and describes the Mann line. 


Ln\Zs\Ly Ts 


EDGE TOOL COMPAN Y 


LEWISTOWN, PENNSYLVANIA 
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BACK AGAIN! 





SHA RON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 








From Sharon, the line with the talking 


labels, comes once again one of our mos: 
popular packages—round or fiat head 
stove bolts with nuts already on... at 


me extra cost. For detaiis, ask your job. 


ber or write us. 


Shavoi Bil and. Scttu'le 


BOSTON 10, MASS. 


-) x-acto. 


HANDICRAFT KNIVES * BLADES * TOOLS 














No. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 1514”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 





Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of fhe complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
} 440 Fourth Avenue, New York 16, New York 
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this lock have jumped 665 pct. 

A look at the consumers’ price 
index for moderate income fami- 
lies, published by the Bureau of 
Labor Statistics of the U. S. Dept. 
of Labor, for 1913 (the earliest 
available data), shows the index 
at 70.7. 

In 1951 (the latest available fig- 
ure), the index for “all items” was 
185.6. Unofficial reports show a 
substantial increase of 1952 over 
1951 in the index. 

The 1951 figure is 85.6 over nor- 
mal, or an 164 pct increase over 


The padlocks on which comparison 
was made. Upper one is 1952 model; 
lower one is 1910. 


the 1913 figure. This 164 pct in- 
crease in prices of “all items” is 
considerably higher than the price 
increase of Corbin padlocks of 
138 pct. 

E. J. Parker, president of the 
American Hardware Corp., manu- 
facturer of Russwin and Corbin 
hardware and locks, commenting 
on the price comparisons said, ‘““The 
answer to how & company can pro- 
duce a better product in 1952 than 
in 1910 with a 138 pct increased 
price in the face of a 665 pct in- 
crease in labor costs and a 164 pct 
increase in the general price index 
lies in intelligent use of modern 
production methods.” 


Installment Credit 
Of All Kinds Rise 


There was a $312 million in- 
crease in September in the amount 
of installment credit outstanding, 
bringing the total to an estimated 
$15,252,000,000, reported the Fed- 
eral Reserve Board. There was a 
$122 million rise in September, 
1951. 

The total amount of consumer 
credit outstanding, as of Sept. 30, 


was $21,720,000,000, an increase of 
$284,000,000 over the previous year. 
Increases were shown during the 
month by every major category of 
installment credit. Total sale credit 
was up $175,000,000 for a total of 
$8,324,000,000. Automobile credit 
at $4,699,000,000, showed a $65,- 
000,000 increase. Loan credit was 
up $137,000,000 for a total of 
$6,928,000,000. 

Charge accounts outstanding 
totaled $3,839,000,000, a drop of 
$63,000,000 in a month when an in- 
crease is usual. 


Large Hardware Firms 
Had Small Sales Rise 


The September sales of large 
hardware firms with from one to 
10 stores were estimated to have 
been 1 pct higher than in Septem- 
ber, 1951, and 3 pct above August, 
1952, sales. 

The estimates, by the Bureau of 
the Census, U. S. Dept. of Com- 
merce, show a decline in sales for 
these large hardware firms of 6 pct 
in a comparison of the first nine 
months of 1952 with the compara- 
ble period of 1951. 

The data are not adjusted for 
seasonal variations, price changes 
nor number of trading days. 

The following table gives a com- 
parison of large hardware store 
sales in various metropolitan areas: 

Pct Change in Sales 





Sept. Sept. 9 mo. 

1952 1952 1952 

from from from 

Sept. Aug. 9 mo. 

1951 1952 1951 

Jefferson Co., Ala... —io0 —I 0 

Los Angeles Co., Cal... +12 0 —Il 

Sacramento Co., Cal... —I +2 —I7 
Hartford & Tolland Cos., 

SEER EES +1 +13 —13 
D. of C., city of Alex- 
andria and Arlington 
Co., Va. and part of 

Montgomery Co., Md. —6 +10 —3 

Cook Co., ill. .... —13 —!I —I!9 


Adams & Allen Cos. Ind. +9 +1 —? 


Suffolk Co. and parts 

of Middlesex & Nor- 

folk Cos., Mass. .... —9 +11 —9% 
Wayne Co., Mich. —!i8 +2 -6 
City of New York and 

part of Westchester 

Ge. ¥.... ... —O +6 —10 
Erie Co., N. Y......... —2 +49 <—6 
Monroe & Wayne Cos., 

Co., N. Y. ... $20 —5 +42 
Cuyahoga Co., Ohio... +2 +5 —I9 
Philadelphia Co., Pa. —2 +5 -—> 
Providence Co., R. |.... —15 —5 —!I? 
Norfolk & Princess Anne 

Cos. and cities of Ner- 

folk, So. Norfolk and 

Portsmouth, Va. +i +40 +13 
King Co., Wash. ...... +8 +3 —6 
Milwaukee & Waukeshe 

i ee —| —) —TI! 
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changes 
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areas: : #425 #427 


in Sales 








Every size and style — for every 

job need.....concave and con- 

{ vex drawer knobs, ranging from 
i 1” through 21%” in diameter. . 
WX} 7 drawer pulls in popular curved 
and streamlined models... back 


TROJAN SAW BLAD ES plates from 114” round to 6” oval. 


ALL TYPES Available in all standard finishes 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine AJAX display board showing all 
knobs, pulls and back plates, in 
all finishes, is now available. AJAX 
products are famous for top qual- 
ity and top value 








World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power It's yours for the asking! . . . Went 
sawing operation. Un- additional AJAX product information? 4 
equalled in quality. Write for our interesting brochure. ’ ™ 
Teeth are individually 4 
filed and precision set. i 
Blades are hardened DS EX with #053 backplate 
and oil tempered for 
a long, sharp life. HARDWARE OF PRESTIGE 


Ackermann . Steffan Div. Ajax Hardware Manufacturing Corporation 


PARKER MFG C0 4351 Valley Blvd. « Los Angeles 32, Calif. 
diinies Insist on 
Worcester, Mass. TROJAN by name 
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AFCO-LITE NO. 134T 
U.S. PAT. NO. 2,610,285 


.-- Sell the 
AFCO.-LITE 


NO. 134T SAFETY 
* BROODER 


— THE ONLY PATENTED 
U.L.-APPROVED INFRARED 
CLUSTER BROODER 


Check its many advantages: 


© LARGE CAPACITY—up to 500 chicks 

© UNDERWRITERS LABORATORIES’ APPROVAL 
(File E 23464) 

© PATENTED HEAVY WIRE GUARD prevents 
fire in case brooder is accidentally 
—* Guard keeps hot lamps from 
touching litter and directs heat away 
from it. 

© WIDE LAMP-PROTECTING SHIELD (17” in 
diameter) prevents moisture from fall- 
ing on infrared lamps and breaking 
them. 

© WAFER THERMOSTAT automatically main- 
tains right heat day or night 

© Low COST No. 134T 4-lamp brooder. 
complete with wire guard, thermostat 
and 6 ft. cord: and plug and individu- 


ally boxed (without $1350 


lamps), lists at. . 

Other nationally-advertised 4-lamp Afco-Lite 
Brooders for as little as $6.75 list (without 
lamps). Single lamp model at $2.75 list 
(without lamp). Write for catalog! 


AFCO ALARM 
Warns Instantly 
When Power Fails 


If electricity is interrupted to 
brooders, water pumps, elec- Pat. 
tric fencing or other electri. Pending 
cally operated equipment, 
this device rings bell and 
shows warning signal. NO oi LIST 
BATTERIES! NO EXTRA WIRING! sust 

plug in ony 110-115 volt A.C. outlet! $795 



















































DISTRIBUTORS WANTED 


A few territories still open. For details 
write Dept. 10-H. 


AFCO-LITE CORPORATION 





1234 No. Paulina Street 
Chicago 272, Illinois 
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| Steel Mills Hit 
| Peak Production 


American steel mills poured the 
largest amount of steel ever pro- 
duced in a month during October, 
the American Iron & Steel Insti- 
tute reported. Output amounted to 


| 9,790,000 net tons of ingots and 


steel for castings, exceeding the 
previous monthly record of March, 


by 386,000 tons. 


If continued without interruption 
for 12 months, the October output 


| would result in an annual produc- 


tion of more than 115 million tons. 
However, considerable tonnage was 
lost this year on account of the steel 
strike during the summer. 

Steel production touched another 


| new high in the week ending Nov. 


1, making this the sixth consecutive 


| week in which this had occurred. 


Output of the nation’s steel mills 
during the week, was 107.3 pct of 
of theoretical capacity, and ex- 
ceeded the previous high, set in the 
previous week, by 8,000 tons. 





TV Sales Increased 
Greatly in September 


Dealer sales of television receiv- 
ers in September were greater than 
the combined sales to the public in 
June, July and August, the Radio- 
Television Manufacturers Associa- 
tion reports. 

TV sets sales in September, a 5- 


week period, totaled 875,290 units 
compared with 700,490 sets sold to 


consumers in the three preceding 
months. 

Radio sales were relatively slow- 
er. A total of 892,761 sets were 
sold by dealers in September com- 
pared with 1,139,467 sets sold in 
the months of June, July and 


| August. 


Building Continues 
At Last Year's Level 


Dollar volume of construction is 
running about 4 pct ahead of last 
year for the first 10 months of 
1952—but when adjusted to allow 
for higher costs, the physical vol- 
ume is about the same. 

Figure for new _ construction 
through October was estimated at 
$27 billion or about $1 billion less 
than in 1951, according to the Bu- 
reau of Labor Statistics. 

Expansion of industrial facili- 
ties, public utilities, and publicly 
financed construction including 


military and highways, accounted 
for most of the increase. 

On the other hand, construction 
of commercial enterprises such as 
stores, warehouses, lofts, and resi- 
dential construction were lagging 
behind last year’s figures. 

Construction work continued at 
the $3 billion-a-month level during 
October, the government reports. 
Should weather remain open for a 
substantial portion of the two re- 
maining months of 1952, indica- 
tions are that final dollar totals will 
exceed those of 1951. 

Public financing of construction 
projects exceeds last year’s by 
about 16 pet. But the dollar volume 
is substantially less than private 
construction about $9 billion 
against $18 billion. 


Sears Shows Biggest 


Increase Since May 


October sales of leading chain 
and mail order houses generally 
showed increases over the same 
month a year ago. In the case of 
Sears, Roebuck & Co., total retail 
and mail order sales for the month 
were up 17 pct over October, 1951, 
setting new records for the month 
and for the year to date. Percent- 
agewise it was the largest month- 
for-month-rise since last May when 
it was also 17 pet. 

Sale totals for October for lead- 
ing chain and mail order houses 


follow: 
Pet. 


1952 1951 Chge 


Sears, Roebuck & Co. 
$256,948,613 -+-17.0 


October $300,590,104 
9 months 2,189,495,796 1,983,238,987 + 10.4 
Montgomery Ward & Co. 

October $118,141,680 $117,370,883 + 0.7 
9 months 839,049,613 857,582,732 2.2 
Butler Brothers 
October $12,721,042 $11,229,037 +13.3 
10 months 97,922,229 96,778,346 1.2 
F. W. Woolworth Co. 

October $60,433,741 $57,295,729 + 5.3 
10 months 528,602,454 509,358,890 + 3.7 
Western Auto Supply Co. 

October $15,972,000 $14,663,000 + 89 
10 months 139,066,000 131,224,000 + 6.0 


Rise in Manufacturers 
Sales, New Orders 


increase in Sep- 
sales, 


There was an 
tember in manufacturers’ 
orders and inventories, reported the 
Commerce Dept. Sales of all man- 
ufacturers amounted to $24 billion 
during the month, compared with 
$22,700,000,000 in August. 

For durable goods industries the 
September total was $12 billion as 
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AT LAST. ..A Broom Rake 


that CANNOT 
LOSE ITS SHAPE 
or 
COME APART 
Now you can offer your customers 
the most durable, satisfactory broom 
rake ever constructed. The new 


Rugged Robert Broom Rake gives 
useful service for the life of the steel! 





ONE-PIECE INTER- 
LOCKING CONSTRUCTION 


The tines, made of high carbon, tempered cold rolled flat 
wire with rounded edges, 5/16" x .029"', interlock into 
the |8-gauge steel neck. As the picture shows, the 
horizontal and vertical tabs positively lock the 
cover plate to the frame. The cover plate 
also extends into the neck of the frame add- 
ing great strength where needed. The 
semi-circular depression in the plate pr 
vents tines ever becoming loosened. 

plus the one-piece frame, guarantees that 
the rake will never lose shape. 








Handle is No. | hardwood, clear lacquer finish, 42" long, 
packed 6 to bundle. Heads packed 6 to re-shipping carton. 
Combined shipping weight, 23 Ibs. per dozen. 


“Serving the Jobber for 15 Years" 


UGGED 
eee ee 


Members, American Hardware Manufacturers Assn. 








Company 


Birmingham, Ala. 




















MAKE / MAKE Your CUSTOMERS 


Keel Happy 


push PENN ror XMAS! 






“SQUIDDER” 


Feature the Gift 
Wanted Most 
by Sportsmen! 


There’s magic gift appeal in the na- 
tionally famous Penn Reels! They dis- 
play beautifully, move quickly — the 
buyer knows he’s getting the best! 
Shown here are three PENN favorites: 
“Squidder’—the surfcasting standard; 
the versatile “Peer” for both heavy 
freshwater, light saltwater fishing; 
“Senator” — record-holder for trolling 
with light tackle or big game fishing. 
Get them out on the counter — in the 
window. Watch ‘em go. 


Write Dept. D for Free Catalog showing 
the entire line of popular Penn models 


PENN FISHING TACKLE 


PHILA. 
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ASK FOR WILLIAM JOHNSON 


Garden Tool 
Display Rack 





aT seissean, | 


JOHNSON | | 


GARDEN TOOLS ’ 
Good Fowls since 1830 











——<—<——. i 
—4 


ee 


Rack Available with ONE DOZEN sid 
of any 8 following items;* 


218 —GARDEN DIBBLE KNIFE 
300 —GARDEN FORK 217 —TRANSPLANTING 
215 —GARDEN TROWEL TROWEL 


2120 —GARDEN TROWEL 
Substitution items to suit local conditions:* 
200 —IDEAL WEEDER 250 —LAWN WEEDER 


210 —HAZEL 220 —IRON DIBBLE 
212 —GARDEN TROWEL 
214 —FORGED DE LUXE GARDEN 270 —LONG HANDLE 


211 —FORGED GARDEN TROWEL 











TROWEL CULTIVATOR 
215-A—BEDDING TROWEL 
217-A—TRANSPLANTING HOE - i 
TROWEL 
222. —STRAWBERRY 2—LARGE GARDEN 
TROWEL LINE REEL 
CONTACT YOUR JOBBER or WRITE US for INFORMATION 
GUARANTEED ¢ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 





137 











RUB it on-Friction'’s GONE 


RUN-SMOOTH 


LUBRICATING STICK 


A light-colored STICK that lubricates 
stubborn windows, of- 
fice files, doors, door- 
latches, zippers, bi- 

cycle chains, autos, . 
anything that sticks, 











Files Balk! it 
No messy fluid. will 
not soil hands nor mar 
or stain wood, plastic 
or metal surfaces. 





Windows Stick! 


Bright colored Display Case, holding 12—25c sticks, 
for either counter display or hanging dispenser. 


SOLD THROUGH JOBBERS 
| DYcTea Come Lb ole ROL el Om re) 











SALEM 7 MASS 


Makers also of DECTO-STICK, which Fills and Colors 
NICKS, DENTS and GOUGES in natural-finished 
or stained woodwork, leather or plastics. 














“ld m miss these 
profits—If I 
didn't have 


WIPE-ON!” 


says DAN GOLD 
HIGHLAND 
HARDWARE 

122017 Lorain Ave. 
CLEVELAND, OHIO 


od 





“With many of my customers, plastic 
WIPE-ON finish has become a com- 
modity item they buy season after season. 
It protects and beautifies so 
many different things that 
no other product can take 
Wipe-On’s place. Wipe-On 
sales mean steady pro ats I'd 
otherwise never enjoy! 


Embree Mfg. Co., Elizabeth 
4,N. J. 








| October, 


against $10,600,000,000 in the 
previous month. 

Inventories of durable goods 
manufacturers were unchanged 
from the previous month. 

New orders for durable goods in 
September amounted to $11,900,- 
000,000, as against $10,400,000,000 
a month earlier. 

Unfilled orders for durable goods 
lines were $71,500,000,000, down 


$100,000,000 from August. 


New Construction 
Even With Last Year 


New construction outlays in Oc- 
tober amounted to about $3 billion, 
3 pet below the September total, 
according to preliminary estimates 
of the Commerce Dept. However, 
the total showed a 6 pct rise over 
1951. Part of the 
crease was in price, however. 

New construction outlays in the 
first 10 months of this year, ac- 


cording to the department, were | 


4 pet over the corresponding 1951 
period. However, when increased 
prices were discounted, activity 
was about the same. 


Personal Income Rises 


To Record Height 


Personal income touched a rec- 
ord annual rate of $273,300,000,000 
in September, as a result of the 
end of the steel strike and larger 
farm marketings, reported the 
Commerce Dept. This was an in- 
crease of $3,700,000,000 above the 
August rate. 

Private industry wages and sala- 
ries amounted to a rate of $180 bil- 
lion, a rise of $1,800,000,000 over 
August. Thus, this item accounted 
for almost half the increase in the 
September rate. 


Steady Rise In 
Instalment Debt 


For. the sixth consecutive month 
the index of instalment accounts 
outstanding, at the end of Septem- 
ber, was higher than in the pre- 
vious month, according to the 
monthly report on Retail Instalment 
Credit by the Federal Reserve Sys- 
tem. 

At the end of September the in- 
dex for instalment accounts out- 
standing for household appliance 
stores was 215 (1947-1949 average 
= 100). This was the highest index 
in 18 months. 
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One Good “Turn” 
Deserves Another 


And gets it when called for by 
the design—no matter how in- 
tricate it is. We make a business 
of solving design problems with 
wire, often saving our customer 
a great deal of time and money. 
Let’s get together the next time 
you have a gadget that seems to 
call for some “head scratching”! 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 








15,000,000 


HOME FREEZER OWNERS 
WANT 


EASY-DIP 


DISHERS 








UNBREAKABLE PLASTIC! 
. MANY KITCHEN USES! 


Hardware, EYE APPEAL! 


Variety and’ 
Chain Stores res 
port the new 
Easy - Dip Ice 
Cream Disher and 
Kitchen Scoop is a 
smash sales item. Its 
instant appeal to home- 

makers everywhere and its hun- 
dreds of kitchen uses make Easy- 
Dip a profit leader in every store. 
Write today for quantity prices. 


LLOYD DISHER CO. 


DECATUR, ILLINOIS 
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ELECTRIC SOLDERING TOOLS W CAWI it 


Standard Sizes 
7/16"—1/2"—7/8" 


1 1/8"—1 3/8" f 
1 5/8"—1 3/4" Men to whom soldering is 
an every-day job have found @ Padlocks @ Curtain springs 
Vulcan Screw Tip Soldering 
Tools fast and efficient. @ Window sash locks @ Window screen springs 








Light weight, with cool, adjustable a 
birch handles, shaped to fit the hand, @ Screen door closer springs @ Door check springs 


they have the “hang” or balance . . @ Wiri , 
that makes expert soldering easy. @ Perfection door springs Wiring nut springs 


Tips are of finest forged copper. Let us know your requirements for springs in an 
. Complete with 6 ft. heater cord and unbreak- ‘ Y ei 9 ; pring s Y 
Lf able rubber plug. size, shape or design. Write to Sales and Engineer- 
A 


sk your jobber about colorful display board 12s «ing, 2 New Bond Street, Worcester, Mass. 


VULCAN ELECTRIC CO. 
WICKWIRE SPRINGS 


Danvers 3, Mass. 
AND FORMED WIRES 





Vulcan Electric Soldering Tools, Solder Pots, Glue 
Pots, Branding Irons. Vulcan Electric Heating 
Elements. 








PROOU OF WICKWIRE PENWCER TEEL Divistow (FJ 
) 010 a) UE RON ¢ ‘ RATION 


AND 











siMP LICITY! 
Low Upkeep Cost 
Trouble-Free 
BEAVER NO. 26-R 
1 TO 2-INCH PIPE THREADER 



















Quality in PLASTER and 


5 OUTSTANDING Right or left 











ic! 
i CEMENT FINISHERS’ TOOLS aovanraces — QRS 
AL! When plasterers and cement finishers want the | 






best, they demand’ 
HARRINGTON. For 


® The new Beaver 26-R is a greatly 
improved and simplified successor to the 






































































































ee seer WS & “old Beaver 26,” popular for 40 years is) 
satisfaction leuk HAR. Drive ring is on top—in line with dies —~ . 
RINGTON. - P for easy cutting. Oversize, undersize or Pane — _——. 
: standard threads can be cut of uniform — 
\ length. Has “‘radio dial” setting. Change 
\ size in 2 seconds without tools. Standard 
:) taper or electric conduit threads. One set 
j/ dies. No bushings. 
wd Write for complete catalog—covering full 
line a + + machines, power units and hand ——w a 
tools, Vs to 12 inches. ra 
“ BEAVER PIPE TOOLS, INC. Dies 
n- EDGERS 234-300 DANA AVENUE © WARREN, OHIO, U. S. A. Easily Removed 
"Over 50 Years of Friendly Service" from Outside 
ad Many other 
e. Quality Harrington 
Tools in free catalog. 
2S, Send for your copy. 
. E. M. HARRINGTON 
a 4316 Alger St., Los Angeles-39, Calif. —s”6— Ul SE eee ees 
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METAL TREAT 


CONCENTRAT;Z 


pcre eon OF | 


fi- 
erie 


PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STICK 


Packed 1 
in display ook 








For prices and sample, write 


2340 S. Lauderdaie, Memphis 6. Tenn. 








PAINTIN’ THE TOWN 
by Daggatt j 




















“He really did want to show me 
his Rubberset Brush!” 


Painters seldom take chances when it 
comes to choosing a quality brush. 
That’s why Rubberset is the nation’s 
most wanted brand, a Popular Me- 
chanics Magazine survey of dealers 
proves. So for quality brushes, always 
choose Rubberset. 


FREE! New 20-Page Merchandising Book- 
let: “How to Up Paint Brush Profits”. 
Send postal to Dept.H-112,address below. 


Russerset Co. 


Haynes Ave. & Lincoln H' way 
Nework 5, N J 
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Sees Shortage Of 
Refrigerators Soon 


A warning that a critical short- 
age of refrigerators may develop 
soon, unless government restric- 
tions on sheet steel supplies are re- 
laxed, was given by Lee H. D. 
Baker, vice-president of the appli- 
ances division of Admiral Corp., at 
a meeting of distributors in Chi- 
cago marking the unveiling of the 
company’s 1953 refrigerator line. 

Mr. Baker said that Admiral’s 
Midwest Manufacturing Corp. sub- 
sidiary at Galesburg, IIl., currently 
is producing 1953 refrigerators on 
a hand-to-mouth supply of steel. 
With only one-third of the base 
period steel usage being allotted by 
the government for the first quarter 
of 1953, all production will continue 
to be allocated to distributors. 

He said that Admiral ran out of 
refrigerators recently and had en- 
tered the 1953 selling season two 
months earlier than usual with new 
models. Fall business has _ been 
good, he added, and the outlook for 
refrigerator sales is bright for the 
next eight months. 

Admiral introduced 11 new models 
in its 1953 line, ranging in price 
from $189.95 to $529. 


Inventories Rise 


To Level of June 


A rise of about 1 pct in the total 
dollar value of business inventories 
during September, bringing values 
back to about the June level, was 
reported by the Commerce Dept. 
in a survey conducted on the basis 
of seasonal adjustments. Total 
seasonally adjusted sales rose 6% 
pet in the same period. 

Seasonally adjusted inventories 
increased during the month to 
$70,701,000,000 from $70,204,000,- 
000, a rise of $497,000,000. Ad- 
justed sales rose $3,061,000,000, or 
to $46,609,000,000 from $43,548,- 
000,000. 


Great Potential In 
Home Laundry Field 


The biggest potential consumer 
market the home laundry equip- 
ment industry has ever seen was 
forecast by industry leaders in at- 
tendance at the sixth annual Na- 
tional Home Laundry Conference, 
held in New York City. 

It is estimated that there are 
32 million homes, 72 pct of all the 


homes which are wired for elec- 
tricity that are equipped with wash- 
ing machines. However, only 8 pet 
of these have ironers, and only 2 
pet have driers. 

“Just selling ironers and driers 
to homes already having washers 
would be the biggest volume the 
industry ever had,” according 
to Frederick M. Mitchell, president 
of the American Home Laundry 
Manufacturers Association, under 
whose auspices the conference was 
held. 

He forecast sales in the next five 
years of 18 million washing ma- 
chines, 6% million driers and 2% 
million ironers. 





Christmas Lighting 
Booklet For Stores 


A 20-page booklet, “Sixty- 
three Ideas for Christmas Light- 
ing” for stores, clubs, schools 
and community centers has been 
issued by the Westinghouse 
Lighting Department, Bloom- 
field, N. J. Through the medium 
of line drawings, the booklet 
describes showcase lamps, spot 
and floodlamps for indoor and 
outdoor use, Christmas tree 
lamps and a variety of other 
lighting equipment designed for 
large-scale decorative display. 

Ten of the designs in the book- 
let are planned for the exteriors 
of large stores and employ 
lighted garlands and simulated 
Christmas trees silhouetted in 
colored lights, silvered stars 
floodlighted from a marquee top 
and electrically-illuminated can- 
dles extending several stories 
along the face of a store. There 
are also suggestions for smaller 
store fronts and display win- 
dows. 




















More Painting Being 
Done by Home Owners 


A consumer paint study conduct- 
ed in the Chicago metropolitan area 
by the Chicago Tribune indicates 
that 46.9 pct of the families in the 
area bought paint in 1951. 

Projected to the Chicago metro- 
politan area this represents 750,400 
families. 

More families are doing theil 
own painting as the painters’ wage 
scale goes up, the Tribune con- 
cludes. 

An all-year market for paint also 
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HERE'S 
YOUR 
BIG... 


e 3 BRAND NEW ITEMS! 
¢ 3 BIG PROFIT-BUILDERS! 
e All Nationally Advertised! 









NEW! 


“ARCO STAND 'N TABLE" 


EVERY \4'' ELECTRIC DRILL 
A HOME WORKSHOP! 


HAS TILTING TABLE 
FOR SANDING, 
GRINDING, 
BUFFING, 
WIRE 
BRUSHING 







NEW! 


Sturdy Aluminum 
Castings hold com- 
’ slete unit vibration- 
free, allowing oper- 
both 


ator to use 


consists of strong Drill 


No. 400 “ARCO STAND 'N TABLE” 


Stand with Worm Drive Clamp and adjustable Table. Tilts * 
45°, adjusts up or down for various jobs. Rubber cushione¢ 
Sander for smoother finishes, can also be used in 95 
drill alone or in drill press. Includes 6 Sanding $7 List 
Discs & ‘‘Speed Cement’’ initiates ois shee 

No. 401 “ARCO STAND’. A low priced unit consisting of 
Drill Stand & Worm Drive Clamp only ... F $275 List 





DEALER'S DISCOUNT—33 | /3% 





“ARCO SAFECUT" 


SAFEST, FASTEST CUTTING BLADE 
MADE! 
SPECIAL FEATURE: Can be easily Sharp- 





SPECIAL BORES AVAILABLE 


A 4 
ON 


- 


ened with a hand- 
file! Made of Fin 
est Tempered Tool 
Steel, Precision 
Ground. 

LIST PRICES 
(Dealer's Disc.: 





33-1/3%) 
6” BLADE . .$1.75 
7” BLADE ..$1.95 
8” BLADE . .$2.15 


Have %” Bore 
Reducing 
Bushing. 






NOW! NEW “ARCO-SAWS’ 


THRU 2x4s IN 
7) AE 


FEATURE AMAZING NEW 
“ARCO SAFECUT" BLADE—ALLOWS 
ANY 4" DRILL TO CUT THRU 
HEAVY WOOD 
Here are the tools your customers will be asking for 
the first gear driven saw attachments for electric drills 
that will go thru 2x4’s in one cut. They're new, they've 
got terrific selling features national ads are breaking 

— it will pay you to stock up right now! 
FAIR TRADE RETAIL SELLING PRICES 
(Dealer's Disc.: 33 1/3%) 


No. 455 “‘ARCO-SAW” with 
Ald. GAGES & 5” SAFECUT $1250 
ade .. ° eee eee ee ee . 


No. 454 “ARCO-SAW"., same 
as above, less gages. Has ac- 3 95 
curate Visual Guide ..... 


CHECK THESE BIG SELLING FEATURES: 5-inch 
Safecut Blade cuts faster, uses 30% less power—allows 
moderately priced drill to cut through heavy wood. Gradu- 
ated Depth & Bevel Gages for cuts to 1%”, bevels from 
0 to 45°. Adjustable Rip Gage & Visual Guide. New, 
Sturdiest Safety-Yoke. Worm Drive Clamp. 90-DAY 
FACTORY GUARANTEE. 


See eB e Be SSeeeeeeeeaeeeaeaeneae 
Here's your chance 


DEALERS: Brand New Items. 


mass turnover and BIG PROFITS. It will pay you to 
order today from your Jobber or write direct for new 
catalog sheets Ask for Newspaper Mats & Window 
Streamers. 


to cash in on 3 
They're made for 


ARROW METAL PRODUCTS CO. 


Dept. HA-11, 140 WEST BROADWAY, N.Y. 13, N.Y. 








a 
3 











CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket f 
firmer or short sockettypes... green plastic or hickory handles, bi 





e 





Write for free 
GREENLEE 
Hand Tool Quick 
Reference File 


TOOLS FOR CRAFTSMEN 


GREENLEE 








GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





FAST TURNOVER 
HIGH PROFITS 


CUSTOMER 
SATISFACTION 


LANCASTER PA 
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more 


gr for your money 


Values even greater than the famous 
Premax Steel Rods—a line that will 
be a must for every dealer. New style 
glass fiber blades—new collet blade 
lock—new grips. Send for the Premax 
Fishrod Bulletin and prices before you 
order your 1953 lines. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 





5321 Highland Ave., Niagara Falls, N. Y. 











BIG PROFITS FROM 
SMALL HANDSPRAYERS 





The Ken*Sprayall LITTLE GIANT il- 
lustrated above has been the talk 
of the trade for the past year. It is 
a brass and neoprene sprayer spe- 
cially developed for home gardens. 
Retails $4.75 ($4.95 Denver and W.). 
Write today for special HARDWARE 
DEAL on complete Ken*Sprayall 
handsprayer line. 


Dept. H-112 


SPRAYERS & NOZZLES. INC. 
2575 - 28th Avenue North 
St. Petersburg 4, Florida 
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is reflected by the study, with an 
emphasis on exterior painting in 
summer, interior painting in the 
winter. During the first half of 
1950, 34.4 pct of the families 
bought paint; during the last half, 
25.9 pet. In 1951, 27.8 pct of the 
families bought paint in the first 
six months; 35.4 pet in the second 
six months. 


Purchasing Agents See 
Good Business Ahead 


That good business will prevail 
well into the first quarter of next 





year is now forecast by the ma- 
jority of purchasing agents, ac- | 
cording to the latest monthly sur- | 
vey of the business survey com- 
mittee of the National Association | 
of Purchasing Agents. | 

The committee, reporting that | 
business in October remained at | 
the high level touched after the 
steel strike, said that orders con-| 
tinued to increase, although at a} 


| slower pace, and production showed | 


| 





a tendency to level off. 

With holiday and winter goods |! 
output reaching its peak, employ- | 
ment remains at a high level. How- 
ever, the committee found that 
many purchasing executives believe | 
that a buyers’ market is in the! 
making. 

The committee reported price in-| 
creases in October on bolts and| 
nuts, burlap, fasteners, cottonseed, | 
coconut and palm oils, refrac- 
tories and steel items. 

Items on which lower prices were 
reported included: Alcohol, tires, 
corrugated boxes, paper cartons, 
grains, hogs, jute twine, lead, some 
lumber, linseed and soy beans, rub- 
ber and zinc. ' 





Gardex Now Shipping 
Tools With Handles 


Garden, Inc., Michigan City, Ind., 
has changed its policy and is now 
shipping the majority of its Gar- 
dex long handled garden tools with 
tool heads and handles attached. 

The policy was changed after an 
extensive survey of dealers showed 
that they preferred the new method 
even though the former method of 
shipping tool heads and handles 
separately provided a savings in 
freight costs and required less 
stockroom space. 

For dealers who prefer it, Gar- 
dex will continue to ship tools un- 
assembled with handles and heads 
in separate packages. 








McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 














LOW PRICED 
GIFT ITEM 








J y AVE Fan 2 
i a “th 

| ‘ 
i eS ie e " 
| VAS | al 

\ 
| i - aly 
| p \ 

= 3 ~— ¢ 
: ne ; 





a 
Appeals to 
all ages 





The little red lantern 


with the big sales record 


TO DISPLAY IT IS TO SELL IT 


Lo2 lo} i aw Aide) I-74. BG 
EST. SYRACUSE 1, N. Y. @ 
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Millions in us 
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V Kitchen ut 
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BALANCE makes the difference in 





Grasp any Hyde Glass Cutter as shown in the 
illustration. Feel the delicate balance, the firm 
grip, no wobble—no unsteadiness! That’s the 
kind of precision instrument your customers 
want. And the tungsten alloy steel wheel, revolv- 
ing on bronze bearings, assures a straight clean 
cut. Self-contained display unit holds 12 Hyde 
Glass Cutters, takes little counter space. Order 
from your jobber. 





Manufacturers of Putty Knives, Paint Scrapers, Floor & Cab- 
inet Scrapers, Paint Shakers, Painter & Paperhanger Tools. 












HYDE 
GLASS 

CUTTER 5. Oe 
DISPLAY \ae 














Your most profitable staple .._ = 


The original PLATT . 
ADJUSTABLE 
FINGER GRIP 





Available NOW from our mutual 
friend — the WHOLESALER 


St. Clair SUPER SHEEN 




















6 outstanding 














Millions in use for holding: 
ll type of tools—in home and 
factory 
V Kitchen utensils 
V Sporting equipment 
V Laboratory test tubes 
V Brushes and brooms 
V Garden tools 
Vv Rubber stamps 
Vv and hundreds of others 
See your jobber or write 


selling features 


1—Adjusted in a jiffy. 

2—Finished in plated spring 
steel. 

3—Made in 3 popular sizes 

4—Handsome, self-selling dis 
play boxes. 

5—Made of spring steel .. . 
holds shape permanently 

6—Nationally advertised. 


ARTHUR I. PLATT CO., Fairfield, Conn. 











iorate, is c 
1-oz. makes 6 gallons liquid 


Retails 


Also packed in 10-Ib., 25-Ib., 50-Ib. a 
If your jobber cannot supply 


HYDROPONIC CHEMICAL CO. 














Now demanded by millions for houseplants, flowers, vegetables, lawns, % 
=. Produces vigorous, beautiful growth in all plants quickly. Pays = 
ealer 331% profit. Attractively packaged for display. Does not deter- © 

jean, odorless and SAFE. Dissolves instantly in water for use 







plant food. 
Your Cost 


cra 






nd 100-Ib. drums 
jou, order direct. 


, Inc., Copley, Ohio, U.S.A. 
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CHROME PIPE 





Super-Sheen Chrome Pipe is a sure money maker for dealers. 
It's triple-plated on cold rolled steel, 28 gauge with pure copper, 
ductile nickel, and lustrous chrome. Get it from your wholesaler. 


l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case OO 

3-02, con =25¢..... 36 to case wt. 12 Ibs...... $6.00 case phe ane ne a WRITE us FOR YOUR NEAREST JOBBER 
7-02. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case \>' ay 

1-lb. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 45 apyransto WS 


St Cia Metal Products on 


CLEVELAND 15, OHIO 


3800 SCOVILLE AVE. 
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The Cooler Burning 
Warning Lantern 





1 
Traffic-Gard 


. generates less heat, 
minimum globe replacement 


”- 
CU 20Le.” EMBURY MANUFACTURING CO 


USA 


V V 


NEW YORK 


EMBURY #:= 


LANTERNS & TORCHES 





EXTRA SALES WITH 


“Little Giant” 
SWING CLIPS 


Your first sale is selling the Swing 
Clip. Your customers will go for this 
superior grass and weed cutter with the 
“golf club” balance and feel. Makes 
trimming and cleaning up easy, and its 
38” over-all length eliminates bending. 


Your Extra Sale 


Detachable blade 
offers extra profit in 
sharpening or re- 
placing. Available 
in silent salesman 
display carton of 6 
with plain or serrat- 
ed blades. Ask your 
wholesaler for de- 
tails and prices. 


WRITE TODAY for 
colorful catalog on 
complete line of prod- 
ucts made in Maine— 
sold the world over. 


FREE SHIRT 


If Robert Hemingway of Hemingway's Hard- 
ware Store, Latham, N. Y., reads this ad- 
vertisement, we will give him a famous 
Hathaway shirt. Just write us, 
Bob, giving us your shirt size. 


NORTH WAYNE TOOL CO. 
OAKLAND, MAINE 
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——Promotions 


| 
| Promotion on Thor 
| At Reduced Price 
| 


Thor Corp. announced a special 
promotion covering the model 452 
Thor automatic clothes 
during which the price at retail on 
this model has been reduced from 
$299.50 to $249.50. The price re- 
duction announcement included a 
promotion package which contained 
window and point-of-sale display 
material. 


Heavy Promotion On 
Power Drill Kits 


The Cummins - Chicago Corp., 





| 4740 N. Ravenswood Ave., Chicago, 


| billboards are offered. For 


has scheduled what is claimed to be 
the biggest advertising campaign 
ever made on drill kits. 

Fixmaster Kits will be featured 
in a full-page color ad and four 
half-page ads in the Saturday Eve- 
ning Post preceding Christmas. 
Other power tools will also be ad- 
vertised in consumer magazines. 


Cooperative Ads 
Offered G.E. Dealers 


G.E. radio and television dealers 
are offered a program of outdoor 
billboard and car card advertising 
on a cooperative basis, General 
Electric’s receiver department has 
announced. 

Choice of two full-color poster 
designs, adaptable to either 11 by 
28 in. car cards or 24 sheet size 
which- 
ever space the dealer selects he 
pays only one-half the cost. One 
design promotes the G-E clock 
radio line under the slogan ‘“‘Wake 
Up to Music,” and the second, on 
| Black Daylight television, features 
| the theme, “Easy on the Eyes .. .” 


Plan Education On 
Dusters, Sprayers 


Plans for a jointly sponsored 
educational program at the con- 
sumer level on the important con- 
tribution of sprayers and dusters 
| to better crops, better health and 
| better living, were formulated at 
| the fall meeting, in Detroit, of the 


washer 


Manufacturers’ New Merchandising Plans 


National Sprayer and Duster Asso- 
ciation. 

A second phase of the educational 
program involves the printing of 
a comprehensive publication on the 
selection, use, and care of spraying 
and dusting equipment. 

Due to the continuing high level 
ot home construction, nearly a mil- 
lion new homes, yards, and gardens 
are being established each year— 
each requiring protection from 
household, lawn and garden pests 
afforded by sprayers and dusters, 
the manufacturers were told. 

Year around farm demand for 
sprayers is being stimulated by new 
developments such as the dormant 
spraying of brush. This new prac- 
tice is well adapted to the farm 
work calendar, and after several 
years of testing, authorities report 
that results are comparable with 
foliage spraying during the grow- 
ing season. 


Jet 99 Sales Schools 
Attended by 8,000 


Nearly 8,000 retailers and their 
sales personnel turned out for 301 
grass roots sales training meetings 
held throughout the country, by 
Landers, Frary & Clark’s Home 
Cleaning Equipment division, be- 
tween Sept. 2 and Oct. 14. 

“The fact the retailers mean to 
incorporate what they learned in 
the sales meetings is already proven 
by the noticeable increase of orders 
for cleaners, display and promo- 
tional materials,” stated Lee Moss, 
sales manager of the division. 


90-Second Color Mixer 
Is Leased to Dealers 


A machine for mixing colors to 
match virtually any in the spec- 
trum is to be made available to 
dealers on a leased basis by Stand- 


ard-Toch Chemicals, Inc., 2600 
Richmond Terrace, Staten Island, 
N. Y. The Color Carousel com- 


pletes its cycle of operation in from 
30 to 90 seconds, depending upon 
the desired quantity. 

Completely automatic, the ma- 
chine matches colors from color 
chips by pushbutton operation, and 
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B® You get added safety and added tom. The Wall blow-proof pump 
performance in Wall Blow Torches means added safety. Available in 
with the revolutionary new Pisto-Grip brass or steel. No extra cost for this 
handle. Drawn steel tank has brazed new handle. It will sell on sight! Write 
inserts and electrically seamed bot- today for complete catalog. 











COMPOUND KETTLES @ FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS @ OIL CARRIERS e PAINT POTS e ACCESSORIES 


MANUFACTURING CO. 
Grove City, Pa. 


























: 
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WHAT'S NEW ? 


(qiiiietiee 


/ 


Turn to pages 83-84 of this 


issue. The Quick Check Card 
| When they ask... - 


\\ 


you quickly the details on | ‘How does it cut? 


new products that interest | 


properly filled out will bring 


The cutting “— of Connecticut Val- 


ley expansive bits are hand-sharpened 
you. 


at the factory by skilled New England 
craftsmen. The steel is always uniform 
— forged and heat-treated in our own 
plant. 


IT’S QUICK—IT'S FREE | 


Write for Catalog 


THE CONNECTICUT VALLEY MFG. CO. 


MAIN STREET + CENTERBROOK, CONNECTICUT 
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THE LAST WORD IN 





WIRE PRODUCTS 





BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 





STOVEPIPE WIRE 

COIL AND SPOOL 
ASSORTMENT 

eee 

eee 


\ —— STRANDED AND 
Weer. §SOLID CLOTHES 
LINE WIRE 














STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 








SOLD THROUGH 
JOBBERS ONLY. 





JAMA CA AY 
a NEW Y 





new design, 
marvel of modern, _ kitchen shear 


self-selling of 1001 home uses 


new plan 


gives you 
fully paid ads in 
your newspaper 


idea for 
‘gift tradition” 
sales! 





Going like hotcakes—see your 
wholesaler or write, wire,or phone... 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 


146 














requires no skill nor experience. 
Taking up only five square feet of 
space, it stores specially formu- 
lated colors in containers housed in 
a varicolored revolving drum set 
on a base. 


Through a selective manual con- 
trol system, code numbers printed 
on the back of color chips are trans- 
ferred by a simple setting of the 
dials into the matching color in 





flat, semi-gloss, gloss, or deeptone 
wall paint, house paint, floor en- 
amel, decorative enamel, or pig- 
mented stain. The necessary 
amount of color is automatically 
measured into the can and the 
finish of the cycle is signaled by 
light and bell. 

While in operation, the Color 
Carousel requires no attention, 
allowing the dealer to make com- 
panion sales. Dealer inventory of 
paints can also be held to a mini- 
mum. Standard-Toch is presently 
working out leasing arrangements 
for the machine will be maintained 
and serviced by the company, not 
sold. 


G.E. to Show Products 


In Railroad Cars 


The major appliance division of 
General Electric Co. will fit out 
railroad baggage cars as “exhibit 
halls on wheels” to introduce its 
1953 line of appliances to key dis- 
tributor personnel in November. 

Elmer E. Springer, manager of 
display and exhibits, said that two 
trains would be used to permit pre- 
views in 16 cities. He said that 














COMPACT 
ATTRACTIVE 
DURABLE 


ASS'T 


COUNTER DISPLAY 


GRIES' famous zinc alloy wing ‘nuts In exciu- 
sive finger-grip design. Strong, rustproof, 
brightly nished, clean threads. No. 1 Assort- 
awe 48—3/16"': 60—1/4"; 24—5/16"; 
LARGE PROFIT! Segpentes retail price $5.88. 
Dealer profit—S0%. 

ALSO AVAILABLE: 

All popular thread sizes, 100 to the box. 

JOBBERS: Write for details and prices 
on this profitable Item. 


GRIES REPRODUCER CORP 


789 E. 1S2nd St., New York 54 ° Phone MO 5-7400 











Ball 
Type 






METAL FLOATS 


3" 





to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 

tank to iS0¢ 

pressure in stock 
—specials of 
various metals 
made to order. 
Catalog on request. 
ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 















_ ie 


ed =~ a Use far Curtain Rods 
New Jersey li 


‘E & J ENTERPRISES Inc. 
Pothooks, Etc. 








MMe Verona, 
of Brush Kits, 


Mfrs. 








* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS | Asx vour sosser 
CHAMOIS DOUBLE caeraneees 
mabe wusA | DOUBLE VALUE TO THE 








P, DOUBLE DUTY CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 
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CARPENTER SQUARES 
AMERICA 5 FIRS T 
it 
CRA FISM EN 
Fase fveey USE 


TROWELS, FLOATS, CEMENT ele) ky onnee HAWKS 
FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER ee 
“Quality with Economy” Se a 


NICHOLLS MANUFACTURING CO., 


cence ae 


ZEPHYRLITE 


OTTUMWA, 





IOWA — U.S.A. 

















HEXAGONAL NETTING. 


The high standard of 
the industry . . . evenly 
woven .. . perfectly 
straight selvage .. . 
heavily galvanized 
with gleaming finish. 
This popular prod- 
uct is readily identi- 
fied by the famous 

colorful rooster 


label. 























A “Hot Number” for Christmas 


Year after year the Christmas sales of the Hoppe Gun Cleaning 
_ have continued to increase because this handy, compact, 

g kit has proved a most welcome, useful and cher- 
hed gift for every man with a gun. Order your supply now 
—from your jobber, Put it on display where gift seekers can 
see and buy it. It’s a winner. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St. Philadelphia 33, Penna. 


THE HOPKINS RATTUNNL 





STEEL 


¢.- WRIGHT wire co. 


















THE NEW-PURPOSE | 
CLOTHES BASKET 


f ‘ ‘ basket handles 
Retail price = i 
4) $1.25 — se zh ages, m8 





A new and original “bait station” the 
RATTUNNL sells itself! Contains one 
pound of Redi-mix Warfarin pellets. 


New 
aa oy a other—lIdeal utility 
basket. 


At all good house- 
ware, bordware and 3 59 
department stores. 


or write 


M.E. BALLOU CORP. 
BECKET, MASS. 












For more information write 


HOPKINS AGRICULTURAL CHEMICAL CO. 


Madison, Wisconsin 











Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep on new mer- 
chandise by "What's New," which appears in every issue on page 12. During poh month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 
N. Y. 


HARDWARE AGE 100 East 42nd Street New York 17, 
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STRATAFLO 
FOOT & CHECK VALVES 
end leakage troubles ... 
save their cost many times 
over in service calls they 
eliminate. Ideal for jet type pumps. 
Write today for Bulletin Number 301. 


order from your jobber 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 


WOoOoD 
S K 0 T C H JOINERS 
Py > KOTO 


rae | oe 












A Steady 
Profit Puller 
Every 






” 8” x 10” carton display 

printed in red and black 
or on cards for bin display 
Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self- 
service bins. 





Free Sales Helps 


Sample wood joints that show uses 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask 





your Jobber or write direct for gen-| CHAIRS 

erous supply. Dept. HAI. 

SUPERIOR FASTENER CORP. = 
2949 ELSTON AVE., CHICAGO 18, ILL. sions 
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| brooms and whisk brooms 


to the best of his knowledge, this 
is the first time that an appliance 
manufacturer has employed such a 
novel method for the early showing 
of a complete line. 

Use of the “appliance trains,” 
he added, will permit showing of 
the new line in twice the number 


| of cities as in previous years dur- 
| ing the same length of time. 


Bendix Announces 
Full Kitchen Line 


Bendix Home Appliances has con- 
firmed rumors that it plans to mar- 


ket a full line of electric refriger- | 


ators, ranges and home freezers. 


The company expects to have full 


national distribution by the last 
half of 1954. 

Judson S. Sayre, vice-president 
of Aveo Manufacturing Corp. and 
general manager of the Bendix di- 
vision, made the announcement and 
at the same time suggested the 
company would expand its 
matic home laundry line. He said 
the new Bendix kitchen appliance 
line will be shown at the Mid-Win- 
ter Furniture Market in Chicago 
starting Jan. 5. 

Mr. Sayre indicated that he be- 
jieved the company might achieve 
full national distribution on its 
kitchen line by the last half of 
1954. 

The exact dates when the new 
line will be shown Bendix distribu- 
tors and dealers have not been de- 
termined. 


Higher Prices Due On 
Decontrolled Brooms 


auto- | 


‘ 
Dealers can soon expect to see | 
colorful new streamlined household | 


-but at 
slightly higher prices—as a result 
of the removal of price controls on 
brooms. 

R. R. Thompson, president of 
the National Broom Manufacturers 


Association, Arcola, Ill., said that | 


OPS pricing regulations had dis- 
couraged many manufacturers 
from introducing new models. 

In removing price restrictions 
from brooms, the Office of Price 
Stabilization pointed out that this 
year’s crop of broomcorn—second 
smallest in history—had caused the 
price of the crop to reach near rec- 
ord levels, and that the industry 
needed the increases to keep pace 
with costs. 

(Resume reading on page 15) 
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——"Selling is Our Business"—— 

@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house. 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SALES 
SAM WEISMAN  oicawization 
200 Fifth Ave., New York 10, N. Y. 


Direct Factory Representative..__| 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog typey 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














YATES 
COMPANY 
EXTRUDED PLASTIC PRODUCTS 
Precision Extruders of Rods, Tubes, 
Strips, Special Shapes for builders 
hardware, chemical industries, elec- 

tronics, furniture, toys. 
Bend inquiries for engi 
YATES Company 


2211 Cemetery Road Erte, Pa. 
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THE NEW Columbiana 


CAM-LOCK HYDRANT 
"Sold the Werld Over" 


Here’s a fast-selling new Cam-Lock Hy- 
drant for use on pressure lines. Sturdily- 
built with few moving parts, this Colum- 
biana Hy it has ne oa te rust out. 
its many new features include: 

* ONE-PIECE BRONZE VALVE BODY 
* NON-CORROSIVE VALVE ASSEM- 


Y 
% ANTI-FREEZE ACTION 
*% CAM-LOCK HANDLE PREVENTS 
This ls the lowest ericed hndramt' om the 
s is the lowest priced hy on the 
Pig. H—1200 market. Write today for complete inferma- 
tion. Established 1888. 


o 
Ps 





Columbiana PUMP CO., Columbiana, Ohio, U.S.A 





His Hardware Age 


Ad. Brought Results— 


“As a Manufacturers’ Repre- 
sentative, getting the HARD- 
WARE AGE is a necessity, 
especially in view of the fact 
that | have secured several de- 
sirable lines through the Ad- 
vertisement | placed in the 
AGE in August. With best 
wishes for your continued suc- 
cess." Sincerely yours, 


A Satisfied Advertiser 
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Refills 
Avail 
Easily 
Instal 



























NEW MARVEL GLASS HOLDER 


Automatically Measures and Squares Glass; no metal touches 
glass surface; cushion grip absorbs shock. Made in Four standard 
sizes. Easy, safe cutting; easy, safe salvage removal with Salvage 
Remover all at one time. 100% Efficient. Removes 1/8” on double 
strength glass, or 1/16” on single strength. Over 40,000 in use 
today. Priced within reach of even the Smallest Dealer. 


MARVEL SCREEN RACK, 8 MODELS »——-: 


Meets demand for showing variety of sizes, with 8 models fo 
choice. Some models have cutter, winder & automatic measuring 
gauge Both Sides. Any roll on rack measured and cut Un ‘Ihe 
Rack. Priced within reach of even the Smallest Dealer. Write 
for Complete Catalog of All MARVEL Products. 



























UCTs 


Tubes, 
uilders 
. elec- 

















MARVEL RACK MFG. CO., 


Dept. H.A., 24 No. First St., 


inc. 
Minneapolis 1, Minn. 












MARSHALLTOWN TROWEL COMPANY s+ 


MARSHALLTOWN 
TROWELS 


MARSHALLTOWN, IOWA 



























The Original ARTMOORE 
Self-Wringing Sponge Mop 





Ask your sales staff — 
they've had calls for this 
quality product and 
replacing refills. 


If your jobber 
cannot supply 


% you the genuine 

i ARTMOORE 
Refills Mop, write 
Available directly to 
Easily 


Installed 






ARTMOORE CO. 


Dept. A-112, 1319 No. Third Street 
Milwaukee 12, Wisconsin 

















EXACT LEVEL & TOOL MFG. CO., Noe HIGH BRIDGE, N. J 
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A BIG SELLER because 


It has a Hundred Uses 
Sheffield 


WATER 
PUTTY 


CRACK FILLER 
@ Sticks to Anything 


@ Mixes Easily with water 
.- Will Not Shrink 


@ Becomes Hard as Stone 


7 SRI ey, 
cee 


- 










TLD SHEFFIELD SMErt UL Satie 


| Sheffield 
ALG ok 


pC 


HY 
} track Filler 
f 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood er metal sur- 
faces and does a perfect patch- 
ing and smoothing job! Feature 
it strongly . . . and watch your 
sales grow . . . because your 
customers are looking fer some- 
thing like this every doy! 


Shetticld Zrmeze 


PAINT CORPORATION 
CLEWELAND 19, OHIO 





7” , 


pata ARO 


nF AL a GRASS «ALUMINUM BC BOUND - OPEN HAND HOLES WV V.\-10) \ (74 a = 
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Jenny doesn’t live here any more! 





Ba x ‘ 
Yes, in the modern coal mine there’s no 
room for Jenny. Today her job is done by power- 
ful electric locomotives capable of pulling 50 times 
the load Jenny used to haul to the mine surface. 

As a matter of fact, in the modern mine even 
the traditional pick and shovel are as out-of-place 
as Jenny herself! More than 90% of bituminous 
coal is now mechanically cut, and over 70% is 
mechanically loaded. Result: more economical 
coal to light the way, fuel the fires, power the 
progress of America. 


But, basically, what caused Jenny to dis- 
appear? What’s behind American industry’s ever- 
more efficient machines that turn out goods at 
lower cost—thus making them available to 
more people? One word tells the story — 


COMPETITION. 


In the coal industry there are 5,000 privately 
managed coal companies competing with one an- 
other and all competing in the market with other 
fuels. When one coal company develops more ef- 
ficient mining methods, the rest can keep pace 
only by striving to improve even further. No won- 


der that with his modern machines, developed 
through competition, the Amezican miner’s daily 
output is 4 to 24 times that of any miner in Europe 
or Asia—most of whom work in government- 
controlled coal industries. 


Just as competition spurs you on to trying 
harder—it’s competition that goads the individual 
company todeliver products that willoutsell others. 
And it’s competition.that keeps a whole industry 
on its toes, cutting distribution costs, opening up 
new outlets, and delivering better products. 
Competition—not government control—has 
already made America the most productive na- 
tion on earth. Competition—not regimentation— 
points the way to ever greater plenty for all of us. 


* * * 
This report on PROGRESS-FOR-PEOPLE is pub- 


lished by this magazine in cooperation with National 
Business Publications, Inc., as a public service. 
This material, including illustrations, may be 
used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, 
speeches, or in any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST FO THE GREATEST NUMBER OF PEOPLE 
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—CHAMPION 
MAIL BOXES 


Many hardware dealers 
are selling CHAMPION 
Mail Boxes, which give 
complete satisfaction 
to every customer. 


CHAMPION Mail 
Boxes are smartly de- 
signed, reasonably 
priced, sell on sight 
and carry a good profit 
for you. 


Pages for jobber cat- 
alog will be furnished 
upon request. 








Nearly all hardware jobbers 
handle some products in the 


big CHAMPION line. 


15Y/2""x6/2" 





Dull Black Finish 





The 
CHAMPION HARDWARE (0. 


GENEVA. OHIO 























to install HELLER 
STORE FIXTURES 


owest priced, highest quality, sectional and 


le store fixtures available. Write 
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KEEP PROFITS ‘ROLLING’. . . eae 
RUBBER TIREO 
a WHEELS 


| For HOBBYISTS and 
Fm HOME CRAFTSMEN 


@ Year around profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS 


If you make a product that “rolls""— 
seeders, lawn mowers, sweepers, 
carts, etc. —get prices NOW on 
ALLIED Wheels. Priced right, 
finest quality, produced 
to meet your engineer- 
ing and delivery 
requirements. 
















ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 


29 BROADWAY e TOLEDO 4, OHIO 


Representatives And Warehouses In Principal Cities 










Stock Up Now! 
Imperial 
Calf and Cow Weaners 





Aluminum #345 
Sizes 1-2-3 

Now’s the time to capitalize 
on the seasonal demand for 
Imperial Calf and Cow 
Weaners. Scientifically con- 
structed, they do a complete 
thoro-efficient job. What's 
more—Imperial’s quality 
builds repeat business 
through customer satisfaction. 
Order from your jobber now! 





Sure Cure 
Calf Size #205 
Cow Size #206 


IMPERIAL 
BIT AND SNAP COMPANY 
RACINE, WISCONSIN 

















Eureka Calf 
and Cow #260 


Sure Cure 

Dull Disc Type 
Calf Size #203 
Cow Size #204 
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CLASSIFIED ADVERTISING RATES Repre: 
Help Wanted, Accounts Wanted NOTE: Samples of merchandise, literature, 
a eres ‘ BOXED DISPLAY AD RATES catalogs, etc., will not be forwarded te box GARDEN 
Business Opportunities $8.00 per column inch number advertisers unless gccompenied by LY ADVE! 
Representatives Wanted, etc. 5% discount allowed for 4 or more con- eutictent postage for remelting. ee Hi 
Set solid, maximum, 50 words............ $5.00 secutive insertions of Boxed Display Ads. No agency commission allowed. care of Har 
Each additional word........... 10 Cuts or special borders not accepted. ish New York 1 
Positions Wanted Address your correspondence and replies to HARDWARE AGE is published every pA 
ion G6 of ahh ante pe aay a ———_ close 15 days SALESMI 
' . t e 3 
rca tet) st sold, mimo oy  =HARDWARE AGE = ® sisse dey 
seeeeceee . Remittance must accompany order In form locksets, lette 
Allow Seven Words for Keyed Address Classified Opportunities Dept. f ch ot ‘ency of Also lin 
or leur datas 100 Bast 42nd St., New York 17, W.Y. Sonat’ % One” order. not cum a < 
tory now cc 
7 Box A-904, 
e e 42nd Street, 
Representatives Wanted | Representatives Wanted | Representatives Wanted | “~~ 
100 YEA 
TISED har 
cover Alabarm 
OPPORTUNITY FOR SALES CAREER a ton oe tar aes 
Experienced with following among Plumbing 100 East 421 
IN oe & Heating contractors and Hardware Stores. ee ee - 
ARDWARE FIELD Well-known New York Distributor offers choice REI RESE 
protected territories. House a turned RESENT o 
i ar. D inst issi plete de- our presen 
Textile manufacturer who has developed a new product for hardware tails first letter. Replies confidential. : exit fixtures 
eo, ° a a ¥ ¥ WARE AGE contrac ul 
stores and has placed it in over 300 stores, wants to expand distribution Addreee East And Ste Now York 17, N.Y. jobbers and 
° ° ° . dwar 
to the hardware trade by selling through hardware distributors. Looking Ae MIE Mile Road, § 
for a salesman, preferably with experience in the field, to sell to dis- SALESMEN WANTED: ‘TOP LINE MAN SALESM/ 
H i . e UFACTURER OF UAL , nationally a 
tributors. This is an opportunity to grow with a new product and make vertised ishing tackle and sporting goods tas — “ad 
* ° ae . i r live-wire men now calling on retailers pee : 
a career for yourself in the distribution field. Send resume to: Cive ail details relative to experience, territory sem wd ny 
covered, lines handled, etc. Address Box A-800, conflicting lit 
Box A-898, care of HARDWARE AGE, 100 E. 42nd St., New York 17, N. Y. care of Harpware Ace, 100 East 42nd Street, Good commi: 
New York 17, N. Y. Box A-897, 
42nd Street, 


" EXCLUSIVE PROTECTED TERRITORIES 
HARDWARE SALESMEN OR MANUFAC. CIRCULAR SAW BLADE. SALESMEN | OPEN ON nationally advertised Mak-O-Washer 
TURERS AGENTS. Experienced only. Own car. | AND manufacturers’ representatives wanted call- | to agents calling on hardware distributors, dealers 
Good following. Store fixture, furniture manu- | ing on hardware dealers, jobbers, power tool | and plumbing supply houses. Unique demonstra- A 
facturers and cabinet shops. Good opportunity with | dealers and mill suppliers to carry a full line of | tion sells eight out of ten on first call. Excellent od 
New York manufacturer and wholesale jobber. | circular saw blades. Address Box A-850, care of | for opening new accounts and high volume re- 
Protected territories, Write in full detail. Ad- Harpware Ace, 100 East 42nd St., New York 17, | peat business. Address Box_ A-870, care of 





























































































































dress Box A-401, care of Harpwarz AGz, 100 | N. \ | Harpware AcE, 100 E. 42nd St., New York 17, 
Fast 42nd Street, New York 17, N. Y. pe - | nN, Y. 

FACTORY REPRESENTATIVE WANTED BUILDERS HARDWARE REPRESENTATIVE KNIFE SALESMEN TO SELL COMPLETE A manufact 
CO SEI. quality lines of imported hinges and LINE of imported and domestic hunting, fish representati 
lines of fine imported wood screws azd_ bolt We need an experienced man to cover northern ing, pocket and novelty cutlery in Southern ter 
products. Good commissions. Please write stating Wisconsin, Minnesota, lowa and North and ritories. Must have retail store following 
territory desired. Also current references and South Dakota. Working out of vicinity of Excellent sideline, State territory covered, lines Ma 
lines handled. Items listed to be offered as tcl- Twin Cities. Old, well known company. Write carried and types of accounts called on. Present 
lows: Hinges to wholesale hardware and lumber with complete information about your quali- Specialty—“The Knife Man,” 212 Essex Street, 
and millwork companies; screws and bolts to fications. Our people were told of this ad. | Boston, Massachusetts. a 
oon aga morose one mill supply com- Address Box A-899, care of HARDWARE AGE - 4 —_———_ 
pi ies, ddress Ox ° 
nee. 106 act 40nd Se’ te a «. es 100 East 42nd St., New York 17, N. Y. | SALES REPRESENTATIVE NEEDED TO MANUFA 
arse Loan asa dias Stites (posi ee ed | COVER exclusive territory for nationally known CALLING O 

— —_——— | ’ 7m x | hand tool manufacturer. Territories open include ing, refriger 

|} _ REPRESENTATIVE WANTED FOR ES. | Florida, Georgia and Alabama, Mississippi, Ten- throughout M 

4 | TABLISHED PAINT brush manufacturer cater- | nessee, Arkansas, Louisiana, Texas and Okla. to represent 

MANUFACTURER'S ing to paint, hardware and housewares jobbers. | homa. Call on retail hardware dealers, auto or all of the 

Good commission and opportunity for agressive | motive, mill supply, radio, electrical and interest any 

REPRESENTATIVE WANTED man. Open territory: Southeast, Middlewest and | plumbing jobbers. Address Box A-908, care of basis in excl: 

West. Write details. Address Box A-887, care of | Harnware Acer, 100 East 42nd Street, New York 879, care of I 

Harpware Ace, 100 E. 42nd St., New York 17, 7. H.-Y. York 17, N 

meets prenegpad ¥! a well known and accepted N. ¥. - — 
and tool now has open for repres i —_— —— a= ee 

following states: cazorsc tial | EXPERIENCED SALESMEN HOUSE. SOrMENT Dt oe ~~ 

ae EXPE a “D SALES) tN } JSE- | PARTMENT AND hain tores throughout q 

a Oklahoma, Arkansas and Louisiana. WARES, HARDW ARE FOR progressive jobber | Metropolitan Area. Represent leading Hardware - 

epresentative must know the tool buyer of with leading lines. Territories open in Long | and Housewares Distributor, Give complete de- ANCO CC 
recognized wholesale hardware houses in this Island, Brooklyn, New York City, Pennsylvania | tails. Address Box A-911, care of Harpware 

area. and New York State. Opportunity for ex- | Acre, 100 East 42nd Street, New York 17, N. Y 
Product is sold to wholesale hardware houses perienced man with following. Must have car. | ioe New | 
only. ears ee Write giving complete details. 

Manufacturer is member of the A.H.M.A East 42nd $ A-909, care of Harpware Ace, 100 Covering a 

“M.A. cas 2 Street, New York 17, N. Y. acco 

In your reply please state lines now handled. | | Sas . 50 YEAR OLD MFR. Wigiias Write for 

SRP ECEN ; 2 " Wants experienced builders hardware man : 

— Box A-912, care of HARDWARE AGE ou gp PE hed pede yg =A c — travelling out of Denver to cover Utah, Wyom- eee 
ast 42nd Street, New York 17, N. Y. Pt : tE, paint and building materia ing, Colorado, Nebraska, Kansas and Western - 

jobbers. Choice (protected) territories open. Na- Missouri Quality line. In reply give full de- MANUFA 

tional advertising. See ad this issue. Kay-tite tail d Hd “Thi "qt z by all HAS OPEN 

Co.--Western Division, 1717 West Lake Avenue, Hong aay pr ote sm ae hardware lis 

REPRESENTATIVE WANTED. SALES. | North, Seattle 8, Wash. ail e AB -nsgrap agg gressive mai 

MEN—HARDWARE, paints and allied lines. A Address Box A-900, Care of HARDWARE AGE area as wel 
real opportunity to supplement your earnings. 100 E. 42nd St., New York 17, N. Y. Address Bo 
Does not involve your present employment, selling 100 East 42 
5 pean. Free or ule, Bae ~ od REPRESENTATIVE WANTED is aaa 

» care o ARDWARE AGE, . 42nd St., IU , 

New York 17, N. Y. Old established builders’ hardware manufacturer needs $10,000 A YEAR SALESMAN. MANU REPRESEN 
representation in Ohio, Kentucky, Western Pennsyl- FACTURER’S agents covering entire Southeast : ESE 
CEN aie teh Te vania and Far Western New York State. Prefer ex- for quality manufacturers has opening for three line for Sta 

REPRESENTATI\ ES WANTED FOR perienced builders’ hardware man to headquarters in salesmen to travel in the South calling on whole Erie, Penns; 
VARIOUS GERMAN factories manufacturing or near Cleveland. Tell us about yourself in first sale trades in building supplies, hardware, metal select lumbe 
chains, snaps, accessories, etc. Protected terri- reply. Our men all know of this ad. and roofing. Our men earn far above average jobbers. Wi 
tories for established agents with good following. Address Box A-901, care of HARDWARE AGE for salesmen on straight compensation basis. Car turers on, 
Address Box A-913, care of Harpware AGE, 100 100 East 42nd St., New York 17, N. Y. necessary. Give background and experience in Address Boa 
East 42nd Street, New York 17, N. Y. first letter to P. O, Box 266, Cohumbia, S. =e ee 
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Classified Opportunities Section 








Representatives Wanted 





GARDEN LINE SALESMEN, NATIONAL- 
LY ADVERTISED volume garden line has 
opening in South-Mid-Atlantic States and New 
England. High commission. Address Box A-894, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


SALESMEN WANTED CALLING ON 
LARGE DEALERS and lumber yards by manu- 
facturers of builders’ bardware such as tubular 
locksets, letterbox drops, door knockers, etc., etc. 
Also line of imported door hinges, Liberal com- 
missions, very competitively priced. State terri- 
tory now covering and lines handling. Address 
Box A-904, care of Harpware AGe, 100 East 
42nd Street, New York 17, N. Y. 


100 YEAR OLD NATIONALLY ADVER- 
TISED hardware manufacturer wants man to 
cover Alabama and Georgia. Salary and expenses 
plus. Address Box A-906, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y. 


REPRESENTATIVES WANTED TO REP- 
RESENT US in the State of Ohio to present 
our present line as well as new items of panic 
exit fixtures to the trade. Only men calling on 
contract builders, hardware dealers, hardware 
jobbers and architects can be considered. Lincoln 
Hardware Manufacturing Co., 20355 East Nine 
Mile Road, St, Clair Shores, Mich. 


SALESMAN WITH FOLLOWING AMONG 
HARDWARE and_ house furnishing stores to 
sell_ a popular priced line of hardware and 
specialty items out of New York. We furnish 
complete net priced catalog. No objection to non- 
conflicting lines, Liberal freight allowance given. 
Good commission. All territories open. Address 
Box A-897, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 























Accounts Wanted 








WANTED 


A manufacturer who is looking for an aggressive 
representative. 


SYDNEY OSHRIN 
Manufacturer's representative 
82-11 Tryon Place 
Jamaica 32, N. Y. 














MANUFACTURERS’ REPRESENTATIVE 
CALLING ON HARDWARE, automotive, plumb- 
ing, refrigeration and mill supply distributors 
throughout Michigan and Western Ohio. Willing 
to represent an ethical manufacturer in any part 
or all of the above territory whose product would 
interest any of above distributors. Commission 
basis in exclusive territory only. Address Box A- 
879, care of Harpware Ace, 100 E. 42nd St., New 
York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York © Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














MANUFACTURER’S REPRESENTATIVE 
HAS OPENING FOR a well-rated housewares- 
hardware line with good potentials. Young, ag- 
gressive man covering New York metropolitan 
area as well as New Jersey and Long Island. 
Address Box A-895, care of Harpware AGcz, 
100 East 42nd Street, New York 17, N. Y. 


EXPERIENCED BUILDERS HARDWARE 
REPRESENTATIVE SEEKING one additional 
line for State of Ohio, including Pittsburgh and 

tie, Pennsylvania. Excellent coverage contactin: 
select lumber companies, contract hardware cal 
jobbers. Will consider only reputable manufac- 
turers on direct and exclusive territory basis. 
Address Box A-896, care of Hanpwarz Aor, 1 
East 42nd Street, New York 17, N. Y. 
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Accounts Wanted 


Business Opportunities 








CANADIAN 


Montreal resident, responsible and with capital, 
experienced in production and sales, seeks ar- 
rangement with American manufacturer of a 
meritable product to produce or distribute 
throughout Canada. Also seeks one outstand- 
ing line with volume demand to represent on 
commission basis. 











S. Borer, 8570 Stuart Ave., Montreal, Canada 








MANUFACTURER’S AGENT ESTAB- 
LISHED MANY YEARS covering Rocky 
Mountain States and West Texas, seeking good 
hardware line and commission exclusive. Address 
Box A-907, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 


TENNESSEE, GEORGIA, 
SOUTH CAROLINA AND Florida. Manufac- 
turer’s agent adding accounts for any or all of 
these states. Large hardware dealers, large elec- 
trical and plumbing contractors, industrial and 
one large project. Address Box A-905, care of 
HarpwareE Ace, 100 East 42nd Street, New 
York 17, N. Y. 





ALABAMA, 





NEW ENGLAND MANUFACTURER’S 
REPRESENTATIVE CALLING on the whole- 
sale and retail hardware trade, covering the six 
new England States, having one line, desires to 
take on one more line representing an_estab- 
lished manufacturer, with some established busi- 
ness. Address Box A-902, care of Harpware 
Acz, 100 East 42nd Street, New York 17, N. Y. 





EXPERIENCED AND LONG’ ESTAB- 
LISHED MANUFACTURERS representatives 
have opening for additional lines. Cal] regularly 
on hardware jobbers and large distributors in 


Michigan, Ohio, Indiana and Kentucky. Par- 
ticularly interested in Hand Tools and Shelf 
Hardware. Address Box A-910, care of Harp- 


warE Ace, 100 East 42nd Street, New York 
17, B.. Z 





Business Opportunities 








FLORIDA 


Hardware store and seven apartments 2-story 
building, 50x100. On main highway active Gulf 


Coast town. Good investment, business and 
home. $47,000 plus inventory. $30,000 cash re- 
quired. 


DAVE SPIEGEL, Realtor, Venice, Florida 














FOR SALE: HARDWARE, VARIETY AND 
household appliance store. Best location in At- 


lantic City. Minimum gross sales $100,000. Cash 
basis, Clean stock at cost $30,000. Long term 
lease. Operating business. ust seen to be 


appreciated. Owner desires to retire because of 
ill health. Address Box A-903, care of Harpware 
Acz, 109 East 42nd Street, New York 17, N. Y. 


HARDWARE, PAINT, HOUSFURNISH- 
INGS STORE. BUSINESS established 1851. 
Changed hands only once. Beautiful up-state town 
surrounded by prosperous dairy countryside. Brick 
block store. Three stories and basement. Frame 
warehouse rear, two stories and basement. $15,000 
stock at inventory cost. Real Estate for sale too. 
Plenty space expand business if desired. Owner 
wishes to retire. Opportunity like this does not 
often happen. No triflers, please. Contact: Van 
von Hardware, Cobleskill (Shoarie Co.) New 
York. 


WANTED TO BUY: LONG ESTABLISHED 
hardware business, minimum volume $100,000 
Minimum population 30,000 with in 








annually. 0 
dustry and rich farming. Maximum $30,000 
inventory. Located in heart of town. pacers 

n 


Box A-816, care of Harpware Ace, 100 E. 
St., New York 17, N. Y 


HARDWARE STORE FOR SALE IN St. 





Augustine, Florida. Going business. Owner 
wishes to retire. Address Box A-893, care_ of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





Positions Wanted 





POSITION DESIRED AS MANAGER OR 
ASSISTANT manager with independent _hard- 
ware owner by Ex G.I., married, in mid-thirties. 
Experienced in sales, merchandising and buying. 
Prefer Ohio location. Can furnish character 
references. Address Box A-914, care of Harp 
ag a 100 East 42nd Street, New York 
is. a es 








Bewildered?? 


. ° then read ° ° 
WASHINGTON NEWS AND VIEWS 
Here are 


on page 10 of this issue. 


accurate, authentic, easy -to-under- 
stand reports on the latest develop- 
ments in Washington affecting hard- 
helpful feature in 
each reason why 
HARDWARE AGE is the No. 1 choicé 


of hardware dealers throughout the 


ware dealers. This 


issue is another 


nation. 














Help Wanted 


Help Wanted 











advance. 


Desirable qualifications: 
¢ Late thirties—early forties 


Heavy Hardware 


replies held in strict confidence. 





AN IDEAL JOB AVAILABLE 


A young, progressive company in Eastern Pa. wants an experienced buyer who hes 
worked for a wholesale company. Starting salary $6000 with plenty of chance to 


¢ Acquainted with budgets—sales—promotion 
¢ Knowledge of Shelf and Builders’ Hardware, Tools and 


Reply with full particulars regarding age, education, marital status, references. All 


ADDRESS BOX A-915, Care of HARDWARE AGE, 100 EAST 42nd STREET, NEW YORK 17, N. Y. 
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- AUTOWASH 


FOUNTAIN TYPE BRUSH 


MORE THAN 


50% PROFIT 


Ne. 840 We. 8401 
$3.49 53.98 
Sh” HANDLE 


36” HANDLE 
Write Dept. 145a for more information 


AS YOU ¢ Biended horsehair 


bristles in replaceable 
CLEAN plate. @ Aluminum 
handle. e Rubber pro» 
tective bumper. 


FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 














MIDWAY AUGER BITS 


“preferred by all who want 
the best’’ 


HOME WORKSHOP BIT-KIT 


(No. 50-6) 
4/16’, 5/16”, 6/16” 


6 BITS i167, 10/16”, 12/16” 





THE MIDWAY TOOL CO., INC. 


Factory and Sales Office 
» MELVIN, OHIO —a-s0e 


























The only reel with fixed drum 
for both casting and reeling-in! 


TARO 


SPINNING REEL 


ORDER FROM YOUR JOBBER 
SPECIALTY IMPORTERS, INC., 242 4TH AVE., N. Y. 





CONSTANT 
CONTROL 








QUALITY TROWELS 


DEAROSA 


TROWELS & HAWKS 


MASONS 
PLASTERERS 
FLOOR LAYERS 
ROOFERS 


Made Right! 
Priced Right! 
QUALITY 
GUARANTEED! 


DEAROSA aueracrenc CO..INC, 
Home Office — Pt. Vernon, Now York 


“No: —— $t, 74: Murray: ee 
Chisago & Pas || Bs New: York: 7,8. ¥ 
Wile us. for name of Nenrest ° 
‘Soles Fees calneroteitel 
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SEE THIS CONDENSED CATALOG 













CASTERS 
and GLIDES 


on Pages 215, 216, 217, 218 
of July 24 issue 


HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 
FAULTLESS CASTER CORPORATION, Evansville, Ind. 








TELE-VISION 
CLOCK and LAMP 


Self-starting Electric 
Plastic Case, seven Pastel 
Colors. 
Height 5”, Width 5%”, 
Depth 314”, Weight 2% lb. 
UL approved motor and 
cord. 
Consult your distributor or 
write for catalog and at- 
tractive discounts on com- 
plete line of Numechron 
Clocks. 

Personalized imprinting 

available 


PENNWOOD NUMECHRON COMPANY 








7249-51 Frankstown Ave., Pittsburgh 











These handy house- 
hold size rolls of famous 
Tru-Test gummed tape 
come in mighty 

handy around a home. 
Maybe that’s why 
retailers are reporting 
brisk turnover . . . in- 
creasing demand. 
Packed 12 rolls toa 
display carton 

retail for 25c. 
Available in 1 to 3 

inch widths. 

Try it soon. 














Check with 
your wholesaler 
today or write us direct. 


! mid.by TAPE Inc., 
Green Bay, Wis. 




















Martin’s 
“SOUTH PACIFIC” 


AMERICA'S FINEST 
SHAMPOO SPRAY 
Precision made with flexible 
rubber head with 139. soft, 
natural-rubber bristles. Cem- 
plete with “Fits-All” coa- 
nection and 5 ft. of. sturdy 
tubing and 2 bright, rust- 
less anti-kink springs. Priced 

to sell on sight! 
Individual Full-Color Boxes 
$1.25 Retail 


MARTIN RUBBER CO., INC. Long Branch, WN. J. 
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A COMPLETE LINE OF 


rubber 
& 
friction 








> — = 


friction 
Look for . P ° 
tape Se Shatin inn Write for our New Catalog No. 12 illustrating our 
line of builders Hardware Specialties. 


SOLDR ONLY THROUGH RECOGNIZED WHOLESALERS ae) Cc K ee) | D 
MANU FACTURIN n 
made by oO ie) ~ 4 T E i weaiaa bss = 














INGERSOLL 
SHOVELS 


When you handle the TUCK line you have the ... Edges won't spiit or cuti. 
yam line of hand tools to sell which insures 
complete cus 

0 tomer satisfaction and more profit —because their blades are made of 


to you. 
TUCK’s Amber Plastic Handle Screw Drivers TEM-CROSS Ingersoll Process Steel. 


are available in blade lengths of 2” to 12” and It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 


point widths of from 1/8” to 7/16”. 
For the best in hand tools buy TUCK. a aan gy to resist curling 
Write for descriptive folder and first Centenary and spitting. Write for prices, 

Screw Driver Display Board deal and mention “A Borg-Warner Product” 

age oles INGERSOLL STEEL DIVISION 


TUCK MFG. CO., Brockton, Mass. 
100 Years of Quality Tool Making Seeman eguntien Ter ete Sh 

















DISPLAY Genuine, easy-to-sell eee 
DOMES or SILENCE coal 
% cade in + World's A sa? ag 1 i = 
best known, 
quickest- 
selling 
FURNITURE 
GLIDES 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


ie 4 11/16” 











HARDWARE AGE, NOVEMBER 27, 1952 














